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Slow-speed Low-power Fans. 











Our 


Specialties Are— 





Uniform Grading 
Even Color and Texture 
Courteous and Equitable Dealings 


trademark —(FULF RED 
8 CYPRESS 


We solicit your inquiries 
and orders. 


Address all inquiries to our 
Selling Agent, 


Gulf Red Cypress Co. 


In the heart of JACKSONVILLE, FLA. 
THE BEST CYPRESS 
DISTRICT 


z. 


OUR LOCATION 


Rurton- Swartz 
(ypress Co. of Florida 


erry, Hla. 























ONE OF THE TEN AISLES OF THE 


LARGEST 4nD MOST EFFICIENT 


DUST COLLECTING SYSTEM IN THE WORLD 


ASK US FOR THE REASONS FOR ITS HIGH EFFICIENCY 


THE ALLINGTON & CURTIS MFG. Co. 
Factories: Saginaw, Mich. ana Boston, Mass)5 LEADERS FOR 45 YEARS  Oftices: Saginaw, Chicago, New York znd Boston 


Dust collecting and conveying systems. Self clearing Mains, mechanical and pneumatic. Collectors free from centrifugal resistance. 
Positive long-distance Conveyors. Wood-fuel furnace Stokers. Self-emptying Storage vaults. 


We design and manufacture each system to suit your needs; send experienced men to install it and put it into operation. 
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Real Facts 
About “Flanner” 
Flooring 


are well known to home builders. 
They have compared the beauty and 
long wearing qualities of many dif- 
ferent species of woods and have learn- 
ed that Flanner Maple and Birch floor- 
ing offer them the most value. 


Flanner flooring is made from some 
of the finest timber grown in Forest 
County, Wisconsin. It has been sold by 


dealers for nearly a quarter of a cen- 


tury. Your customers will like this fine 
quality, carefully milled flooring. Bal- 
ance your assortment now! 


FLANNER COMPANY 
BLACKWELL, WISCONSIN 


“Extensively Used and by Many Exclusively” 
































=~ 


a 





Sr er ee 


Ds 








(CCC 


wD) 


ye 


AAA, 





ESTABUSHED 1873. 








COPYRIGHT 1931 BY AMERICAN 


| NONTHWESTERN JUMBERAN mnfumnbs 


LUMBERMAN 


Kusitions 





THE TIMBERMAN 


ESTABLISHED 1886. 








WHOLE NUMBER 2925 


CHICAGO, JUNE 6, 1931 


YEARLY SUBSCRIPTION #4 








The Exponent of the American Lumber Industry 


American fiumberman 


Published Weekly by 
THE AMERICAN LUMBERMAN 


Cc. W. DEFEBAUGH, E. C. HOLE, 
President. Secretary and Manager. 


OFFICES : EIGHTH FLOOR, MANHATTAN BUILDING 
431 South Dearborn St. 
CHICAGO, ILLINOIS, U.S. A. 
Cable Address, **Lumberman, Chicago.” 


TERMS OF ANNUAL SUBSCRIPTION, POSTAGE PAID: 


IN THE UNITED STATES AND MEXICO, $4; CANADA, 
$6; IN THE UNITED KINGDOM AND ALL 
OTHER COUNTRIBS IN THE UNI- 
VERSAL POSTAL UNION, $8. 


Suvseriptions for less than a year are taken at 
the yearly rate if paid in advance. Remittance 
upon yearly subscriptions is expected within the 
first sirty days; after that time they are subject 
to sight draft with exchange upon due notice. 

Ordere to discontinue should be accompanied by 
payment to date. In requesting change in address, 
please give old as well as new address. 

Single copies, 25 cents. Copies of issues prior to 
current year will be supplied when possible at a 
uniform price of $1 each. 




















ENTERED AS SECOND CLASS MATTER JANUARY 27, 
1899, aT THE POSTOFFICB AT CHICAGO, ILLI- 
NOIS, UNDER ACT OF MARCH 3, 1879. 





Copy for new advertisements should be in 
this office not later than fifteen days before 
date of insertion. 


MEM"%ER AUDIT BUREAU OF CIRCULATIONS 





St tT 
wa a 
es LL, 





READ WHEREVER ol Is CUT OR 
SOLD AND REGARDED BY THE TRADE 
AS AUTHORITY IN LUMBER MATTERS 





ee 















Index to Advertisers 


Lumber and 
Wood Products 


Machinery and 
se } _ 65 and 67 


a a a a a 


— 










———— = oe a a ae 








Don’t fail to read the messages of 
the advertisers. It will be time 


profitably spent 





_—— oe oe oe 





Ls 


Published Weekly— 
In Its Fifty-eighth Year 











Where You Will Find It 
This Week 


Editorial 


Sending Out Recommended 


Py Val . Exhibi Standard for Plywood ....... 39 
romotional alue of Exhibits , Southern Pine Statistical Posi- 
Practically Demonstrated .... 22 sine 39 

National Forest Timber to Be TI “Wiis Gti ees 

: iree Big Idaho Companies 
7 m - ? A 

R 2 seeryg ee pene ph irl hari 22 CE oi ei Ree eee wean 43 

— etal — 8 54) Hardwoods Hold Firm ....... 46-47 
Stimulus to Home Building... 22 ., : 

. 5, New Light Weight Sheaves for 

Query and Comment........... 24 Tex . 

~ Sieg ; rh ere 47 

Review of Current Lumber Trade Kad - wane 
Comiitions 4, Conditions in Chicago Market .53-54 

Se Serer ee eee eee Sawmill Lubrication .......... 54 
Of Special Interest Departments 

Retail Lumber Prices Substan- Business Changes, Incorpora- 
tially Reduced—Smaller Re- Ny MS Sb dh ch sa eseies 60-61 
ductions in Other Ma- Fee TE: Bo ah cccinnvcnd 24 

ese %97 5 Bas : Pella a 
_terials helt dotadatoiia: igh 26-27, 56 Live TE gitccceecawess 42, 54-55 
oe Lumber Prospects for 97 Lumber Statistics .......... 40-41 

RN ak init chs Acad s ates a Raracwaie 

: : aS 57-60 

Retailers’ Profit and Loss in 1930 28 ; 

; : . nie UN ae ee 61 

Some Lines Show Steady Gains. 28 , 

: Observations by the Way....... 23 

A Home of Your Own ......... 29 

C 3 R Is F PF Poet, The Lumberman.......... 45 
yrs Heo ts Fears lien of the Retiin........ 30-32 
Building Arts Exhibit........ ; oe 

a os Retailers’ Idea Exchange..... 34-36 

Modernizing Exteriors With This Week’s Ti ; 

“Brickote” a New Building _ M eek’s Timely Tip........ 34 
Rr 33 Washington, Notes from....... 44 
New Display Room Is Opened.. 36 Yard, Mill & Office.........52-54 

How Retailer Scored Gain of — —" 

22.7 Percent in Sales ........ 37 Association Activities 

To Investigate Washington For- Coming Conventions ........... 48 
One Tie POE: oct accscnees 38 Associations’ Plans and Activi- 

New Red Cedar Shingle Grading | ESR Cron sone Par ten ae Deny epee 2 48-49 
Rules Announced ........... 38 Southern Pine Association...... 49 

News of the Lumber World 

Aberdeen-Hoquiam, Tee, Wh . VE cisscces 46 Minneapolis, Minn. ..... 51 
RENE RR a eee 56 Jacksonville, Fla. ....... 56 Norfolk, Va. ........... 55 

Baltimore, Md. ......... 55 Kansas City, Mo. ...... Si Portland, Ore. ......... 50 

Birmingham, Ala. ...... Oh EE, FE. ccs ececcsse BE Di Eee Bins is ness. 55 

Boston, Mass. ....... 46, 51 + Louisville, Ky. ......... 46 Seattle, Wash. ......... 50 

Buffalo, N. Y..... cone Et “BOOM GR 4: .s........ 5 Set Ta. ........ 

Cincinnati, Ohio ........ 46 Memphis, Tenn. ........ 46 Spokane, Wash. ........ 50 

Detroit, Mich. ......... 51 po a 50 











22 


Promotional Value of 
Exhibits Practically 
Demonstrated 


HERE can be hardly a doubt that 
the tremendous expansion of the 
chain store business has been 

achieved in large measure through the 
effective use of display. These stores 
without exception make full use of ex- 
cellent display windows to play up cur- 
rent bargains, showing not only the 
prices but the goods themselves. Also 
the interior of the chain store is for all 
practical purposes a display or exhibit 
room. When a chain store company 
takes over space for store use it is 
completely remodeled and rearranged 
with a view to the best use of its possi- 
bilities in the way of display. 

Whenever the independent store has 
succeeded in withstanding the compe- 
tition of the chain it has done so by 
adopting the chain store’s policy of 
displaying goods on shelves and coun- 
ters and in windows. In fact, display 
is so essential a feature of modern mer- 
chandising that it is doubtful if any 
merchant can survive without using it. 
Certainly, he can not survive in open 
competition with enterprising mer- 
chants that use display effectively and 
keep their stores attractive and invit- 
ing. 

It is believed that the promotional 
values of remodeling and display have 
seldom if ever been so effectively dem- 
onstrated as in connection with a 
model store exhibit sponsored by the 
Department of Commerce through its 
bureau of foreign and domestic com- 
merce in the Jacksonville and Orlando 
districts of Florida as related else- 
where in this paper. The bureau, in 
co-operation with local commercial 
bodies, set up model store exhibits in 
Orlando and Jacksonville last year, and 
as a consequence 37 stores in the for- 
mer area and 123 individual stores in 
the latter area were remodeled. 

If the remodeling of these 160 stores 
was the only result of the exhibits set 
up, the benefits derived by the lumber 
dealers who supplied the materials 
would in themselves have been consid- 
erable and might be thought to have 
justified the effort. But the fact that 
the remodeled stores realized substan- 
tial increases in patronage, in some 
cases as much as 50 percent, gives to 
the Florida undertaking a significance 
to lumbermen and retailers in all sec- 
tions of the country. 

Of course, it need hardly be said 
that display can be made as effective a 
sales force for the lumber retailer him- 
use his own experience to demonstrate 
self as for the retail grocer, and every 
retail lumberman may, as many of 
them have, make his own store a model 
of convenience and attractiveness to 
show what can be done in the way of 
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remodeling in his .own community. 
Thus at the same time that he profited 
directly from the attractive display of 
his own wares, the lumber dealer could 
to retailers in other lines the possibili- 
ties of remodeling their stores to stim- 
ulate trade. 

A point that will bear emphasis in 
this connection is that at the present 
time every community needs every 
stimulus to trade that can be found, 
and it is conceivable that each lumber 
yard could be made the starting point 
for a remodeling campaign and an en- 
livening of business that would re- 
dound to the benefit of the entire com- 
munity, and particularly to the lumber 
retailer. 


National Forest Timber 
to Be Withheld 
from Market 


NOUESTIONABLY, pressure to 

liquidate stumpage investments 

has been and continues to be one 
of the most potent inducements to 
maintain lumber production at a level 
above that justified by actual demand. 
Financial inducements obviously 
operate most powerfully and directly 
upon private owners of stumpage, but 
other considerations—the employment 
of labor, for example—impel operators 
to continue sawing lumber when they 
otherwise would curtail further. But 
the lumber industry, in the Northwest 
especially, has felt the effect of na- 
tional forest timber sales upon stump- 
age values as well as upon production. 

Because of continued depression it 
the lumber industry, the feeling has 
grown that the timber sales policy of 
the Forest Service should be modified 
with a view to lessening the induce- 
ment to produce. The soundness of 
the industry’s position in the matter 
appealed to President Hoover, and as 
reported in the AMERICAN LUMBERMAN 
of last week, the President in a letter 
to Secretary of Agriculture Hyde sug- 
gested a change in the timber sale 
policy of the Forest Service, which the 
secretary has outlined in a letter to na- 
tional forest supervisors and other offi- 
cers concerned. 

Under the new timber sales policv 
no new territory will be opened up by 
the Forest Service while the depres- 
sion continues in the lumber industry. 
In fact the Forest Service already had 
postponed decisions on several pend- 
ing applications for stumpage on the 
ground that conditions within the in- 
dustry were not such as to justify ex- 
pansion. Fortunately, the change in 
policy will definitely postpone all pro- 
jects of this sort and will relieve the 
industry from the implied threat of fur- 
ther increase of supply. 

Of necessity, national forest timber 
sales will be made to sawmills that are 
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already operating in Federal timber or 
that are dependent upon it for raw ma- 
terial. Also sales will be made to sup- 
ply domestic paper mills with materia] 
to supply the domestic market with 
newsprint and other wood pulp prod- 
ucts. Exception will be made also of 
wind-thrown, fire-killed and _ insect- 
infested timber, which must be sold in 
order that it may be salvaged. 

In harmony with its policy of with- 
holding sales of national forest timber, 
the Forest Service would at this time, 
if financial conditions permitted, en- 
large its purchases of timber, such as 
areas remaining in various railroad 
grants, and bring it under Forest Serv- 
ice administration. The suggestion has 
been made also that timber on the pub- 
lic domain outside the national forests 
be brought under Forest Service con- 
trol and that timber on Indian lands be 
taken over at a reasonable figure so 
that the Indian owners would not be 
impelled to sell it when in need of 
funds, thus further depressing the 
stumpage market. On the whole, the 
co-operation of the Forest Service in 
this manner is fully appreciated by the 
lumber industry, and the policy should 
contribute to market betterment. 


Reduced Retail Prices 
as a Stimulus to 


Home Building 


T IS evidently a characteristic of de- 
pressions that the feeling of “depres- 
sion” shall permeate the entire pop- 
ulation, affecting many persons whose 
incomes and buying power have not 
been reduced at all. Among the first 
reactions to the depression is a reluc- 
tance to buy or to make any expendi- 
ture that can be postponed or avoided, 
and this disposition is owing as often 
to fear of the future as to influence of 
the past: There is the same reluctance 
on the part of the person who fears a 
reduction in income as on the part of 
the one who has suffered a reduction. 

Among the first signs of a decline 
in the demand for lumber was a slack- 
ening of home building, and the opin- 
ion prevailed rather generally among 
the public that a combination of cir- 
cumstances had increased the cost of 
building to a point where a home was 
not a profitable if even a safe invest- 
ment. The lumber industry quickly 
felt the effects of the decline in home 
building, not because lumber consti- 
tutes so large a part of the cost of the 
average home, but because home build- 
ing in the aggregate consumes so large 
a part of the lumber produced. 

When lumber was highest in price 
it comprised less than one-half the cost 
of the completed home. Labor per- 





formed at the building site always has 
comprised a very large part of the cost 
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of building, and in the modern home 
plumbing, heating and lighting fixtures 
and their installation have added so 
much to the cost of the completed 
home that the total cost of the modern 
structure can not be fairly compared 
to the home of former times that was 
without these modern conveniences. 
Lumbermen have for many months 
heen made painfully aware of the fact 
that their commodity has declined in price 
and that demand for it also has de- 
clined. Decline in demand from the 
retail dealer has, as always, been 
promptly followed with decline in 
price at wholesale, and declines have 
continued until the price to the dealer 
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has gone below the cost to produce. 
Wholesale lumber prices are as a mat- 
ter of course regularly published and 
are thus made known to everybody. 
The same is not true of retail prices, 
and as a consequence the opinion gen- 
erally prevails that the retail price has 
not followed the decline in prices at 
wholesale. If the retail price for lum- 
ber has not declined proportionately to 
the wholesale price, there is ground 
for attributing to that fact, in part at 
least, the delay in resumption of home 
building. 

With a view to discovering the retail 
price situation the AMERICAN LUMBER- 
MAN directed inquiries to retail lumber- 
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men in many sections of the country. 
The replies thus far received are 
briefed elsewhere in this paper. They 
show that the general average reduc- 
tion in retail lumber prices has been 
about 25 percent, but that with few 
exceptions other building materials 
and labor have not taken similar re- 
ductions. In some communities retail 
lumbermen have given publicity to the 
fact that the price of lumber is down 
and that the cost of building has been 
reduced correspondingly. It is believed 
that the public will respond with pur- 
chases of building materials when it is 
convinced that equitable prices have 
been restored. 








Observations By t 


e Way 








Through the enterprise of an American 
lumber concern and the co-operation of the 
Department of Commerce of the United 
States, students of the Uni- 
versity of Oxford, England, 


Visualizing : 
have had an opportunity to 


ican : : , 
America: visualize a great lumbering 
Lumbering operation, from the blazing 

of the trail through virgin 


timber to the loading of finished lumber in 
the pile. The moving picture film was 
loaned by the Long-Bell Lumber Co. and was 
shown to Oxford students through the good 
ofices of the National Committee on Wood 
Utilization. This committee has been show: 
ing the film in various parts of Europe, and 
commercial attaches report that this epic 
story of the cutting of giant trees on the 
Pacific Coast and their conversion into lum- 
ber has been viewed with keen interest by 
foreign chambers of commerce, engineering 
transportation organizations and 
universities. This is an excellent way in 
which to tell the story of American lumber 
manufacturing to the prospective buyers 
abroad, and is just another example of how 
the Department of Commerce is co-operating 
with American industry to enlarge and ex- 
tend its markets. 


societies, 


A letter received recently by the AMERI- 
CAN LUMBERMAN from a man on the West 
Coast who is in a business closely allied to 

lumber, commends the action 


Good Will of the southern pine manu- 
i iding to take 

of Dealer facturers in deciding ° nae 
‘ the retail dealers into their 

Is Needed confidence and _ co-operate 


more closely with them. He 
said: ‘| was greatly interested in the report 
of the Southern Pine meeting in which the 
retailers played such an important part. | 
have told lumber manufacturers with whom 
| have come in contact out here that | think 
lumber producers in the past have not done 
enough to build up a spirit of friendly co- 
operation between retailers and themselves. 
They have felt that the retailer was a long 
way off and that he took advantage of them 
many times in connection with claims and 
buying methods. They have felt that the 
retailer kept his prices up but bought as 
cheap as he could; that he retarded building 
by holding his prices up when the manu- 


facturers’ price was away down. Now it 
seems to me that these southern pine fellows 
have awakened to the fact that the retailer 
is their main source of distribution and that 
the more friendly they are and the more 
closely they can work with him, the better 
it will be for southern pine. This action of 
the Southern Pine producers may open the 
eyes of some of the western manufacturers 
to the fact that after all the retailer is the 
fellow that buys their lumber and he is the 
man with whom they should first make con- 
tact, to whom they should advertise, and 
with whom they should build up a friend- 
ship. If they work through the dealer and 
co-operate with him, they can develop a 
market for their wood in his community, but 
without his help they can not do this.”” This 
man has the right idea, and it is to be hoped 
that more lumber manufacturers will see the 
point. 
* * * 

A fruitful subject of discussion and one in 
connection with which it is not difficult to 
start an argument at any time is the pro- 

priety and the business judg- 
Building Up ment of American manufac- 
Future turers who are sending their 
. a machinery and their experts 
Competition to Russia, to equip that coun- 
try to manufacture goods that 
eventually will come into competition with 
the products of American industry. The 
possible results of this policy may be seen 
in the comment by a writer for Timber & 
Plywood of London, who recently visited 
Lancashire. Writing to his paper, he said: 
‘Lancashire's cotton trade is depressed to a 
level hitherto unknown, and many who 
ought to know see but slender hope of im- 
provement. Lancashire unfortunately has 
taught the world all about its textile industry. 
She has shipped her wonderful spinning and 
weaving machinery to the uttermost ends of 
the earth and has imparted to the lower class 
labor of these remote places the skill to use 
it. How can she hope to sell her piece 
goods to the markets to which shortsighted 
policy has sold her own machinery?” Is it 
not possible that in equipping Russia with 
machinery and the engineering skill with 
which to operate it, American manufacturers 
sooner or later may find themselves in a 
position similar to this of the Lancashire 
textile industry? 


Here is a cheerful note that is pleasing 
in this time of gloom and pessimism, and it 
comes from South Dakota: “We of South 

Dakota have reason to be 
A Cheerful thankful, especially that 
Neto Feees part of our people who 

are engaged in the live- 
South Dakota stock business. Our cattle 
and sheep losses were very 
light during the last winter. Our farmers 
instead of being discouraged are farming on 
fully as large a scale as before, and most of 
them are saying that they have stopped 
worrying about the price of grain, because 
of the fact that if it will not sell at a profit 
on the market they will feed it to livestock. 
Their experience during the past years of 
feeding wheat and other grains to hogs and 
cattle has proved to them that by marketing 
their grain on hoof, they can get the cost of 
production and a margin of profit even 
though that margin does not mean wealth. 
It at least does bring them a comfortable 
livelihood.”” Which reminds us again that 
it is from the agricultural sections the de- 
mand for lumber and building material will 
come for some time, and lumbermen will do 
well to heed the advice to develop plans to 
make it easy for the agriculturists to buy. 

* * * 


Again it is from South Dakota that this 
interesting bit of philosophy or business 
economics, if you prefer, has emanated, the 

author being the secretary of 
Rich Should agriculture of that hustling 
Spend, — State: “Not long ago one of 

our nationally known men 
Should Save severely criticized one of our 

citizens of great wealth for 
spending money lavishly at a social function 
during these times of depression. I may say 
frankly that I do not agree with this phil- 
osophy. In my opinion, if in a community 
or in a nation the rich are prodigal and the 
poor are frugal, that nation or that com- 
munity will prosper. However, if the poor 
spend lavishly and the rich are economical, 
neither community or nation can expect 
continued prosperity.”’ Certainly it can not 


be gainsaid that a loosening of the purse 
strings by those in position to spend would 
do much to speed up the wheels of industry 
and commerce and start the country back on 
the road to prosperity. 
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UERY AND COMMENT 


House-to-House Canvassing 


Will you be good enough to put us in 
touch with a manufacturer of lumber or a 
wholesaler who has established contact with 
eontractors, builders or home owners? We 
are interested in the results which this plan 
of sales activity seems to offer and would 
like to Know the experience any concerns 
may have had in this line. 

It would be interesting, too, 
views of retailers on this point. 

The idea we have in mind, of course, is to 
investigate the possibility of increasing sales 
by a house-to-house canvassing, but through 
the co-operation of and with the permission 
of the retailer.—INQUIRY No. 2,635. 


to have the 


[This inquiry is made by a Canadian whole- 
sale lumber concern. There are eight or ten, 
possibly more, large lumber manufacturing con- 
cerns that have developed sales programs based 
largely, if not wholly, upon co-operation with 
the retail dealers. These programs include in 
some cases, at least, advertising in local papers, 
circularizing by letter and advertising literature 
by mail, and other forms of promotion that have 
proved successful. In nearly every case the 
manufacturer of the lumber trade-marks and 
grade-marks or otherwise identifies his products 
and offers special inducement in the way of 
advertising help to dealers that handle them. 

While already many dealers in various sec- 
tions of the country are doing some outside 
selling or direct soliciting, actual house-to-house 
canvassing is a recent development, but it is 
on the increase. To this inquirer have been 
given the names of several manufacturers that 
have developed sales promotion campaigns based 
upon co-operation with retail distributers. The 
name of the inquirer will be furnished on re- 
quest.—EbrTor. ] 


Alaska Forests and Their 
Development 


Where can I get full information regarding 
the timber and lumber conditions of south- 
eastern Alaska? Were any of the big pulp 
Plants built that were advertised in this part 
of Alaska? I think I saw them advertised 
in the AMERICAN LUMBERMAN some years ago 
by the United States Government. Do the 
spruce operators that advertise Alaska spruce 
lumber buy from private owners or how? Can 
any of this timber be acquired from the 
Government, under the Timber and Stone Act 
or how? Where can I get a good map both of 
southern Alaska and British Columbia? 

If you can refer me to any published in- 
formation on any of the above, or help me 
out with information, I shall be greatly in- 
debted to you.—INQUIRY No. 2,639. 


[These questions are asked by a reader in 
Pennsylvania. In Technical Bulletin No. 226 
entitled “The Distribution and the Mechanical 
Properties of Alaskan Woods,” published by 
the United States Department of Agriculture, 
at Washington, D. C., in February, 1931, there 
is some information along the line of this in- 
quiry. Of Alaska’s total forested area esti- 
mated at over 70,000,000 acres, two national 
forests comprise 21,347,000 acres. The remain- 
ing forest-covered land, largely the interior 
forest, is on the unreserved public domain under 
the administration of the General Land Office, 
United States Department of the Interior, 
Washington, D. C. It is said that probably not 
over 5,000 acres are private forest lands. 

The most important forests in Alaska are 
those along the coast. These consist of mixed 
stands mostly of western hemlock and Sitka 
spruce. In some places western red cedar and 
Alaska cedar are associated with the other 
species. The forests of interior Alaska are 
confined chiefly to the river basins and are of 
the woodland type, slow in growth and light 
in stand. While of great local value, they can 
not be compared in commercial importance with 
the forests of the coastal type. The interior 


forests have received so little study and are 
distributed over such large areas that no close 
estimate can be made of their extent. They 
are on the unreserved public domain of the 
United States. The area of the interior forests 
has been conservatively estimated at 50,000,000 
acres, bearing at least 10 cords per acre, which 
gives a total volume of not less than 500,000,000 
cords. It is unlikely that much of this timber 
will ever reach the general market, but it has 
high potential value for local use in connection 
with the development of the mining and agri- 
cultural resources of the region where it oc- 
curs. 

The Alaska national forests are operated on 
a sustained yield basis, and timber sales are 
made wtih the understanding that the wood is 
to be used for primary manufacture within the 
territory, and it is not to be exported in the 
form of logs, cordwood or other raw products 
except in individual cases to permit more com- 
plete utilization. For the year 1929, the timber 
cut on the two national forests of Alaska 
amounted to 47,462,000 feet, board measure. In 
the same year 2,405,000 board feet of wood, 
timber and lumber were shipped to other parts 
of the United States, and a total of 163,251,000 





hoard feet of sawed lumber was shipped ty 
foreign countries. 

So far as known at this time there is no 
spruce to which the term “Alaska” is generally 
applied. It is quite likely that the inquirer 
has in mind Sitka spruce which is the coast 
type of spruce growing in Alaska as well as 
along the northwest coast of Canada and the 
United States. 

The inquirer can obtain information regard. 
ing the forests of British Columbia from the 
Forest Branch of the Department of Land of 
the Government of British Columbia, at Van- 
couver. It is likely also that he can obtain 
maps at the same place. Information regarding 
maps of Alaska may be obtained from the 
Superintendent of Documents, Government 
Printing Office, Washington, D. C. The print- 
ing office publishes a special circular listing 
maps, which will be sent on request. Additional 
information also can be obtained regarding 
operations on the national forests from the 


Forest Service, Washington, D. C., and regard- | 


ing the other timber from the General Land 
Office, Department of the Interior, Washington, 
D. C. Space, of course, forbids the publish- 
ing of detailed information here.—Ep1tor,] 
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The firm of Kelley, Rath- 
borne & Co., of Chicago, closed 
a contract at Grand Haven, 
Mich., for the purchase from 
Whitney & Stenchfield of their 
stock of logs in Flat and Grand 
rivers amounting to about 40,- 
000,000 feet. The consideration 
is not definitely stated but is 
said to be something over 
$400,000. Sisson & Lilly, of 
Spring Lake, will convert the 
logs into lumber which will find 
a market through the buyers’ 
Chicago yard. 

+ a 7 


The cut on the Kennebec 





River last winter was 117,- 
000,000 feet of spruce. Spruce 


is in good demand at from $12| paper says it has long been) tion, 


logs into the booms at Hol-) 

yoke, Mass., and Hartford,| 

Conn. 
* * * 


Blodget & Byrne’s mill dam) 
at Muskegon, Mich., was car-| 
ried away by the freshet. 

+ * . ! 

The Caughnawaugha Indians| 
have struck for $2.50 a day| 
with the provision that no| 
white man be employed for| 
rafting down the Lachine Rap-| 
ids of the St. Lawrence. They | 
assaulted a timber agent for| 
employing some French Cana- 
dians. 


| 


* * *# 


A Grand Traverse, Mich.,| 


| switchmen in 


and have yet on the docks from 
1,200,000 to 1,500,000 feet of 
the handsomest lumber we ever 


| Saw. 


What with the strike of the 
Chicago, _ the 
floods in the West, and _ the 
generally demoralized condition 
of stocks at nearly all points, 
it has been extremely difficult 
during the past few weeks for 
wholesale dealers to keep pace 
with their orders. In fact it 
has been easier, many times, to 
sell lumber, than to deliver it 
afterwards. Orders have come 
f-om country dealers in such 
numbers without any solicita- 
that despite the best 


to $13 at the mills. There is a| known that northern Michigan | efforts of the wholesalers to fill 
large cut of spruce in Canada| had a mine of wealth in its|them, they have accumulated 


and if the English market for 
deals calls for it, the Maine 
markets are expected to hold. 
firm; but if the foreign demand | 
should slacken and the cut of 
the provinces be placed in great 
part in the eastern states, the 
result to Maine lumbermen 
will be disastrous. 

* + * 
Mass., we} 
Connecticut 


From Lancaster, 
learn that the 
River Lumber Co. is at work 
on its drives and that it ex- 
pects to get 80,000,000 feet of| 
logs, mostly spruce, down the 
Connecticut River this season, 
which is greatly in excess of) 
the quantity driven in any one 
season before. The company | 
employs 1,000 men and at pres-| 
ent prices the expense of driv- 
ing exceeds $3,000 a day. With| 
plentv of water it will take| 
from 90 to 100 days to put tle) 


hardwood forests, but it is) 
only very recently that this) 
mine has been worked to any| 
extent. During the last two) 
years a large number of hard-| 
wood mills have been put in at 
different points within easy 
reach of shipping facilities, and 
the cut has increased so largely 
and so rapidly that it is now 
probably true that more first- 
class hardwood lumber is 
shipped from Grand Traverse 
Bay than from any other point 
on the lakes. Greilick Bros., 
alone, will cut this year 5,000,- 
000 feet and there are scores 
of mills within a radius of a 
few miles of Traverse City 
that will cut from a few hun- 
dred thousand feet up into the 
millions. Beitner & Pound are 
shipping a large quantity this 
spring and Boughton & West 





are loading vessels every week 


until at not a few yards it will 
require nearly a month’s work 
to get them cleared up. 


The Knife Falls Lumber Co. 
sold to Crocket & Shotwell, of 
Fargo, D. T., recently, $27,000 
worth of lumber. It will be 
shipped as fast as cars can be 
procured. 

* * _ 

The lumbermen of Chicago 
assembled again on Saturday 
to dispose of the third of the 
summer series of lunches, the 
eatables being provided by 
Messrs. J. H. Skeele & Co. 

— * a 

Within a radius of ten miles 
at Howard City, Mich., there 
are 30 saw and shingle mills 
and one mill man there has 
8,000,000 logs now ready for 
the sawyer. 
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LUMBER MARKET REVIEW 


Southern Pine Bookings Jump to 28 Percent Above Cut; 
Railroads and Oil Fields Buying 


Southern pine sales made an extraordinary showing 
during the week ended May 30, amounting to 28 percent 
more than the output, which continued at about the same 
level as in the preceding week. The jump is not to be 
accounted for by a general expansion in yard business, for 
in most sections it continues slow. There have been re- 
ports of some stocking up ‘by line yards, as the May 1 
holdings of 172 yards in the Kansas City district were 9.5 
percent less than last year’s. Oil field development in the 
Southwest must be causing a good deal of buying for new 
yards, eight of which are reported started at Kilgore, 
Tex., alone on another page of this issue. Railroad buying 
in general is quiet, but there has been considerable requi- 
sitioning of grain door material, and southern roads have 
some inquiries out for both car and track material. In- 
dustrial consumers are taking little except crating lumber, 
but there has been some gain in demand for that. 


Low Level of Hardwood Prices Encourages Buying and 
Curtailment ls Checking Decline 


Hardwood producers continue to report that business is 
slow, with most of their orders coming from automobile 
and flooring factories and foreign buyers. Furniture mak- 
ers, now holding their shows, are taking occasional lots 
at low prices, and are expected soon to be in the market 
more strongly. So far the Carolina plants have been the 
best buyers. Demand from the building trades continues 
its slow seasonal improvement, but is far below normal. 
There has been more buying by the millwork plants. 
Among industrial users there is not much disposition to 
buy ahead, but the lowness of present prices is encourag- 
ing them to replenish stocks a little more freely. Prices 
are still unsettled by occasional bargain offers, but the 
sagging tendency is being checked by further curtailment. 
A new list of northern prices, embodying sharp reductions, 
appears in this issue, and publication of actual sales prices 
of oak flooring is resumed. 


West Coast Mills Curtail Output; Book More Orders; 
Foreign and Domestic Cargo Gain 


In important resnects, the West Coast report for the 
week ended May 30 is more favorable. For the fifth week 
in succession, production exceeded orders, but the excess 
was less than in any of the preceding four, as there has 
been a curtailment of output, from 46.5 percent of capacity 
the preceding week to 44 percent. That the improvement 
in the relationship between production and sales was not 
Wholly due to holiday reduction in output is shown by 
identical mills, whose bookings gained about 7 percent. 

Foreign trade was larger than in either of the preceding 
two weeks, but has not yet attained the levels of earlier 
in the year. The steady growth is thought to indicate 
that buyers are now more willing to do business on the 
new terms put into effect following reorganization of the 
export business. The principal business is with the 
Orient, and it has been helped by a softening in the trans- 
pacific rate during the last week. 


Domestic cargo business continues fairly large. In the 
last week there was a considerable gain in the movement 
to southern California, but unsold stocks there have not 
been increased, so that sales are improving. In the Atlantic 
coast markets, trade is dull and competition is keen, so 


that prices continue their sagging tendency, and as a 
result the distributers are unwilling to go beyond their 
immediate needs. 

The condition of the rail market is made clear by a 
report on April distribution by 124 identical mills, which 
shipped 40 percent less than in April of last year. Trade 
continues draggy with both retailers and industrials, and 
the National’s prediction for June is not any too encourag- 
ing as to a large part of sales territory. Averages of 
leading items of flooring, boards and dimension were from 
20 to 50 cents lower in the period ended June 1 than in the 
preceding week, and it is probable that as long as prices 
continue to sag there will be no buying ahead. 


Inland Empire Cut Lower But Prices Show Weakness; 
California Pine Output Curtailed 


The position of Inland Empire pines, as revealed by the 
latest reports, is in most respects less favorable. There 
was a decline in the output, during the week ended May 
30, to 44 percent of capacity, the lowest level in 8 weeks, 
but bookings also fell off, and made 78 percent of the out- 
put, the same as in the preceding week. Prices practically 
throughout have sagged. All grades and widths of Pon- 
dosa suffered, as did Pondosa shop. In Idaho, D selects 
kept even, there were no sales reported of D and No. 1, 
and all Nos. 2 and 3 items declined. Idaho pine can 
hardly be called weak, for prices gained a good deal of 
ground during the early months of the year, and recent 
continued slight losses have brought them back to about 
first of the year levels. The decline in output is probably 
partly accounted for by the holiday, but the slowness of 
demand and consequent sagging of prices are leading many 
of the producers to think of curtailment. 

California pine bookings in the week ended May 30 were 
12 percent above the cut, and also exceeded shipments. 
Output recently of identical mills has been almost 40 per- 
cent below that of last year. 


Some Large-Selling Carolina Pine Items Strengthened; 
Most Shortleaf Prices Lower 


Though the North Carolina pine market must be con- 
sidered dull, with prices soft, the situation is not without 
its encouraging aspects. Reports of May sales prices show 
that the two items that sold in largest volume, about a 
million and a half feet each, were stronger than in April. 
Edge B&better 1x4-inch advanced 30 cents to $39.60, and 
edge No. 1 box advanced $1.10 to $18.75. Most other items 
were off considerably, averages being brought down by 
some low quotations, but it would seem that stocks of 
some items are becoming scarcer and that they are no 
longer available at the lower figures recently quoted. Box 
makers are poor buyers, but have bought some stuff for 
cargo shipment as accumulated, and may have to take 
more stock from kiln drying mills, as rains have been 
making it impossible for small air drying mills to ship. 
Retail trade in the South is dull, but there has been a fair 
call from eastern country yards, the marketing of truck 
making more money available for building. In the first 
20 weeks of the year, identical Carolina mills cut 33 per- 
cent less than in the corresponding period last year, and 
their shipments exceeded their production by 20 percent. 

Georgia roofers are selling mostly in the Southeast, and 
there is very little demand from North Atlantic States. 
though prices there are a shade lower than recently, mill 
price of 6-inch remaining at about $11. Production is very 
small and tends to decline even further. 


Lumber Statistics Appear on Pages 40 and 41; Market Prices and Reports on Pages 57 to 60 
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[Retail Lumber Prices — Substantially Reduced 


Dealers Report Home Building Costs 
Lower Than in 1929—But Think 
Labor Costs Not Sufficiently Deflated 


Having been frequently asked if there have 
been any substantial reductions in the retail 
prices of lumber and how such reductions, if 
any, compare with reductions in prices of other 
building materials, the AMERICAN LUMBERMAN 
has sought this information from a number of 
outstanding dealers in various sections of the 
country. Some interesting replies have been re- 
ceived, all of which indicate that there has been 
a substantial reduction in the retail prices of 
lumber, with smaller reductions in prices of 
other building materials. It is the genera! con- 
sensus of the dealers, also, that the average 
home can now be built for considerably less 
money than was the case two years ago. Some 
of the replies received from dealers, covering a 
wide territory, in brief are as follows: 


FLorIpDA.—Reduction in retail lumber prices 
from those of 1929 about 20 percent; other 
building materials 5 percent. The average 


home may be built now for 15 percent less than 
in 1929. 


Texas.—Retail lumber prices compared with 
those of 1929 about 33% percent cement 
15 percent; metal lath 3314 percent; corrugated 
iron roofing, 20 percent; wood shingles 33% 
percent; nails 15 percent; windows and doors 
33 percent; face brick, red, 15 percent; light 
colors, 25 percent; common brick and hollow 
building tile 10 percent. Plaster shows an ad- 
vance of 50 percent; Gyp plaster board 50 per- 
cent advance; asphalt roofing 10 percent ad- 
vance; plumbing and wiring practically no 
change. A brick veneer house costs 20 percent 
less, and a frame and weatherboarded house 25 
percent less. 


less; 


NEW JERSEY.—Retail lumber prices compared 
with those of 1929 show a decline of 10 to 20 
percent, and on other building materials the 
decline is practically the same. Building labor 
is about 20 percent less and a house just com- 
pleted for himself by the dealer reporting 
showed a saving of 20 percent over 1929 costs. 


EASTERN PENNSYLVANIA.—Reduction in lum- 
ber prices from 1929 15 to 20 percent; insula- 
tion 8 percent; other building materials 10 to 
20 percent. The average home can be built now 
on 1914 costs, or approximately 15 percent less 
than 1929. Homes that sold for $12,500 in 1929 
can be purchased today for $10,000 to $10,500. 





Iowa.—Reduction on lumber prices 25 per- 
cent; on other lines practically no reduction, 
this being especially true of plumbing, heating 
and painting. Commenting on this situation 
this dealer said carpenter wages have been 
reduced from $1.07 to $1; brick layers went on 
strike rather than take a reduction. 


WISCONSIN.—Retail lumber prices below those 
of 1929 15 to 20 percent; miscellaneous spe- 
cialty items about 20 percent. Reduction in 
cost of average home over 1929, 20 to 25 per- 
cent, see » 

TENNESSEE.—Reduction in retail lumber prices 
33% percent; other building materials 16% 
percent Average home can be built 25 per- 
cent cheaper, 


WeEsT VIRGINIA.—Reduction in retail lumber 
prices 10 percent; other building materials 10 
percent. teduction in cost of average home 
10 to 15 percent. 





WESTERN PENNSYLVANIA.—Reduction in re- 
tail lumber prices approximately 30% percent; 
roofing, insulation and wallboard are within a 
few dollars of their selling price in 1929. Av- 
erage home can be built for approximately 30 
percent less than in 1929. 

WISCONSIN.- 
15 percent; 


Reduction in retail lumber prices 
other building materials 8 to 10 


percent. teduction in cost of average home 15 
percent, 

Oxn10.—While freight on lumber has not been 
reduced, wholesale prices on all building ma- 
terials have been lowered. Retail prices on 


lumber reduced 20 percent, selling price of ce- 


ment almest cut in two, builders’ supplies be- 
ing sold on exceedingly small margin. While 
union schedule is the same, labor is lower. Av- 
erage home can be built for 30 percent less 
than two years ago 


LOUISIANA.—Reduction in retail prices of 
iumber 20 percent; reduction in cost of average 
residence 18 percent. 


MICHIGAN.—Retail lumber prices show a re- 
duction of 30 percent, with a comparable re- 
duction in other building materials. Reduction 
in cost of average home 25 percent. 


lowA—Retail lumber prices 15 to 16 percent 
less than in 1929 and lowest in the particular 
community from which report is made they 
have been in 12 or 13 years. Cement down 
25 percent; other commodities vary from a 
reduction of 20 percent on brick to an actual 
increase on plaster. The average home can 
be built for 10 percent than in 1929, 
The reason the reduction is not greater is 
because the wage scale for the mechanics on 
the job has not been reduced. 


less 


OuH10—Retail lumber prices 25 percent less 
than in 1929; other building materials 10 to 
25 percent. Average home can be built 10 to 
15 percent cheaper than in 1929. 


ILLINOIS—Retail lumber prices less than 1929 
18 percent. Other building materials 10 to 


15 percent. The average home can be built 
10 percent cheaper than in 1929. 
LOUISIANA—Retail lumber prices below 1929 


20 to 33% percent. Average 
built for 20 percent less. 


home can be 


MICHIGAN—Reduction in 
1929 25 percent, on some items even more. 
The average home can be built now for 20 
to 25 percent less than two years ago. 


lumber prices since 


NEW YorK—Retail lumber prices compared 
with 1929 15 to 20 percent less. As to other 
building materials, the dealer reports that 
there was a price war in 1929 among mason 
supply dealers and this having been termin- 
ated there is little, if any, reduction of prices 
in mason supplies as compared to those of 
two years ago. While union wages have not 
been reduced, contracts are being let at con- 
siderably cheaper labor rates. 
home can be 
in 1929. 


The average 
built for 20 percent less than 


Building Outlook Fair 


Concerning the outlook for building, none of 
the dealers are extremely optimistic, although 
generally the prospect reported is fair, with re- 
modeling and repairs offering the best promise 
for immediate business. A Texas dealer says: 
“Not going to be much new building until 
building loans get easier. Quite a lot of repair 
and remodeling going to be done.” 

A New Jersey dealer writes: “Prices of ma- 
terial and labor will no doubt have the effect of 
promoting building this fall. Although there 
are still a number of vacant houses in this sec- 
tion, a few are being built on speculation. We 
believe the demand for houses will steadily but 
slowly increase.” 

An eastern Pennsylvania dealer says: “The 
present outlook for building is only fair. There 
is a large amount of school ‘house work going 
on, but little industrial building. Operative 
building is about one-fifth of what it was in 
1929.” 

An lowa dealer, commenting on an unsatis- 
factory situation found by contractors in their 
effort to meet the demand for lower building 
costs, Says: 

There is a feeling among business men who 
might build homes, either for speculation or 
for other reasons, that there has not been 
enough reduction in labor and such reduction 


—Smaller Reductions 
in Other Materials 


must be made before there will be a resumption 
of building. 

A Wisconsin dealer says: “We do not think 
the outlook for immediate future is rosy. We 
expect the balance of 1931 to be slow, with 
gradual improvement toward the end of the 
year.” 

An lowa line-yard dealer said: “Undoubtedly 
we could increase our sales 25 percent in volume 
were we to extend credit to farmers who a few 
years ago were thought to have a substantial 
equity in their farms and entirely worthy of 
credit, but our situation today is that it is not 
safe to extend credit to more than 50 percent 
of our farm population.” Continuing, this dealer 
said: 

My information is that substantially all Iowa 
retail yards have reduced selling prices on 
lumber and other materials in conformity with 
the wholesale market reduction. Our _ policy, 
and that of most retailers, is on sales that ag- 
gregate carload or for any structure complete, 


like a barn or dwelling house, to constantly 
follow the wholesale market in our selling 
price. We figure these at the current market 


cost, adding our margin of profit. Our retail 
list which governs the price for small or wagon 
trade does not follow the wholesale market so 
closely, usually being adjusted as a whole only 
once or twice a year. The retail selling list 
which we now are using is substantially lower 
than that of 1930, and we know of no retailer 
in our territory who has not made similar re- 
duction. 

A Wisconsin dealer says: “We have made 
a few computations on the cost of building now 
and in 1929, and the only difference is in lum- 
ber, the price of which has been reduced. Labor 
cost has not gone down to any extent. The 
outlook for building in this territory is not 
especially good, due to the lack of employment.” 

Another Wisconsin dealer reports the outlook 
for building in his territory as fair. 

An Ohio dealer does not look for much im- 
provement in building for the next twelve 
months. He says: “Collections are very slow, 
but they say business is just around the corner. 
It seems like we are a long time getting to the 
corner. We have quit prophesying.” This dealer 
has no fear as to the ability of his concern to 
survive. He says: “We are adjusting our busi- 
ness to meet present conditions. If business im- 
proves, we will be ready to take care of it. If 
it does not improve, we expect to survive. We 
have cut our overhead over 25 percent.” 

A Michigan dealer says: “The outlook for 
building in our territory is not particularly 
bright, but upon the upturn of business in gen- 
eral, furnishing employment to those families 
who have doubled up with relatives in an effort 
to economize, conditions again will become nor- 
mal.” : - 

From Florida, Tennessee and West Virginia 
reports from dealers indicate the outlook for 
building not particularly good. 

A New York State dealer reports that his 
city is not overbuilt as far as residences are 
concerned, but real estate is not moving and he 
sees nothing to warrant a renewed activity 
building during the remainder of this year. 

An Iowa dealer reports that because of con- 
siderable unemployment among industrial plants 
in his territory, which either are shut down 
completely or working only part time, the out- 
look for building is not especially good. ‘There 


are some large projects which swell the total o! 
building permits, but do not add much to the 
business of the retail lumber dealer. 

A Michigan dealer advises that because of 
inability to get the buildings financed, the out 
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jook in his community is not especially good 
for the balance of this year. 


From the Kentucky Blue Grass Section 


A dealer in the Blue Grass section of Ken- 
tucky has commented so interestingly upon the 
questions asked him by the AMERICAN LuM- 
BERMAN that the liberty is being taken of re- 
producing his letter practically in full. As 
have other dealers, he reports a decline of 
about 20 percent in the cost of building an 
average home, and gives some reasons why this 
decrease is not considerably greater. In his 
letter he says: 

Prices of lumber are controlled by supply 
and demand. Sizes and grades of which the 


supply is abundant and much greater than 
the demand have declined 30 to 35 percent, 
while the higher grades and larger and 
longer items, of which the supply is limited 


and the Gemands more nearly equal the out- 
put, have declined less than 10 percent. Hence 
a building constructed of low grade lumber 
will show a much greater percentage of de- 


cline than one constructed of high grade 
material. 

A few months ago I had occasion to make 
a comparison, for the information of a pros- 
pect, on the cost of a building which was 
to be an exact duplicate of one built in 1929 
and the percentage of decline was approxi- 
mately 171% percent. Since that time these 
materials have worked some lower, until 


they would in all probability show a decline 
of around 20 pereent. This building was con- 
structed of high grade longleaf yellow pine, 
much of it of special sizes and all of it of 
such a quality as to require careful buying 
so as to be assured of the best of the re- 
spective grades. 

Freight rates are approximately 50 percent 
higher than they were before the war. This 
does not enter into comparison of prices for 
the years 1929 and 1931, but does prevent a 
return to pre-war prices of a product which 


AMERICAN LUMBERMAN 


With reference to the percentage of decline 


in building materials other than lumber, I 
am glad that you, in contrast to the public 
generally, have taken cognizance of the fact 
that there are other materials necessary for 
the building of a home, than just lumber. 

I have felt for a number of years that the 
consuming public was unfair to lumber. Sel- 
dom, if ever, have I heard a prospect charge 
that plumbing, painting, foundation work, 
electric wiring, tin work, plastering, roofing, 
insulation, and the numerous other materials 
that go into the construction of a modern 
home were too high. It is always lumber. 
The facts are that the lumber required for 
the erection of the average home is less than 
40 percent of the total cost. 

I am not in position to state the percentage 
of decline in many of these items, as there 
has not been enough home building this year 
to enable me to make a comparison. A re- 


cent article that appeared in a Kentucky 
paper, however, quoted a great internation- 
ally known statistician as saying that ex- 


cavating and masonry have declined 15 per- 
cent, plastering 3 percent, plumbing 1% per- 
cent, heating 16 percent, painting 16 percent, 
hardware 21 percent, electrical fixtures (in- 


cluding wiring) 16% percent, tile 24 percent, 
gas service none, shades 33% percent, and 
miscellaneous (survey, insurance, permits) 
none. 


These figures are no doubt as nearly cor- 
rect, for the country over, as this authority 
is able to get, but they do not, in all the 
items, reflect the true local condition. 

Plastering materials are costing the dealer 


something like 48 percent more than they 
did during 1929. Plaster board is costing 
something like 29 percent more and sewer 
pipe 4 percent more. Manufactured roofings 


are also costing considerably more than they 
did at one time in 1929. Cement, since the 
recent decline, is about 16 percent cheaper. 
Wholesale Declines Reflected in Retail Prices 

All wholesale declines have been reflected 
in the retail prices. 

A recent article sent out by a 
turer said that prices on certain 
building materials were higher now 


manufac- 
items of 
than in 
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1929 for the reason that a price war was in 
progress during 1929 and that it was unfair 
to compare present prices with prices that 
existed under those conditions. I guess I 
would feel that way, too, if we retailers had 
an unyielding price-fixing organization and 
had held prices stationary. 

As to how much cheaper the average home 
can be built now than in 1929, my guess would 
be around 20 percent. 

With reference to the outlook for business, 
ours is an agricultural community. Aside 
from the general depression, our farmers ex- 
perienced, during 1930, the worst drought in 
the history of the State. Our farms now look 
good. We are about ready to harvest an 
excellent crop of blue grass seed. Our corn 
is starting nicely. Our tobacco is being 
transplanted. It is too early to predict good 
crops except grass seed, but with seasonable 
weather, which means good crops, we are 
going to begin repairing and building, cau- 
tiously, by late summer. Our people do not 


subscribe to the theory that the ultimate 
consumer must take the lead in returning 
prosperity to the world; that high wages 


must be maintained in the face of a constant 
lowering of prices for livestock and the pro- 
ducts of the soil. Before they begin to buy 


more than the actual necessities they must 
sell something at a profit to obtain money 
with which to pay. 

I am not smart enough to suggest a rem- 


edy, but I am not fool enough to believe that 
the proper remedy has been offered. 


Architect Urges Vigorous Campaign 


In a recent letter to the Allied Construction 
Industries, Frederick W. Garber, well known 
architect of Cincinnati, urged a vigorous prose- 
cution of the “build now” campaign and said 
that the experience of his firm has been that in 
contracts recently awarded unit prices are lower 
than they have been in the preceding ten years 
and that any structure built now will prove to be 
a good and lasting investment for the future. 
He suggested that in the campaign three sub- 
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Charts Lumber Prospects for June 


many people feel should be there. Wood 
shingles, in spite of higher freight rates, are 
now retailing at pre-war prices. 

The accompanying map, pre- 

pared by the National Lumber 


Manufacturers’ Association, charts 
its prediction as to how June 
lumber trade will compare with 
May. The only States that expect 
an increase of over 10 percent in 
demand are New York and Mas- 
sachusetts. Smaller increases, of 


lows: 


trade are also expected in Mary- 
land and Maine. In the 

The association’s summary of 
reports f 
throughout the country is as fol- 


The June forecast, as compared 
to May, is not quite so favorable 1 to 


construction 


from correspondents 


in May over April. 


slowing up is expected in June, the 
only from 
A study recently 


increase in sight being 


5 percent. 


little less for lumber in June. 


dential building fulfilled expecta- 
tions for a 5 to 10 percent increase 
However, a 


Although funds for building are 
generally reported ample by banks 
and building and loan associations, 
it is apparent that money can not 
be secured on attractive terms, as 
evidenced by the almost universal 
testimony of retail lumber dealers. 
Residential vacancies continue well 


field, resi- 





5 to 10 percent, are predicted in 
some Lake States—Michigan, Wis- 
consin and Minnesota—and in 
lowa; in a band of territory 
stretching from Arkansas through 


Tennessee to Virginia and the 
Carolinas and extending into Mis- 
sissippi and also stretching into 
Delaware, and in Oregon.  In- 


creases of 1 to 5 percent are ex- 
pected in a tier of States extend- 
ing from Montana to Texas; in a 
group of lower Lake States—IIli- 
nois, Indiana and Ohio; in the two 
Appalachian States contiguous to 
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above normal, and factory vacan- 
cies are slightly above. 

The lumber industry in May 
continued its upward trend in sales 
volume so far as retail distribu- 
tion was concerned. Retail sales 
were from 5 to 10 percent above 
April. Sales to retail distributers, 
however, declined from’*1 to 5 
percent as against an expected in- 
crease of 5 to 10 percent. In ad- 
dition, prices paid by retail dis- 
tributers decreased from 5 to 10 
percent, whereas a decrease of only 
1 to 5 percent was passed on by 


OVER 10% 


[J s-10% 








E= x0 CHANGE them to their customers. 
these—Kentucky and West Vir- SS mm May sales to industrials upset 
ginia—and improvement it is be- a : predictions. Instead of a substan- 
lieved will be be felt in aoc Bail EXPECTED LUMBER DEMAND | S BRR 5 - 10% tial increase, a slight decrease oc- 
of States stretching from this ae UNE (owen 5 on 10% curred in both softwood and hard- 
group to the eastern seaboard— COMPARED WITH MAY , \ . wood sales _ ——, with 
Pennsylvania, New Jersey, Con- a corresponding decrease in price. 


necticut and Rhode Island; there 
Will be similar improvement in 
Vermont and New Hampshire and 
m three States of the Southeast 


as was the May forecast, made on 
May 1, compared to April. A very _ the 
slight increase in sales to retail 
distributers 


the brokers’ 
National 
Estate 


made by 


Boards 
is expected, with a 


Association of Real 
covering 
home sales indicates that present 


Retail stocks increased substan- 
tially in May, whereas general in- 
dustrial stocks declined slightly. 
Stocks in the hands of lumber 


division of 


10,108 





rather substantial increase in soft- 
wood sales, but no increase in 
hardwood sales to industrials. June 
sales by retail dealers should in- 
crease from 5 to 10 percent over 
May, although at slightly lower 
prices. 
dustrials are 


—Alabama, Georgia and Florida. 
In two large territories, however, 
declines in business are predicted 
lor June, these being largely Moun- 
tam and Southwest States that 
have been hurt by drouth condi- 
tions, and reductions in lumber 


Both retail dealers and in- 
expected to pay a 


demand is for homes costing under 
$5,000. Industrial building is 
quiet; no change occurred in 
May nor is expected in June. 
3oth public and farm building in- 
creased a little in May, and a 
further slight increase is looked 
for in June. 


manufacturers on May 16 were 5 
percent below those of the cor- 
responding date in 1930, represent- 
ing an excess of shipments over 
production since Jan. 1, 1931, ot 
over 9 percent. Sash and door 
manufacturers’ stocks declined from 


5 to 10 percent, 
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Retailers’ Profit and Loss in 1930 


New York, June 1.—In accordance with its 
custom each year, the Eastern Millwork 
Bureau has prepared a series of articles reflect- 
ing 1930 business results as actually developed 
in its annual audit service for 126 dealers whom 
the bureau serves regularly, and all of whom 
operate the “uniform” cost accounting method. 

“These figures,” says the introductory state- 
ment by Managing Director William Lucas, 
“may be considered better than the building 
supply industry as a whole would reflect were 
it possible to canvass the entire industry, be- 
cause among the firms whose operating results 
are included in this information are many of 
the leaders of the industry throughout the east- 
ern States.” 

“We believe these articles,” continues the 
preamble, “afford an opportunity to compare 
and study the results of your own operations 
to better advantage than any other data, par- 
ticularly since they reflect each department of 
the business individually, and offer a true, cross- 
sectional picture of what happened in 1930 and 
at the same time permit visualizing what is 
likely to happen during 1931. 

“You will find these reports not only furnish 
the consensus results for all firms, but are fur- 
ther segregated into ‘Profit’ and ‘Non-Profit’ 
making groups, with comparative net profit or 
loss percentages for the years 1928, 1929 and 
1930. As usual, we begin with the Lumber 
Department.’ 

LUMBER DEPARTMENT 

Of the 126 dealers whose figures for 1930 
are available, 100 operate lumber departments, 
and the combined consensus indicates 





Pet. Pet. 
on Cost to Sales 
Lumber Sales. .$10,857,678.68 coos 100 . 
Cost of Sales... 8,006,739.14 100 73.7 
Gross Profit....$ 2,850,939.54 35.6 26.3 
Dept. Expenses 3,256,071.06 40.7 30 
Net operating 


Loss, 1930...$ 405,131.52 5.1 3. 
1929 result was a Loss of... 1.6 1 
1928 result was a Profit of.. 1. : 
These comparative percentages tell a 
startling story and clearly demonstrate the 
effect of decreased volume of lumber used dur- 
ing 1930. 
The 100 firms purchased 198 million feet of 
lumber and sold 200 million feet. 
Their average Sales price for 


Om ay 


lumber in 1930 was........ $54.28 per M feet 
Their average Purchase price 

for lumber in 1930 was.... 40.03 per M feet 
Their average Gross Profit for 

lumber in 1930 was........ $14.25 per M feet 
Their average Expenses for 

lumber in 1930 was........ 16.28 per M feet 


Their average Net Loss for 

lumber in 1930 was........ $ 2.03 per M feet 

The average expense cost per thousand feet 
was $16.28, which included $4.25 handling, 
$2.87 delivery and $9.16 administration and 
selling expenses. The latter item is equiva- 
lent to 22.9 percent of the average cost per 
thousand feet of all lumber purchased, which 
is entirely out of line and must be brought 
under control, and quickly, if this department 
of the dealer’s operation is to be an asset to 
the business. (The average cost per thousand 
feet during 1929 was $13.65 and in 1928, 
$13.32.) 

Thirty-eight firms, or 38 percent, operated 





their lumber departments profitably during 
1930, the consensus reflecting 
Pct. Pet. 
on Cost to Sales 
Lumber Sales..... $5,207,749 Assia 100 
Cost of Sales... 3,664,444.20 100 70.4 
Gross Profit ....$1,543,304.80 42.1 29.6 
Dept. EXxpenses.. 1,419,265.06 38.7 27.2 
Net Operating 
Profit, 1930...$ 124,039.74 3.4 2.4 
1929 result was a Profit of.. 5.2 3.9 
1928 result was a Profit of.. 6 4.3 


These 38 firms purchased 84 million feet and 
sold 92 million feet of lumber. Their average 
purchase price was 43.71 per thousand feet 
and the average sales price was 56.97. 

Their average expense cost per thousand 
feet was $15.59, which included $4.21 han- 
dling, $2.74 delivery, and $8.64 administration 
and selling expenses. (The average cost per 


thousand feet during 1929 was $11.82 and in 
1928, $13.10.) 

These 38 firms secured a gross mark-up of 
42.1 percent, which is normal and fair for this 
department and in our opinion accounts for 
the ability to earn a profit from lumber sales. 
Expenses are just 2 percent below the average 
for the 100 firms. Selling expense is equiva- 
lent to 19.8 percent of the cost of lumber sold, 
and is much too high. 

These 38 firms secured an average lumber 
sales volume of $137,000 as compared with 
$108,500 for the 100 yards as a group. 

Sixty-two firms, or 62 percent, operated their 
lumber departments at a loss during 1930, the 
consensus reflecting as follows: 





Pet. Pet. 
on Cost to Sales 
Lumber Sales. ..$5,649,929.68 ae 100 
Cost of Sales... 4,342,294.94 100 76.8 
Gross Profit....$1,307,634.74 30.1 23.2 
Dept. Expenses. 1,836,806.00 42.3 32.5 
Net Operating 
Loss, 1330....$ 529,171.26 12.2 9.3 
1929 result was a Loss of... 6.8 5.1 
1928 result was a Loss of... 5 3.8 


These firms purchased 114 million feet of 
lumber and sold 108 million feet. The aver- 
age purchase price was $37.87 per thousand 
feet, and the average sales price was $51.85. 

Their average expense cost per thousand 
feet was $16.91, which included $4.34 handling, 
$2.97 delivery, and $9.60 administration and 
selling expenses. (The average cost per 1,000 
feet in 1929 was $15.23 and in 1928, $13.58). 

Examination of the figures of these 62 firms 
simply proves that the lumber department can 
not earn a profit when the average gross 


mark-up on cost is only 30.1 percent. In 1929 
this group obtained an average gross mark-up 
of 31.6 percent. The above comment is espe. 
os true when volume is at the present low 
level. 

it is apparent that the industry as a whole 
has been and is still undergoing a steady 
change. Certain it is that less and less lum. 
ber is being sold, and though the dealers haye 
centered their sales efforts to promote lumber 
sales, it has not prevented the decreasing de. 
mand for lumber, but has materially increased 
costs. Lumber “substitutes” are many, and 
collectively they account for a goodly part of 
the decreased lumber business. Lumber many. 
facturers have not given the dealer the same 
cooperated sales assistance as the manufac. 
turers of “substitutes” are giving, and because 
of this the dealers are perhaps unconsciously, 
gradually weakening in their loyalty to the 
product of the forests. The following facts 
taken from our records surely answer the oft- 
repeated question, “Where is the retail lum- 
ber industry going?” 

Of the firms we audited in the years stated, 
the percentages that showed losses in their 
lumber department were as follows: 


30 percent in 1926 
33 percent in 1927 
48 percent in 1928 
57 percent in 1929 
62 percent in 1930 


And this result is due to the dealers con- 
sistent lowering of mark-up over cost in an 
attempt to maintain volume beyond the rela- 
tive amount which would naturally come their 
way. Compare the averages given here with 
those contained in your own audit report. A 
comparison should prove both helpful and 
instructive. 


Some Lines Show Steady Gains 


Wasuineton, D. C., June 1.—Comprehen- 
sive and reliable indexes contained in the first 
issue of the new and revised “Monthly Survey 
of Current Business,” made available today by 
the Department of Commerce, indicate that a 
low point in business volume was established 
in January of this year, from which each suc- 
ceeding month has recorded a further slight 
improvement, after making due allowances for 
normal seasonal movements. The purpose of 
the revised “Monthly Survey of Current Busi- 





DRAW A CIRCLE 


around your yard with a radius of half a 
mile, another with a two-mile radius, and 
another with one of ten miles. Within those 
circles are the neighbors-of-your-business. 
Yours are all the advantages that the term 
neighbors can imply, if you want them and 
if you take them. If you do, you must 
make all the neighbors know you and most 
of them like you—the “you” in this case 
meaning all the associates who work to- 
gether in your yard and office. You need 
to have your neighbors know about the con- 
venience, the service, the resources, the ad- 
vantages, you can offer. Do they? If not, 
why not? If not, how? If not, when? 





ness” is to bring together in one volume for 
convenient reference the whole range of offi- 
cial and private statistics which relate to busi- 
ness activities in this country. 

W. L. Cooper, director of the bureau of for- 
eign and domestic commerce, is convinced that 
the information contained in the revised publi- 
cation shows that recent improvement in sev- 
eral lines of trade and industry justifies the 
belief that the first quarter of 1931 has marked 
the turning point in the prolonged decline in 
business which started nearly two years ago. 
Said Mr. Cooper: 


The seasonally adjusted index of factory 


production computed by the Federal Reserve 
Board, reflecting the combined output of the 
leading manufactured products, in April 
showed the fourth consecutive monthly gain, 
with a total advance of 11 percent from the 
low level of mid-winter. This expansion of 
factory output is not attributable to the iron 
and steel, construction, and heavy equip- 
ment industries, which have continued at 
low ebb, but to improvement in industries 
producing finished goods for consumption, 
notably food products, textiles, leather and 
shoes, and automobiles. 

The cotton textile industry, particularly, 
has maintained its recent strength, with mill 
consumption of raw cotton in April the 
largest in a year and stocks of cotton goods 
reduced by 36 percent from the level of a 
year ago. 

The adjusted index of leather and shoe 
production increased by 7 percent from 
March to April, and in the latter month was 
higher than at any time since May, 1930. 

Output of prepared food products, after 
allowance for normal seasonal variation, in- 
creased by 10 percent between March and 
April, and in the latter month was larger 
than in any month since May, 1930. 

Automobile output, likewise, has increased 
steadily during the last five months, and the 
production of 335,708 cars in April was the 
largest since last spring. It is significant 
also that stocks of automobiles are being 
kept at conservative levels, so that existing 
operating rates reflect current demand. 

This expansion in manufacturing, together 
with seasonal resumption of outdoor work, 
has resulted in some improvement in the un- 
employment situation, with a notable reduc- 
tion of part-time work and, according to 
bureau estimates, a substantial reduction in 
the number of unemployed since mid-winter. 

A most encouraging development is the 
recent improvement in retail buying re- 
flected in the Federal Reserve Board’s index 
of department store sales. When consider- 
ation is given to the substantial decrease in 
retail prices, it is clear that April sales, 
in physical quantity, probably exceeded those 
of any other April in recent years. Sales 


in April showed a marked increase over the 
March volume despite the fact that, on ac- 
count of the early date of Easter this year, 
most of the Easter buying came in March. 
After adjustment for normal seasonal vari- 
ation, the April index stood at 105—less than 
5 percent below the high level of April, 1929. 
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Joys of Home Owning 


Investing’ in a Home 


HE THEORY of invest- 
ment as commonly applied 
to home ownership is all 
wrong. Followed to its 
logical conclusion, it places 
home ownership on_ the 

same basis as stock gambling. At every 
upturn in price the home owner would 
sell; rent until prices went down and 
then buy again. His home, on that 
theory, instead of being a safe port in 
every storm, would be a ship at the 
mercy of every storm. All argument for 
home ownership should stress perma- 
nence and stability, not change and un- 
certainty. 

The doctrine that home ownership 
makes for good citizenship is based on 
the theory of permanence, of continuous 
residence in one place, in one home. The 
community idea, the organization of so- 
ciety, the basis of civilization, is in fact 
permanent common interests of groups 
as exemplified in home ownership and 
payment of taxes. All civic progress is 
founded upon civic interest, which is 
made permanent by such a stake in the 
community as only home ownership can 
give. This is a long way from placing 
the home on a cash-return-on-your-in- 
vestment basis. 

In most recent arguments about home 
owning the cart has been placed before 
the horse. A family does not buy a 
home to save money; it saves money to 
buy a home. A man does not marry 
to save money, but to make a home. He 
does not educate his children to save 
money but to make an enlightened home. 
He does not labor from morning to night, 
day in and day out, merely for money, but 
for the one thing that only money can 
buy—a home. The chief ambition of 
every worthy citizen is to make a good 
home for his family. Yet many have 
been misled into thinking that a home is 
only a financial investment—that it be- 
longs in the same category with stocks 
and bonds. Money paid for a home is 
a good investment for that family that 
otherwise would have no home; not be- 
cause it is cheaper than paying rent, but 
because right living in America requires 
home ownership. 

Does any man buy a pleasure auto as 
an investment? Will he say that purely 
from the dollars and cents viewpoint his 
auto pays him a handsome return on his 
Investment? Of course not; he does not 
buy an auto to sell again, but to use and 
enjoy. It is so with a home. Realtors 





and others may build as an investment, 
but the homeless man builds his home 
to live in; and if the thousands of home- 
less families could come into possession 
of homes of their own today, they would 
show scant courtesy to would-be buyers. 

The question of home ownership is one 
of national concern ; which does not mean 
that legislation is needed to answer it. 
It means that the owning of homes is to 
be considered more from the viewpoint 
of social welfare and less from the view- 
point of the individual convenience. The 
renting experience of the average man 
has made him eager to own a home, and 
when he does own one it takes more than 
a prospective profit to make him sell it. 
That was proved during the housing 
shortage of 1920-21. Thousands of 
families who long owned homes, during 
that period of housing shortage were not 
tempted in the least to sell, though they 
could have done so at big profits. And 
it is always that way. Periods of low 
and high prices all look alike to the home 
owner and he is not tempted to sell when 
prices are high unless necessity demands. 

7. ¥ #F 


“There is no greater insurance policy 
for a community than home ownership 
by its citizens,” says former Mayor Car- 
ter H. Harrison, of Chicago. “Owning 
his home makes the citizen saving, con- 
servative, law respecting, patriotic—in 
short, a good citizen. There is no better 
insurance against Bolshevism than home 
owning.” 

, # #£F 
Homes for Health and Happiness 


EALTH and happiness are 
the rewards of a normal 
life and sane living. There 
seems to be no other way 
of winning them. Thrills 
and adventure may be 
great to tell about afterwards but they 
take heavy toll of both physical and 
mental vitality. The man or the family 
that lives a simple, normal, useful and 
busy life, has more of real living, more 
of the deeper, lasting joys in the long 
run than those who try to gather in all 
the great experiences of life, usually 
failing to capture any of them. 
Normal life and sane living must in- 
clude a home sufficient unto the needs 
of the family and the individuals that 
make up that family. There must be 
a little place that each can call his own 
and find therein privacy and a bit of 
self expression. There is no way in 






a 


which this can be arranged except in 
the home built, or rebuilt, to fit the 
particular needs of the family as a 
whole with due regard to the tempera- 
ment of each member of the group. 

A home of their own, made by them 
and for them, is absolutely essential for 
the growing of normally healthy and 
happy people. 


44 f 
That Homeless Feeling 


VERY TIME I pay my 
rent I have an uncom- 
fortable sense of fail- 

(uh ure,’ ruefully remarked 
=— ~ a city business man as 
he balanced his check 
book. “It always reminds me that I 
don’t own a foot of land or the least 
sign of a house. There’s a sort of sup- 
pressed feeling of no account-ness 
when I look at my rent receipts that 
no amount of argument about the free- 
dom from worry, the economy, the 
convenience of apartment house life 
will relieve. And when you come right 
down to it the arguments aren’t very 
convincing, anyhow. 

“Take that freedom from worry no- 
tion. How about the worry over get- 
ting the money to pay rent with every 
month? Once you get your house paid 
for you don’t have that to think about, 
anyway. Taxes and coal bills and all 
the rest seldom amount to anything 
like the annual rent on quarters of the 
same size. So there goes the economy 
argument. As to convenience—well 
you ought to hear my wife talk every 
spring when she begins to look around 
at apartments with a view to getting 
something better and cheaper at one 
and the same time. 

“But it’s that ‘yellow dog’ sort of 
feeling that’s the worst. A man with- 
out a home! Somehow I feel a little 
bit ashamed to be paying out, paying 
out every month without ever owning 
a blessed thing to show for it. It’s poor 
business. A man ought to own some 
land, just to bolster up his self respect, 
if for no other reason. And, of course, 
if I owned the land, it wouldn’t be 
much of an effort to get a house on it. 
Think I’ll talk it over with the wife 
and we'll look around a bit.” 


q q q 
WHEN you play, play hard. 
you work, don’t play at all. 
—Theodore Roosevelt. 
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This page is written for the general public with the purpose of encouraging and spreading the idea of home 
owning and home improvement and to help create business. Show it to your editor. Free reprint on request. 
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REALM OF THE RETAILER 


In the Capital of the Texas Panhandle Country 


The Realm Meets a Blizzard—A Territory of Enormous Population In- 
creases—Dealers Build a Model House to Illustrate Sound Construction 


This department reached 
Amarillo, Tex., just ahead of a 
couple of spring blizzards. Our 
visit occurred, of course, some 
weeks before these lines achieved 
print; and doubtless the great 
Panhandle country is now in the 
full tide of summer, and 
Amarillo is blossoming like the 
roses for which it is famous. It 
may be that the roses suffered 
from the heavy freeze; for 
spring was well started before 
the rough weather sailed down 
out of the Rockies, and old 
timers predicted that fruit and 
shrubbery would not do so well 
this year. 

A blizzard on the plains is 
still a terrifying thing.to watch; 
and the Realm was thankful for 
the security and comfort of a 
big Amarillo hotel. With little 
to stop its progress over hun- 
dreds of miles of level country, 
the wind roared and howled like 
a prison riot. The snow cut like 
a sand blast. Cars were buried 
in drifts along the curbs and 
business people stayed home and 
left their offices. locked. A 
colored bell hop remarked, “This 
sho is a good day to ketch up on 
sleep, boss.” It sho didn’t seem 
useful for outdoor pursuits, and 
the lobby was filled with loafing 
salesmen who wouldn't take the 
chance of walking a couple of 
blocks to the business district. 

A City of Rapid Growth 

But spring was too far ad- 
vanced for such a disturbance to 
last long; and the snow disap- 
peared almost as quickly as it 
came. Some damage was done, 
and some pitiful stories drifted 
in from the great path of the 
storm to the Northwest; but the 
moisture did some good to the 
wheat and other crops for which 
the Panhandle is noted. 

Amarillo has made a big 
growth in the last few years and 
is still growing. The Realm 
visited the city a dozen or fifteen 
years ago and found it a place 
of perhaps 10,000 people. It 
claims upwards of 50,000 at pres- 
ent. J. B. Coe, of the Coe & 
2arks Lumber Co., said that dur- 
ing the decade between census 
enumerations this congressional 
district had had a population in- 
crease of 121 percent; from 
something over 200,000 people to 
something over 500,000. This was 


formerly a great cattle country. 
The famous old Chisholm Trail 
over which the herds were driven 
up to the northern ranges lay 
somewhat east of here; but a 


good many of the cattle travel- 
ing that way 


came from the 


period the lumber yards multi- 
plied, if not like rabbits at least 
like lumber yards in a growing 
city. The check came _ here 
somewhat sooner than it did in 
other places, and a considerable 
part of the readjustment had 
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Presumably through its credit terms to selected risks, on repair, paint 
and general remodeling work, the Panhandle Lumber Co., of Amarillo, 
Tex., has been doing a good business during the winter and spring 


Panhandle, and Amarillo was a 
noted cow town. Some cattle 
are still raised, but this plains 
country is taking to farming: 
wheat, maize, Kaffir, broom and 
the like, and a little farther 
south cotton is produced in 
quantities. Gas and oil play a 
big part in the business drama, 
and naturally Amarillo itself is 
a great wholesale point for dis- 
tribution of all sorts of goods 
over a territory bigger than a 
good many European kingdoms. 
They tell me that Texas has fifty 
or sixty counties, each bigger 
than the State of Rhode Island. 

Amarillo had its most rapid 
period of growth four or five 
years ago; and during that 


been made before national de- 
pression set in. The yards di- 
minished by a third or more in 
numbers. The city has made 
reasonable growth during the 
months when the rest of the 
country was trying to find its 
footing again. 

Unfortunately for us, our 
friend, John FE. Hill, of the 
Panhandle Lumber Co. was a 
thousand miles or so away, in 
another part of Texas, at the 
time of our visit. We hope to 
see him before leaving Texas. 
This is a well known and power- 
ful line-yard concern, and Mr. 
Hill is one of the retail execu- 
tives for which Lone Star lum- 
ber retailing is so widely known. 














The Star Lumber Co., of Amarillo, Tex., embellishes its office attrac- 


tively with window boxes and trelliswork 


J. M. Webb, manager of the 
local yard of the Panhandle 
Lumber Co. said that trade has 
been going along pretty well all 
winter and spring. This yard is 
offering credit terms to selected 
risks, especially on repair, paint 
and general remodeling work, 
The rules are not hard and fast 
but are adjusted to needs and 
possibilities; but the general 
average is twelve months credit 
on a monthly-payment basis. 
Along in November or Decem- 
ber the yard had thirty-five such 
jobs going. Much attention 
seems to be given to this type 
of trade by all the lumber com- 
panies for the building of new 
houses, while going along rather 
steadily, doesn’t bulk as large as 
it did. The city was fairly well 
built up in its great burst of 
building a few years ago, and a 
good many of these houses need 
alteration or repair. 


The Chair Long-Bell Made 
Famous 


The Long-Bell Lumber Co. has 
a big plant in Amarillo, quite 
near the retail center of town. 
In the lobby we saw one of the 
lawn chairs, made of fir, which 
the company has _ popularized 
these recent months. Cc. & 
Munday said its best specialty 
seller was the new window 
frame unit with the overhead 
pulleys. This frame, he says, 
never yet has failed to sell when 
it has been shown. 

E. S. Burgess is one of the 
veteran lumbermen of the city. 
At the time of our visit he had 
not yet returned from Cali- 
fornia, where he spends the win- 
ters; and judging from the way 
the weather acted up all of a 
sudden he was wise. His son, 
E. B. Burgess, was in charge. 
This yard, we understand, was 
a pioneer in offering financing 
service to its customers; and 
the other yards fell into line. 
Loans have become a standard 
part of lumber sales in Amarillo; 
and any number of dealers re- 
marked casually that they had 
become necessary if sales were 
to be made. Mr. Burgess said 
there were no iron-clad rules 
about it; that the company 
handled both first and second 
mortgages, on terms to fit the 
needs and the earning power of 
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customers. Mr. Burgess looks 
forward to the future of the city 
with considerable confidence. It 
has had a big growth and should 
easily have a bigger. With more 
and more people coming in to 
take up farms into which the 
pig ranches are being divided, 
there will be a place for a city 
to handle banking and whole- 
sale distribution. That 121 per- 
cent increase in population in 
ten years in one congressional 
district indicates the direction 
the country is taking. 


4 Model House to Illustrate 
Construction 

Mr. Coe, of Coe & Parks, men- 
tioned above, says there is need 
for some adjustments in financ- 
ing. Loans were too generous 
for a time, and perhaps for that 
reason they are now too small. 
A number of the houses carry- 
ing loans up to nearly their full 
value were repossessed when the 
rub came. These houses were 
sold as a sacrifice; at perhaps 60 
percent of their cost. The build- 
ing and loans and other loan 
agencies became suddenly con- 
servative, used the sales of these 
repossessed houses as a stand- 
ard of value and are loaning 
about 60 percent of that amount 
Sixty percent of 60 percent is 36 
percent; and this, according to 
Mr. Coe, is about the amount 
that will be loaned. Obviously 
this is not enough to enable all 
good risks to build the houses 
they need. Like all other deal- 
ers, Mr. Coe seems to have a 
large confidence in the future of 
the city. 

The Star Lumber Co. has no 
affiliation with the companies 
by this name which have re- 


cently been mentioned in these 
This is an independ- 


columns. 
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chiefly for the purpose of illus- 
trating sound construction; and 
at various stages people were in- 
vited to inspect the building and 
to see how a house is put to- 
gether properly. The demonstra- 
tion served its purpose quite 
well and doubtless will bear 
fruit in future sound construc- 
tion. Unfortunately the com- 
pleted house had to be sold at 
a time when the market was 
unfavorable and so netted a 
financial loss. But that was due 
to current conditions. Mr. Lef- 
forge thinks there should be a 
big building and loan associa- 
tion promoted and sponsored by 
all the local lumbermen. The 
change in farming, from stock 
ranches to grain farms, has had 
the result of cutting down the 
sale of fence. They say more 
fence is taken out each year 
than is built. 

John Maynard, of the lumber 
company that bears his name, 
was at work on the business of 
finally liquidating the model 
house and of allocating the neg- 
ative profits among the men en- 
gaged in the venture; a neces- 
sary job but not a pleasurable 
one. The sale had to come at 
probably the one period when 
so well built and well designed 
a house could not be sold at a 
profit. Mr. Maynard, an able 
dealer, says that in his opinion 
the time will come when lum- 
bermen in order to control their 
businesses will have to enter the 
contracting or speculative-build- 
ing fields. 

When Is Volume Satisfac- 

tory? 

The J. C. Wooldridge Lumber 
Co. is a big plant; but when we 
mentioned this fact Mr. Wool- 
dridge said he could wish the 











The yard of Roberts & Olver at Amarillo is handsomely done in 


Colonial architecture. 


ent yard. In the office we met 
F. M. Lefforge, E. H. Klein and 
Earl R. Brown. Mr. Klein is 
Mr. Lefforge’s son-in-law; and 
they tell us the third generation 
Member of the firm is six or 


- eight months old. 


Mr. Lefforge mentioned the 
model house that was built by 
lumbermen and other material 
and household equipment men 
last year. This house was built 


It does a certain amount of customer financing 


volume of trade was equal in 
size. But Amarillo dealers smile 
when they talk about volume 
being less than desired. Doubt- 
less it is; but that would have 
been a true statement at any 
city’s peak of business, when 
sales were going great guns. 
Doubtless local dealers remem- 
ber 1926 and 1927 a little wist- 
fully; but unless all signs fail 
there is a reasonable volume 


coming in, and more is in pros- 
pect. Mr. Wooldridge mentioned 
the projected deep waterway up 
the Trinity River, to give Dallas 
and Ft. Worth a deep sea harbor 
at their doorways. This will be 
a tremendous undertaking; but 
Texans are not frightened by 
bigness. Probably the basic 
reason for the undertaking is to 
add water competition to the 
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to have displays of all the ma- 
terials that go into a modern 
house, even though he does not 
sell all of them. He does not 
handle plumbing, but he wants 
a plumbing display to complete 
the house picture. 

At the time Mr. Reppert was 
not building houses for specula- 
tion. He was under the impres- 
sion that too many of the usual 











Through affiliation with a roofing application company, the Brazelton 
Lumber Co., of Amarillo, has developed a nice business in roofing 


effort to put rail rates to these 
cities on a basis comparable to 
rail rates to Texas seaport cities. 

The Amarillo Lumber Co. is 
associated with the Foxworth- 
Galbraith Lumber Co. It is a 
handsome big plant, and the 
office and lobby are decorated 
with deer heads that are tro- 
phies of H. W. Galbraith’s skill 
as a hunter. D. M. Newby, who 
was away at the time of our call, 
is the local manager. His 
brother, J. V. Newby, said that 
trade was getting along. The 
storms checked inquiries with 
great suddenness, but that was 
only a temporary affair. Houses 
are being built, and a good many 
people are thinking of building. 
They are thinking to such pur- 
pose that without much doubt a 
good many of their thoughts will 
turn to masonry and frame. 


Combining Lumber Sales 
and Contracting 


The Reppert Lumber Co. has 
bought the big plant of the 
Pickering Lumber Co. The 
Pickering people seem to be spe- 
cializing somewhat in the retail- 
ing which they do. For one 
thing, this company seems to 
follow the oil fields; not exclu- 
sively, of course, but to a certain 
extent. This trade in oil rigs 
is one of the very highly special- 
ized parts of lumber retailing; 
involving special stock in un- 
usual sizes and high grades, 
special knowledge of credits and 
deliveries and so on. 

P. L. Reppert has long been 
a contractor and builder and 
combines this with lumber re- 
tailing. He builds to suit cus- 
tomers, and at times he builds 
for sale. Mr. Reppert tells us 
that he intends to remodel the 
big warehouse to add consider- 
able display and sales room and 
to give his architectural depart- 
ment a better chance. He wants 


type were being built in advance 
of sale. He preferred to have 
contracts from owners before be- 
ginning the work. 

Roberts & Olver, one of the 
long established companies in 
Amarillo, have a handsome yard 
done in Colonial architecture. 
Neither of the partners was in 
when the Realm called. This 
company operates several yards; 
and formerly it had quite a line, 
but at present it is concentrat- 
ing on fewer branches. C. E. 
Burk told us that this company, 
like most of the others, does a 
certain amount of customer 
financing. 


Competition Shifts to 
Financing 


The Barfield Lumber Co. is 
located in the southern part of 
the city, near a tract of land 
which Mr. Barfield and some of 
his relatives developed as a resi- 
dential addition. J. B. Bechtol, 
the manager, said this develop- 
ment consisted of the sale of lots 
and not of the building of houses. 
Many of the houses now being 
built are of materials purchased 
of the yard, but it has no hold 
on sales other than through the 
offering of good materials and 
quick deliveries. Once more we 
heard of the financing of cus- 
tomers. “It has to be done,” as 
we’ve heard over and over. In 
fact one dealer remarked that 
competition in the city had 
shifted away from prices on ma- 
terials, but had settled with a 
bump on terms of sale and 
financing. 

J. W. Allen & Bros. have a 
suburban yard on the northern 
boundary of the city. 

The Brazelton Lumber Co. 
has a big plant near the center 
of the city. This is the well 
known line company that adver- 
tises “Proven Service.” James 


M. Pryor, the friendly and able 
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manager, said that one of the 
business developments which 
has been of especial value to his 
yard is an affiliation with a roof- 
ing application company. This 
company, which is equally suc- 
cessful in selling and in applica- 
tion, has offices in the Brazelton 
plant. 

“This has been’ essentially 
new country,” Mr. Pryor said. 
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for the city has been here a long 
time as such things go on the 
plains. But our greatest de- 
velopment has come in the last 
ten years. During that time 
there was a great volume of new 
building, and while we _ expect 
further and reasonably rapid in- 
crease of population I imagine 
we can count less on this great 
stream of new building and will 


ment, repair, remodeling and the 
like. That is business which 
has to be created in the sense of 
being sought out. This roofing 
business is a case in point. 
“Amarillo seems to me to be 
in good condition. There are al- 
most no vacancies among houses 
at all desirable. We are in no 
sense overbuilt, and for that rea- 
son I expect to see a good many 
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less I am not overlooking the 
kind of trade that comes to g 
city when the first flush of ex. 
pansion is past. I’m looking to 
houses already built, as well as 
to those not yet built but needed, 
in my search for trade in the 
months that lie ahead.” 

H. W. Galbraith, of the Fox. 
worth-Galbraith Lumber Co., ap. 
peared in these columns several 


“Of course it is old in one sense, 


have to do more with replace- 


new houses built. 


But none the 


weeks ago. 





of Building Arts Exhibit 


CLEVELAND, OHIO, June 1.—Of the many 
“Architects’ Exhibits” in various cities over the 
country, few rival and none surpass the display 
known as the “Building Arts Exhibit,” which 
covers three floors of the Builders Exchange 
3uilding, this city. 

It is in this exhibition that the house known 
as the “House in the Sky” has been erected. 
The exhibit covers the 16th, 17th and 18th 
floors, part of the 17th floor having been cut 
away to allow the erection of a full-sized house, 
complete in every detail from cellar to roof. 

On the 18th floor has been designed and 
practically completed what is known as the 
architectural section. This section was designed 
by and constructed under the supervision of a 
committee of the Cleveland chapter of the 
American Institute of Architects. The architect 
actually responsible for the designs and super- 
vision is John Sherwood Kelly, of Cleveland, 
whose work is more and more receiving the 
recognition which it deserves. 

The architectural section is composed of sev- 
eral rooms opening off a patio which has only 
one entrance from one of the corridors on the 
18th floor. Several rooms face the main cor- 
ridor while others open into the patio proper. 

The Southern Cypress Manufacturers’ Asso- 
ciation has leased one of the rooms opening into 
the patio in order to display properly the effects 
obtainable by using tidewater red cypress for 
interior paneled walls and trim. 

This room has pecky cypress ceiling (as 
shown in photograph appearing on front page; 
also in the one reproduced below). The effect 
obtained here by John Sherwood Kelly is 


worthy of the highest commendation. One end 














Showing end wall, with cupboards, all finished 
with knotty cypress. Also observe the ceiling 
of pecky cypress 





wall with cupboards is 
finished with knotty 
cypress to show the 
naturally beautiful grain 
of the wood. Both side 
walls are paneled with 
clear cypress in “B” 
grade. One wall is all 
1x10-inch boards with 
an inserted spline mold- 
ing, while the other is 
composed of wide panels 
to illustrate the possi- 
bilities in using wide 
cypress boards. The 
opposite end from the 








knotty cypress finish is 
paneled with clear stock, 
but with sand-etched 














This cypress door, of unique design and rare 
beauty, is much admired 


panels inserted in the walls. These sand-etched 
panels are receiving many compliments, a fact 
pleasing to both the cypress manufacturer and 
the architect. 

The entire room is finished in a light gray, 
so that when waxed and polished there is a 
slight sheen to the wood which brings out the 
beautiful grain of cypress. 

The patio is paved with stone flagging and 
pecky cypress blocks. The pecky blocks are 
3x3x5-inch and are laid on end so that it is the 
end grain with the small peck holes that shows. 
The cracks between the blocks and the peck 
holes in the ends of the blocks have been filled 
with a green composition, to imitate grass grow- 
ing in and around the blocks. 


Side wall of clear cypress boards with inserted spline moldings. Note 
sand-etched panels above fireplace at right 


This use of pecky cypress blocks laid on end 
for walks, while not new in the South, has not 
before been exhibited in the North. Much favor- 
able comment has resulted and a decided im- 
petus has been given the use of pecky cypress 
blocks for walks and driveways. The 3x3x5- 
inch blocks are suitable for walks but a 4x6x4- 
inch is a better size for use in driveways. 

This exhibit of the Southern Cypress Manu- 
facturers Association has created considerable 
comment in Cleveland and the results already 
obtained indicate that the entire idea will work 
out in a satisfactory manner. 





Protects Fine Cattle With Wood 


Fences 


ALBUQUERQUE, N. M., June 1.—A_ power 
saw and open-tank treating plant are essential 
equipment of the Hicks Dairy in its building 
program, in which wood is the predominant 
material. The proprietor, W. B. Hicks, man- 
ager of the J. C. Penny store in Albuquerque, 
is considered a business man of keen judgment 
so that his choice gives an important example 
in the construction of dairy plants generally. 
The ten bulls and 300 cows which constitute 
the gradually increasing herd, include many 
registered animals. For fences that will pre- 
vent injuries to these animals Mr. Hicks bought 
1,000 cull ties for a start, and several hundred 
thousand feet of 2x8 plank, of which twelve 
corrals are being constructed, each including 4 
shed, feed rack, feed bins, and water tank. Their 
stability suggests a patterning after railroad 
stockyards, the 7x8 creosoted posts at 8-foot 
intervals set 354 feet, 5 planks providing a fence 
5% feet high. The milking barn has 44 wood 
stanchions, where the cows are milked in relays 
with a 6-unit machine. 
3-inch pipe line traversing the main street from 
pump house to reservoir, lateral inch pipe lines 
supply water to cattle corrals on one side, am 
calf and hog lots on the other, treated w 
being used for the valve housings. Present 
plans include, also, testing, calf, and horse barns. 
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odernizing Exteriors With “Brickote” a 


New Bui 


It is believed that the lumber industry has 
but just begun to cash in on the sales possi- 
bilities of novelty and change of style in con- 
struction. Most folk like to make changes in 
the exterior dress of their homes, offices and 
shops as well as in their hats, dresses and suits. 
It has been said that any person wearing a new 
hat and new shoes looks well dressed. Like- 
wise, many a home, office and shop can be 
transformed and given an appearance of upto- 
dateness at small cost, and just at this time 
the dealer in building materials who can demon- 
strate the possibilities of modernization can 
make sales that otherwise would be impossible. 

Appearance cuts a big figure in the struc- 
tural value of any building, and in the case of 
shop or office exterior appearance exerts a 
powerful influence upon patronage. Purveyors 
of fashionable apparel display their wares with 
a lavishness that can find its justification only 
in its effectiveness as a sales force. It pays. 
Altogether too many lumbermen have _ been 
loath to admit that it pays to display their 
wares. The fact is that the retailer of building 
materials is especially fortunate in that he can 
demonstrate his own merchandise in construct- 
ing and fitting up his own place of business. 


Appearance of Yard Office Is Transformed 


A demonstration of this sort just made by the 
Edward Hines Lumber Co. of Chicago at its 
Austin yard is of special interest to retailers 
because it involves the use of a new material 
in the modernization of the exterior of a lum- 
ber yard office, and which is adapted to use for 
exteriors of homes and other structures. This 
material, as may be seen in the accompanying 
illustration, when applied to the outside walls 
of a frame structure gives the appearance of a 
brick building. 

This new structural material is called “Bric- 
kote” and it consists essentially of a backing 
of “Celotex” on which are set, in mastic, brick 
slabs '2-inch thick but otherwise of the same 
dimensions as standard face bricks. It will be 
seen at once that “Brickote” is something more 
than an ornamental veneer. It has, of course, 
all the insulating properties of “Celotex,” at 
the same time that it involves less cost in labor 
and material than brick veneer. “Brickote” is 
applied with hammer and nails and it is “tuck- 
pointed” the same as full-sized brick. When 
finished the exterior is hardly distinguishable 
from brick. 

The demonstration referred to was made by 
the Edward Hines Lumber Co. in the presence 
of H. P. Goertz, manager of the yard; R. H. 
Green, president of the Streator Clay Manu- 
lacturing Co., Streator, Ill., manufacturer of 
“Brickote”; L. E. Willson, manager sales 
“Brickote” department of the same concern; N. 
L. Aberson, inventor of “Brickote,” also of 
the Streator concern; and managers of the dif- 
lerent Hines yards in Chicago and suburbs, as 
well as a representative of AMERICAN LuM- 
BERMAN and others. 

“Brickote” is supplied in panels of 12 “bricks” 
each, arranged like brick in a wall, and with 
adaptations for working around openings and 
corners. The regular panel carries 12 “bricks” 
in 3 tiers or rows; 5 in the bottom tier, 4 in 
the middle and 3 in the top. Joints are broken 
as in brick-laying and special strips are regu- 
larly supplied for working around openings, 
corners and cornices. The rowlock strip courses 
are 31/2 inches long by 4 inches wide and show 
the ends of the brickettes. These strips are 
used around windows and doors and for start- 
ing courses over basement walls, as well as for 
belting courses to give variety to the pattern. 


Corner panels are similar to the regular 
panels except that one end of each is mitered 
so that when two panels are placed together 
they give the appearance at the corner of regu- 
lar brick. “Soldier” strips also are supplied for 
belt courses and for starting courses. Each 
strip is 3114 inches long and carries 12 “sol- 
diers” or brickettes each set vertically and ex- 
posing the face or edge. 

The brickettes are made of the same material 
as regular face bricks, produced in the same 
manner and burned as are bricks. They are 
'4-inch thick but otherwise of the same dimen- 
sions as building bricks, 214 inches by 8 inches. 
For the present they are supplied in matt face 
in red, mingled or light tan. The backing is 


° . Demonstrating Its Insulating 
Iding Material —°3 Decorative Properties 


pounds, and contains 9 square feet, or about 
144 square feet to each panel. 

The accompanying illustration shows the 
office and show rooms of the Edward Hines 
Lumber Co.’s Austin (Chicago) yard, the walls 
of which were covered with “Brickote” as a 
public demonstration of this new material for 
remodeling exteriors. A careful scrutiny of the 
picture will disclose the various adaptations of 
the regular and special panels. The Streator 
Clay Manufacturing Co. states that the perma- 
nence of “Brickote” as an exterior wall or 
veneer has been demonstrated by two years’ 
service without deterioration. The company 
will be glad to supply additional information 
on request. “Brickote” will be distributed ex- 

















Exterior of Edward Hines Lumber Co’s Austin (Chicago) Retail Yard Office Remodeled with 


“Brickote;” Giving It the Appearance of a Brick Structure 


“Celotex” yg-inch thick, and the brickettes are 
held to the “Celotex” by means of a black, 
waterproof mastic or cement, such as is used 
in automobile body construction. The manu- 
facturers state that this cement will not soften 
under heat or become brittle under low tem- 
peratures. One gallon of adhesive is supplied 
with each thousand feet of “Brickote.” 

The brickettes of “Brickote” are set upon 
the “Celotex” like bricks in a wall, leaving 
spaces for filling with mortar, or for tuck- 
pointing. The margin of the “Celotex” back- 
ing around each brickette serves for nailing on 
both sides and ends. The same kind of cement 
that is used in attaching the brickettes to the 
“Celotex” is used on the edges of each panel 
as it is applied to the wall and between the 
mitered edges of the corner panels. 

For shipment the panels are packed in bun- 
dles of 5 each, the insulation sheet being ex- 
posed top and bottom so as to protect the 
brickettes. The bundle is bound with steel 
strapping. Each bundle weighs about 55 


clusively through retailers of lumber and other 
building materials. 


Sees No Reason to Oppose Re- 


striction of Russian Imports 


LaurEL, Miss., June 1.—Frank G. Wisner, 
of Eastman, Gardiner & Co., chairman of the 
advisory tax committee and former president of 
the National Lumber Manufacturers’ Associa- 
tion, has issued a circular letter in which he 
points out that there is no practical motive for 
members of Congress from the South to oppose 
legislation designed to restrict or keep out im- 
ports of Russian lumber on the theory that it 
might result in retaliation in the form of cur- 
tailment of Russian imports of cotton from this 
country. Mr. Wisner calls attention to the fact 
that no American cotton has been exported to 
Russia since last October, and that, on the other 
hand, between last August and March 1 of this 
year Russia sold more than 150,000 bales of cot- 
ton to English mills. 


34 





AMERICAN LUMBERMAN 





June 6, 1931 











- 








Retailers Idea Exchange 








Extending the Glad Hand to 
Newcomers 


Lumbermen who have been wondering how 
they can create a personal interest in the lum- 
ber yard as the logical center of all home con- 
struction activities, with special attention paid 
to the people who have recently moved into the 
community and are not already familiar with 
the service and quality the yard can and does 
provide, would do well to consider the plan of 
a Chicago South Side bank. 

\ neighborhood bank in Chicago has plenty 
of competition, not only from any other bank 
that happens to be nearby but also from the 
great institutions along La Salle Street and in 
other parts of the Loop; they all have their 
“followings” and admirers. Furthermore, in a 
city like Chicago, with its hurrying millions, 
one would hardly expect that the personal ap- 
peal would be especially strong, particularly in 
a neighborhood where a majority of the popu- 
lation is housed in flats or apartments. 

Yet, when a member of the AMERICAN LumM- 
BERMAN editorial staff moved into an apartment 
hotel in this neighborhood of renters, and had 
a telephone installed in his name, a letter to 
him, with his name in the salutation, came from 
this bank on its regular letterhead. It was 
signed by the president, and was quite personal 
in tone. Notice how quickly and courteously it 
acquaints the reader with the bank’s services: 

Iam glad to welcome you to our commun- 
ity and I hope you are comfortably and pleas- 
antly situated in your new home. You will 
find this neighborhood a congenial and very 
convenient place in which to live 

You will wish, no doubt, to make a con- 
nection with a strong and friendly bank and 
I extend to you an invitation to make this 
your banking home. This bank is a member 
of the Federal Reserve System and the Chi- 
cago Clearing House Association; was estab- 
lished over thirty-five years ago and has re- 
sources of over $10,000,000. . . . It maintains 
capably operated departments for savings de- 
posits, commercial deposits, a corporation 
bond department, a real estate loan depart- 
ment, a trust department and one of the most 
modern safety deposit vaults, and it would 
be a pleasure for any officer or department 
manager to tell you fully of the operations 
of any of which you 
might be 


these departments in 
interested 


After further description of the trust and in- 
vestment departments the letter closes with this 
paragraph : 

We invite you to call at your early con- 
venience and inspect our place of business; 
also to make yourself known to any officer 
or department manager. 

Such a letter compels attention and interest. 
Of course the writer went over to the bank, 
within a week or so, and at the entrance saw 
something else unusual. Most banks have large 
windows of some kind in front, but the only 
use to which they are put is for lighting and 
a background for drapes. At this bank, on the 
window ledge at either side of the door, is a 
plate glass cabinet, somewhat like a window- 
box full of flowers only this “window box” has 
no flowers. Instead, each week it has a differ- 
ent display, always interesting, to show to the 
passerby the advantage of a savings account. 

Inside the bank (and we hope this will be 
noticed by the lumberman who busies himself 
in the office or at other routine jobs while he 
lets the book-keeper wait on trade), at the 
desk nearest the door, where he was separated 
from patrons of the bank by only a counter, 
sat the president. Near him were other officers, 


all of them out where they could do the impor- 
tant work of dealing with the bank’s customers, 
with no officious secretaries or office boys to 
interfere. 

This story would be incomplete if we did not 
add that this is not a new institution, but is 
one of the most powerful financial institutions 
on the South Side. 





Yard Makes Improvements 


Mites City, Monrt., June 1.— Betterments 
and improvements at the Thompson Yards, this 
city, have been completed. O. M. Wilkinson is 
manager of the company at this point. The im- 
provements include a new lumber shed erected 
to the west of the present building. 

It is planned to make further betterments at 
the back of the present building, which is served 
by a spur of the Milwaukee railroad. The 
structure will be remodeled, and the platform 
raised to a car height. 





ed 


Shed Colors, Blackboard and 


Free Shavings 


Eu. Monte, CAvir., May 30.—For 2 number 
of years the buildings of F. P. Sappington, re- 
tail lumber dealer, El Monte, had been painted 
in a bungalow brown. Recently they were re- 
painted to a brighter hue—yellow trimmed with 
brown. The reason, as given by Mr. Sapping- 
ton, is to make it easier for the public to find 
the yard. It is a means of correcting a mistake 
of the past—due to inability to foresee the fy- 
ture trend of events. 

“When I established this yard, more than 25 
years ago, I could have had any location I de- 
sired on the main street,” said Mr. Sappington. 
“At that time El Monte was a hamlet and it 
appeared that a location alongside the railroad 
tracks would be better than one on a main 
business street. Furthermore, the country was 
not well built up, and our location was only 
two blocks from the present busy main street, 





where. 


venient. 


trouble. 


buildings near the yard. 








may be moved about and plugged in as need requires. 
of the Wallace Grain & Supply Co., Ottawa, IIl., an American Lum- 
berman representative noticed the installation here shown, a DeWalt 
saw mounted in the alleyway of the main shed. The yard foreman 
said that they were very well pleased with the machine. 
the American Lumberman representative called they were ripping a 
2-inch oak plank, which the saw went through without the slightest 
The Wallace Grain & Supply Co., by the way, has a very 
unusual setting for its plant, which is located out in the country 
about one and a half miles from the city of Ottawa, with no other 


This Week’s Timely Tip 


Modern Machines in Retail Yards 


This is the age of machinery—in the retail lumber yard as else- 
It is becoming more and more common to find power saws 
and other small woodworking machinery even in yards that do not 
operate planing mills, or shops, but which make use of these appli- 
ances at whatever location in the shed may be deemed most con- 
The location is not necessarily fixed, as by having outlets 
placed at convenient intervals these electrically operated machines 


In the shed 


At the time 
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so everybody could look across the vacant 
acres and see the lumber yard. } 

“But the town has grown. Business blocks 
now shut off the view of our yard. 1T herefore 
we find it necessary to assist the public to find 
us. The brilliant color scheme for our build- 
ings is one means, and it ties in with a large 
sign we have erected on the main street, desig- 
nating by an arrow the direction in which our 
yard lies. When one gets to the corner where 
this sign is and looks down the street, he can 
see our brightly-painted buildings, whereas 
when the color was brown they were hard to 
discern.” 

The firm has installed a large blackboard at 
right angles to the roadway in front of the 





buildings, and upon this are listed three items 
at a time, with their prices. A recent listing 
offered lath, roll roofing and house paint. The 
board is helping to make sales. 

One of Mr. Sappington’s best advertisements 
is giving away the shavings which accumulate 
from his mill. 

“A goodly portion of our customers,’ said 
he, “are small farmers who either raise chick- 
ens as a side issue or are wholly in the poultry 
business. They are continually purchasing 
small amounts of building materials; and they 
use shavings and similar products for hen’s 
nests. We will not sell a dime’s worth of 
shavings to anyone (though we do sell the saw 
dust) but we give the shavings to our regular 
customers. A person who is not a customer 
cannot even buy them of us. We consider this 
good advertising and an excellent means of 
creating goodwill.” 





Says Plenty of Money for 
Improvements 


New Orveans, La., June 1.—A_ statement 
recently issued by W. C. Ermon, president New 
Orleans Homestead Clearing House Associa- 
tion, urges the people of this city to “save by 
spending.” 

“Do you realize that there is presently avail- 

able in the Homestead and Building and Loan 
Associations of this city upwards of $1,500,000 
lor the purpose of making repairs, improving, 
or remodeling dwellings?”, asks Mr. Ermon. 
“And,” the statement continues, “do you know 
that the destructive forces of nature increase 
tremendously when property is neglected and 
not kept in the proper repair? 
_“If your property is in need of attention; 
it the porches or steps begin to sag, if the 
siding is coming loose, if your roof is leaky, 
your plaster cracking, if the paint has worn 
oft—make the necessary repairs, and for every 
dollar you spend, you will be adding several 
dollars’ worth of value and life to your invest- 
ment. 


_ “The time is especially appropriate for mak- 
ing needed repairs and improvements, because 
besides safe-guarding your investment, you will 
also be contributing your share toward reliev- 
ing unemployment, and you will be taking 
advantage of low material costs plus efficient, 
economical labor.” 

This statement by Mr. Ermon was made the 
basis of a large advertisement, the sixth of a 
series appearing in the newspapers of this city 
m the interest of increased building, sponsored 
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by these lumber and building material firms: 

Hortman-Salmen Co., Madison Lumber Co., 
Otto Knoop Lumber & Realty Co., R. F. Mes- 
tayer Lumber Co., R. L. Hill Lumber Co., 
Davis-Wood Lumber Co. and the Carolina 
Portland Cement Co. 





Firm's Offices Are Improved 
by Remodeling 


Crawrorp, Nes., June 1.—Preparatory to the 
good times coming, the George D. Tubbs Lum- 
ber Co. has been improving and rearranging 
its office quarters, besides giving the whole 
yard a thorough painting and general dress- 
ing-up. 

The office before re- 
modeling was 16 by 18 
feet, with a small room 
behind it measuring 8 





Showing office and yard 
front after remodeling 





by 6 feet. The partition 
was removed, throwing 
two rooms into one, 
so that now the main 
office is a spacious ap- 
artment 16 by 26 feet, 
with a private office 8 by 14 feet opening 
from it. 

This rear room is occupied by W. J. Speer, 
resident manager, as his private office. It also 
contains the correspondence and other files. 
The entrance to this part of the office is 
through French doors. 

On the walls of Mr. Speer’s office hang an 
interesting collection of reproductions of paint- 
ings by the late Charles Russell, well-known 
painter of cowboy scenes, together with some 
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The yard at Cook is a unit of the Wilbur 
Lumber Co. system of retail yards, with head- 
quarters at West Allis, Wis. Illustra- 
tive of the “Wilbur way” of doing things, the 
Cook yard issued under date of May 15, an 
8-page illustrated newspaper under the title 
“Cook Improvement News,” 2,000 copies of 
which were sent to residents of the territory. 

This newspaper contained live news of im- 
provements made by cottage holders around the 
lake and other material of interest, together with 
a double-page advertisement of the Wilbur 
yard and a number of “cards” of local business 
concerns. The paper also carried a 4-page roto- 
gravure section, supplied by the Celotex Co., 
showing attractive exterior and interior views 
of summer cottages. 





A Leading Success Factor in 
Yard Operation 


[By Harry A. Hoffman, Foster Lumber 
Co., Kansas City, Mo.| 


In any retail lumber or building material 
merchandising enterprise there are three very 
important factors: (1) Personnel; that is, the 
yard manager and his staff; (2) a retail estab- 
lishment or yard, and (3) service. 

In any approach to a solution of our imme- 
diate problems we must consider all three fac- 
tors. A chain is no stronger than its weakest 
link. A proficient manager, one who through 
training and experience has qualified himself to 
combat modern competitive forces, can hardly 
hope to achieve the high type of service so 
uniquely essential to building material market- 
ing, with a rundown and antiquated yard; nor 
can a manager who is not properly qualified 
through training and experience hope to achieve 
the same high type of service, even though he 
have a very modern and up-to-date yard. 

It is readily seen that these three factors are 





oy 














Remodeled interiors of general and private offices of George D. Tubbs Lumber Co. 


etchings by another “cowpuncher” artist. 

The plot to the east of the office has been 
seeded to bluegrass. Decorative features are a 
birdhouse on a rustic mounting, and a miniature 
log cabin. 


Big Yard in Small Town 


The yard which the Wilbur Lumber Co. oper- 
ates at Cook, Ind., is not at all the sort of yard 
that one would expect to find at a cross-roads 
hamlet. The “business district” of Cook com- 
prises a depot, two stores, two barber shops, 
two garages, a pool hall and a lumber yard. 
The total population is about 75 people. 

The slogan of the Wilbur Lumber Co., how- 
ever, is “A City Yard in a Country Town.” 
The explanation is that about a mile and one- 
half away is Cedar Lake, on the shores of 
which are some 2,000 small cottages of summer 
residents, with more being built right along. 





related and interdependent. Expressing the 
problem by means of a formula or equation, 
we have: A proficient personnel plus an up- 
to-date yard should result in a high type of 
service. Expanding the formula and including 
another term we get; A proficient personnel plus 
an up-to-date yard plus high type of service 
will result in a maximum of good will. 

Let us briefly consider the first factor. Are 
we keeping pace, both as individuals and line 
yard executives, in the matter of our personnel ; 
that is, the yard manager (whether line-yard 
or independent owner or manager) and his 
staff? Have we done or are we doing anything 
to help him keep pace? 

The yard manager of today occupies a much 
more -important position than he did a few 
years ago. This job of being a present-day 
yard manager has gone through an evolutionary 
process, within the last few years, that has ele- 
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vated him to a key position in any building 
material merchandising scheme. 

He uses a different technique; he must be a 
salesman, in the higher acceptance of that term, 
and not just an order taker; he must be a crea- 
ter of business. He must be an executive, 
designer and consultant. He must know all 
there is to know about building materials and 
their fabrication into the finished product under 
modern construction practice. 

If properly qualified, he should be able to 
prepare rough or preliminary sketches, finished 
drawings, take off accurate material lists and 
prepare and understand specifications. He 
should be thoroughly grounded in the funda- 
mentals of commerce, including such subjects 
as accounting, law, business administration, 
banking and finance, credits and collections, eco- 
nomics, etc. 

He should also know something of such di- 
rectly related subjects as landscape gardening, 
interior decorating, Holt-Bid system of esti- 
mating; and a good set of carpenter tools with 
the ability to use them would be a very useful 
asset. The time is not far away when the 
architectural appearance of a community will 
either reflect credit or discredit upon the local 
lumberman or material dealer. Who in any 
community should be better qualified to assume 
the lead—set the pace—with respect to this 
important phase than the local dealer? 
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Showing Present Low Cost of 
Home Building 


A new piece of sales promotion literature for 
dealers’ use, just issued by the National Lum- 
ber Manufacturers’ Association, is not only at- 
tractive in makeup and forceful in content, but 
really fills a need which a great many retail- 
ers are feeling just at this time. 

This little folder, which slips easily into a 
No. 10 envelope, voices an urgent appeal to 
“Build This Year,” because “Building material 





A PARAGRAPH 


of "Don'ts" in selling lumber. 
breath—Now! DON'T do all the talking, 
interrupt, prevaricate, digress, high hat, 
evade, attack, be too cocksure, guess, avoid 
answering questions, rush the demonstration, 
overstate, knock competitors, generalize, be 
curt, be agitated, be nervous, be resentful, 
be angry, run counter to the customer's 
prejudices, argue, misrepresent, overdo your 
praise, make a haphazard, unorganized, 
demonstration, hem and haw, wait too long 
to try to close. One more don't: Don't take 
all these "Don'ts'’ too seriously, for the 
"Do's" are far more important in selling. 


Take a long 
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prices are the lowest since the war, therefore 
1931 is a bargain building year.” 

The foregoing statement, appearing on the 
front page of the folder, is backed up by facts 
and figures presented on the inside thereof. Ma. 
terials and labor for a 5-room cottage that cost 
$5,013.38 to build in 1928 are shown to now 
figure only $4,349.46. These figures are no 
guesswork, because the same contractor who 
built the house in 1928 guarantees to construct 
an exact duplicate thereof for $4,349.46, 

The lower cost of construction is further 
driven home by a chart showing the trend of 
wood construction prices from 1925 to 193}. 
It further is shown that the cost of: 

Lumber is lowest since 1918 
Flooring is lowest since 1925 
Plumbing is lowest since 1917 
Heating is lowest since 1921 
Glass is lowest since 1916 
Hardware is lowest since 1914 
Furniture is lowest since 1918 
Paint is lowest since 1917 
Millwork is lowest since 1918 


This folder is just the sort of tonic that is 
needed to be administered to building pros- 
pects to stimulate them to early action. 

Provision is made for printing the dealer's 
name on the folders, which, as stated at the be- 
ginning, are being made available to dealers 
by the National Lumber Manufacturers’ Asso- 
ciation, Washington, D. C. 





New Display Room Is Opened 


BowLinG GREEN, OunI0, June 1.—The formal 
opening of the new display room of the Hankey 
Lumber & Building Co., this city, held on 
Thursday, Friday and Saturday, May 7, 8 and 
9, was a huge success. 

Flowers were given away to all lady visitors 
on Thursday, and souvenirs on Friday, while 
Saturday night the Bowling Green Junior Band 
gave a concert, preceding which there was a 
parade made up of one of the firm’s trucks dec- 
orated for the occasion, followed by the band. 
Announcers on the truck, using megaphones, in- 
vited the crowds along the streets to follow 
the parade to the Hankey company’s new sales- 
room, where $100 in prizes would be given 
away. 

This brought several hundred people to the 
store; in fact, the traffic was blocked in front 
until after the prizes were awarded. Interesting 
talks were made by representatives of the manu- 
facturers whose products the company handles. 
Most of the visitors seemed to be interested, 
not only in one but in all of the lines carried, 
and the men demonstrating same were able to 
inake a lasting impression. 

The Hankey Lumber & Building Co. has 
served Bowling Green and the surrounding 
country for the last fifty years, and its present 
purpose, leading to the opening of the new dis- 
play room, is to give a still greater service to 
the buying public. 

“Realizing that building today involves far 
more than it did a decade ago,” said W. I. 
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Views of the new display room of the Hankey Lumber & Building Co., showing paint 





Shuler, vice president of the company, “and also 
that competitive advertising makes it difficult 
for the casual user to select materials, this 
company has fitted up the new display room.” 

The room measures 20 feet by 50 feet, and 
adjoins the company’s office. In this room, 
along with builders’ hardware and paint, is 
shown a full new line of unpainted furniture and 
new built-in conveniences, in which the house- 
wives of the community have already shown a 
special interest. 

The room is large, airy and well lighted. 
Highly polished maple floors, tan colored walls 
and ivory ceiling, with modernistic lighting fix- 
tures and an attractive display of merchandise, 
combine to make the showroom one of the finest 
of its kind. 

At the front along one side, a complete line 
of paints, of a nationally advertised brand, is 
neatly shelved, and in front of the shelving is a 
table with the brushes. To the rear, on the 
same side, is a stock of builders’ hardware, and 
a wrapping counter. Behind the showroom is a 
stock room for heavy hardware and nails. The 
remainder of the room is used for unpainted fur- 
niture, built-in cabinets, cupboards, ready-built 
fireplaces etc. 

The hardware and paint department is in 
charge of W. I. Shuler, vice president, who has 
had many years of experience in that connection 
with the company. This department of the firm’s 
business, which has made a very rapid growth, 
is given excellent facilities in the new room. 


In charge of the sls im 
and office transactions 
A. Rudulph handles 
a steadily increasing 
number of accounts 
daily, and renders a 
service that is particu- 
larly accurate in detail. 


— 
a*e 





D. I. SHULER, 
Bowling Green, Ohio; 
Vice President 





Don B. Hankey, secre- 


tary and_ purchasing 
agent, handles his job 
in a very smooth and 


efficient way, being well 
equipped for it by his 
experience and knowl- 
edge and the contacts made in his long service 
with the Hankey company. 

“We did not sell a great amount of merchan- 
dise during the opening,” said Mr. Shuler, “but 
we can see a steady increase in sales since. A 
year ago we thought of putting in a downtown 
store, but upon further consideration decided 
that it would be more profitable to locate it at 
the yard. In fact, I am thoroughly convinced 
that if a yard is located anywhere near the main 
part of town, that is the logical place to have 
the salesroom. The big advantage is that there 
always is plenty of parking space, a feature 
which we mention in all our advertisements.” 





and builders’ hardware departments 
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June 6, 1931 


SpoKANE, WaASH., May 30.—“This cam- 
paign in its entirety, while requiring consider- 
able time and money, to my notion is the finest 
thing that has been done since I enlisted in the 
retail lumber business.” This was the answer 
made by R. W. Beil, manager of the retail de- 
partment of the Baird-Naundorf Lumber Co., 
this city, in response to an editorial inquiry 
by the AMERICAN LUMBERMAN. 

Incidentally, the fact that the Baird-Naun- 
dorf company actually increased its sales 22.7 
percent for the first quarter of 1931, as com- 
pared with the same period of last year, affords 
solid ground for Mr. Beil’s optimistic state- 
ment. However, he does not attribute this in- 
crease to any one sales method or policy, but 
rather to a combination of several circumstances 
which made it possible. 

He remarked that, in the first place, one of 
the mildest winters experienced in this terri- 
tory for the last several years had made it 
possible for much more outside work to be done 
in the latter part of February and throughout 
most of March than is usual. 

Then, coming to the “big story” of one of 
the most interesting and effective sales cam- 
paigns conducted through the combined efforts 
of the dealers of any city that has come to the 
attention of the AMERICAN LUMBERMAN in a 
long time, Mr. Beil proceeded to elucidate, as 
follows : 

“After the hard time that the local yards 
had to keep out of the red last year, most of 
us came to the conclusion that even to hold 
our own in this community we would have to 
pull together to a greater degree than hereto- 
fore, and, above all, would have to use some 
effective means to let the public know that we 
are here to serve them with building materials 
at greatly reduced prices as compared with 
previous years, thereby showing potential build- 
ers that 1931 is the year of all years to .build 
at a real bargain. 

“With this in mind, we all contributed to 
an advertising fund for impressing upon the 
buyer our slogan, ‘Build for Less in 1931.’ 
Half-page advertisements were run in all the 
newspapers regularly for a period of six weeks, 
hammering away at these objectives: ‘Build in 
1931,’ ‘Modernize in 1931,’ and, above all, ‘Build 
with Wood.’ 

“A special seal was designed, bearing the 
slogan, ‘Build for Less in 1931,’ and this cut 
was used in all the group advertisements. We 
also used it in our individual advertising, and 
on all our letterheads and statements. 
_“Another spectacular feature was the institu- 
tion of a ‘Model Homes Week,’ for which we 
had five homes that had just been completed in 
different parts of the city, ‘dolled up’ and opened 
lor inspection for ten days during this cam- 
paign. Our company was proud to have one 
of the homes we had just completed taken for 
one of the five model homes. 

“On top of all this, we managed, through 
the aid of the Chamber of Commerce, to secure 
the use of a number of vacant show windows 
in the main business section of the city, and 
during the time the model homes were being 
displayed these windows were filled with dis- 
plays of lumber and building materials, with 
placards in each window featuring the slogan, 
‘Build for Less in 1931,’ also showing compara- 
tive costs of construction at the present time 
a against those prevailing in 1928. 

“Envelope stuffers also were printed with 
these comparative costs, and were used for 
enclosing with all statements and invoices.” 

After giving the preceding outline of the co- 
operative campaign of the local dealers, in 


AMERICAN 


answer to further inquiries of the AMERICAN 
LUMBERMAN, Mr. Beil told of a number of 
other factors to which he attributed, in part, 
the gratifying sales record made by the com- 
pany thus far this year. Telling of these fac- 
tors, Mr. Beil said: 

“We attribute our increased sales for this 
year partly to the developing of our own pros- 








MORE PROOF 


of the Striking Drop in 
Spokane Building Costs 


Build Now for Less 


COMPARATIVE CONSTRUCTION COSTS 


1928 with 1931 
Five-room frame cottage with breakfast 


nook, bath. Size 36x35 
Per 
Sav- Cent 
ing in Sav- 
1928 1931 Cost ing 


Excavation ....$ 91.00$ 73.00$ 18.00 19.8 
Conerete Work. 368.00 308.00 60.00 16.3 
Brickwork, Ma- 

terial and La- 


ES bia wae wares 190.00 149.00 41.00 21.5 
Hardware ..... 83.00 64.38 18.62 22.4 
Plumbing ...... 400.00 315.00 85.00 21.3 
ES ns ae we 231.00 231.00 None None 
Electric Fixtures 

and Wiring... 130.00 116.00 14.00 10.8 
Lumber and Mill- 

work, Lath and 

eae 1385.07 1193.87 191,20 13.8 
Carpenter Labor 650.00 550.00 100.00 15.4 
Plastering Labor 73.60 64.60 9.00 12.3 
Roofing Labor.. 40.00 33.00 7.00 17.5 
Lathing ....... 31.50 28.00 3.50 11,1 
Floor Laying and 

Finishing .... 82.00 64.00 18.00 22.0 
Painting ....... 277.00 209.00 68.00 24.5 








TOTAL COST .$1032.17 $3398.85 
TOTAL SAVING ... 


$633.32 15.7 


Use Only the BEST 
Grades of Lumber 


The average family builds but one house 
in a lifetime. It should be built of the 
best lumber obtainable. Inferior, low-grade 
lumber is expensive at ANY price. With 
the BEST available at such money-saving 
prices, there is no excuse for using low 
grades. 


Discuss the matter of grades with your 
lumber dealer. Insist upon being posted. 











Envelope stuffers, printed with the figures 
showing comparative costs, were enclosed with 
all statements and invoices 


pects for homes, by furnishing them plans and 
specifications, getting estimates for them, han- 
dling the carpenters ourselves and supervising 
the construction of the home, so that competi- 
tion is to a considerable extent eliminated.” 

Mr. Beil said that the company does not do 
actual contracting, but does hold full control of 
the job, inasmuch as all estimates are turned 
in to the company. 

“We in turn,” said Mr. Beil, “give the builder 
what is fairly coming to him, and at the same 
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Llow Retailer Scored Gain 
of 22.7 Percent in Sales 
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Educational Campaign a 
Big Factor—Individual 
Methods Get Results 


time the person who is to occupy the home 
has our guaranty that everything that goes into 
it will be furnished just as specified, and the 
assurance that we are here to stand behind the 
job from start to finish, and even after that. 
Proceeding along these lines we have turned 
over a lot of work to our builders, which in 
turn obligates them to buy from us the mate- 
rial for yobs that they develop themselves, with- 
out running all over town to try to lower the 
prices that we have given them. I am con- 
vinced that the house plan service is one of 
the most important parts of the organization 
of an uptodate retail lumber yard today.” 

On the subject of yard stock and side-lines, 
Mr. Beil remarked that the company is paying 
more attention than in the past to side-lines 
that naturally should make up part of the stock 
of a well balanced yard. In accordance with 
this policy, a complete stock of paint has been 
put in. 

“We find we can sell paint right along with 
the lumber,” said Mr. Beil, “making a nice 
profit with very little sales effort. We are 
careful not to overstock on any of our side-lines, 
such as paint, hardware, glass, insulation, wall- 
boards, and certain other building materials, so 
that all these are turned over from eight to 
ten times a year, giving us a nice little profit 
without tying up very much money.” 

In concluding the interview, Mr. Beil ex- 
pressed a sound business creed for these times, 
saying : 

“We find that the most essential thing is just 
to keep plugging hard every day. Nothwith- 
standing all the depression talk one hears, there 
still are many good prospects, and the fellow 
that gets to them first, tells them the straight 
of things, and keeps first at all times the ideal 
of quality, rather than thinking most about 
price, will in the end get his share, and that is 
all that anyone can reasonably expect to do.” 





The Tax Burden and the Farmer 


According to a bulletin of the National As- 
sociation of Real Estate Boards, a ruler of 
Greece more than a thousand years ago was 
assailed with complaints of the tax burdens and 
was constrained to offer “farm relief,” at least 
in a limited way. This bulletin, quoting from 
chapter 15’ of “Oeconomica,” says: 

Pisistratus, son of Hiprocates, ruler of 
Athens in the last part of the fifth century, 
believed in encouraging farm life and under- 
took many measures to keep his people out 
of the cities. He even advanced money to 
the poorer people to help them make their 
living from agricultural pursuits, but he did 
tax them one-tenth of what they produced. 

And folks complained as bitterly then 
about this 10 percent tax as they now do 
about the much higher taxes that present 
day property owners pay. 

The story goes that Pisistratus, following 
his policy of trying to keep the farmers even 
from visiting the cities for necessary pur- 
poses, instituted local courts and sallied forth 
himself into the rural sections to settle dis- 
putes. During these trips the ruler inspected 
the countryside carefully and one day he saw 
a man named Hymettus cultivating the spot 
that was afterwards ealled “The Tax Free 
Farm." Hymettus was working very hard 
in the hot sun, and Pisistratus sent an at- 
tendant to ask the worker what he got out 
of his plot of land. 

“Aches and pains,” stormed the farmer, not 
knowing the ruler was near, “and that’s what 
Pisistratus should have for his taxes,” and 
Pisistratus was so impressed that he granted 
Hymettus exemption from all taxes. 

Pisistratus, who was the first person in 


Greece to collect a library, died in 527, 
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To Investigate Washington Forest Tax Problem 


SPOKANE, WASH., May 29. 
vestigate the forest tax problem in eastern 
Washington, with a view to taking ultimate 
action for preservation of forest resources, was 
made at a conference of lumbermen, county, 
State and Federal officials, college professors 
and others at the Davenport Hotel here last 
Tuesday. Fifty-three attended from Washing- 
ton, Idaho, Montana and Oregon. 

It was resolved to pursue the investigation 
through a committee to be appointed by R. L. 
Bayne, sales manager of the Weyerhaeuser Sales 
Co. and chairman of the timber products bureau 
of the Spokane Chamber of Commerce, who 
presided. This committee will include one rep- 
resentative from each county, and one each from 
the following organizations: Chamber of com- 
merce, forest schools, private timber owners, 
cut-over land owners, Federal Government, agri- 
cultural interests, grazing interests, county ag- 
ricultural agents and sportsmen’s associations. 
Representatives of other organizations will be 
included as the committees sees fit. The com- 
mittee is to collaborate with north Idaho repre- 
sentatives of similar interests. 

The consensus of the conference was that pri- 
vate interests can not afford to own reforesta- 
tion land unless taxes during the growing 
period are merely nominal; that only the best 
lands can be held permanently by private in- 
terests; that much marginal forest land is not 
suitable for a lumber crop, but should be pro- 
tected from fire to preserve watersheds, hold the 
soil in place, provide grazing areas, and for 
recreational areas. 

That the State or Federal Government should 
permanently own the marginal forest lands and 
protect them; that no effort should be made to 
reforest for commercial uses every available 
acre, because there is not a sufficient market for 
lumber. 

It was agreed the present policy of the coun- 
ties in selling tax delinquent timber lands is 
bad. Such lands are purchased for the value 
of the second growth timber, the timber is cut, 


New Red Cedar 


SEATTLE, Wasu., May 29.—The Red Cedar 
Shingle Bureau makes an important announce- 
ment to the trade in the following : 


Decision to in- 


Copies of the new grading rules for red 
cedar shingles are on the press and will be 
available shortly. These rules become effec- 
tive July 1 and will cover shingles manu- 
factured in Washington, Oregon and British 
Columbia 

Undoubtedly many lumbermen are wonder- 


ing exactly what are the changes and why 
they are necessary. 

We can now let you into a secret. The 
principal reason for the change is because 
if we put them into effect the fire under- 


writers are willing to call off their dogs and 
to raise no objection to the use of quality 
shingles on homes in uncongested districts 
of a city. The new building code of the 
National Board of Fire Underwriters will no 
longer carry a clause prohibiting wood shin- 
gles within the city limits and the appendix 
of the code will contain a clause providing 
for the use of quality shingles, which the 
city is advised it may use if it desires to 
permit them. 

All this, provided we manufacture and pro- 
mote the use of first grade edge grain shin- 
gles for roofs and that we certify and iden- 
tify such shingles by label. The voor grades 
must also be identified as such and all 6/2 
shingles eliminated. This is the basis of the 
new grades: All No. 1 grade are edge grain 
5/2 and thicker and the other grades are to 
be marked or branded No. 2 grade and No. 3 
grade, except that in the No. 2 grade the 
16-inch 5/2 shingle and the No. 2 grade 16- 
inch 5/2 dimensions, which are to be 100 


percent clear, the grade number will be 
omitted and such shingles will be branded 
“mixed grain.” These changes are not so 


and the land once more is allowed to revert to 
the county. No taxes are paid on it and the 
only return the county gets is the’ small price 
paid at forced sale for the land. 

The hopeful view expressed by George C. 
Joy, State forester, that the reforestation prob- 
lem would work itself out naturally and that 
not much of anything need be done about it, 
made him the butt for polite but sharp criticism. 

Maj. Evan W. Kelly, United States regional 
forester, Missoula, Mont., said: “I would sleep 
better some nights if I was as optimistic as Mr. 
Joy. It’s true if we wait long enough and if by 
some miracle there is a change in the practices 
of human beings, the forests will be restored. 
But we can hardly afford to take that chance. 
We must have some definite and concrete pro- 
grain in operation.” 

Prof. E. F. Dummeir, of Washington State 
college, and others also rapped Mr. Joy’s will- 


Some of the forestry experts who gathered to discuss their problems. Left to Right: M. H. 


ingness “to let nature do it.” 

Mr. Joy explained that under present Jays 
counties can convey timberlands to the State 
while retaining a large equity in proceeds of 
timber, grazing, minerals, or oil. Counties are 
reluctant to let go of the lands because of their 
hope of getting taxes from them. 

Almost every one present participated in the 
discussion, which was led by Maj. Kelly; M, }. 
Wolff, assistant regional forester, Missoula; F. 
T. Allen, secretary, Western Forestry & Cop. 
servation Association, Portland; N. W. Dyr. 
ham; County Commissioner Alvin H. Collin 
Spokane; County Commissioner V. P. Camp- 
bell, Pend Oreille County; Mr. Joy and Rob- 
ert L. Jones, Spokane. 

Kk. W. Thorpe, secretary of the Spokane tim- 
ber products bureau, acted as secretary. Mr, 
Thorpe will carry out the preliminary investi- 
gations to be outlined by the committee. 





Wolff of Missoula, assistant regional forester, United States Forest Service; J. E. Ryan; E. T. 


Allen of Portland, forester, Western Forestry & Conservation Association; 


Roland L. Bayne, 


chairman of the timber products bureau and sales manager of Weyerhaeuser Sales Co.; A. J. 

Feury, University of Idaho, Moscow; Maj. Evan W. Kelly, Missoula, forester district No. 1, United 

States Forest Service; E. H. Steffen, forestry department, Washington State college; Emanuel 
Fritz, Berkeley, Calif., professor of forestry, University of California 


Shingle Grading Rules Announced 


radical as might seem—the No. 1 grades of 
24, 18 and 16-inch lengths are the old Royals, 
Perfections and XXXXX or Perfects; the 
No. 2 grades, the No. 2 Royal 16-inch clear, 
the No. 2 Perfection 12-inch clear and the 
extra clear (now raised to 100 percent clear); 
the No. 3 grades, the No. 3 Royal 10-inch 
clear, a new grade of No. 3 Perfection 8-inch 
clear, and the 10-inch clear (now raised to 
practically the 5/2 Star-a-Star). 

Everybody is familiar with the damage 
done to our markets by the position taken 
by the fire underwriters in the past and the 
use made by our competitors of such prop- 
aganda in order to sell their product, both 
in the form of advertising copy and through 
salesmen stressing the so-called fire hazard 
of wood shingles. As part of the program 
application was made to the bureau of stand- 
ards of the United States Department of 
Commerce for a commercial standard of 
quality based on 5/2 edge grain as a mini- 
mum, enabling us to certify by a label to be 
issued by the Red Cedar Shingle Bureau that 
the shingles bearing the label meet all the 
requirements of the United States commer- 
cial standard. This will not only meet the 
demand of the underwriters but will greatly 
increase consumer confidence in our product. 
Over 85 percent of the shingle machines have 
signed acceptance with the United States De- 
partment of Commerce and the standard will 
shortly be promulgated. 

In order to simplify manufacturing prac- 
tice, the United States commercial standard 
was established on the square pack; that is 
to say, enough shingles contained in the unit 
to lay 100 square feet at the prescribed 
weather exposure. To pack No. 1 grades by 
the square and other grades by the thousand 
would cause confusion, so the manufacturers 
decided to make everything uniform and pack 


all shingles by the square. This will not only 
simplify the manufacturers’ problems, but 
will place wood shingles in direct price com- 
parison with other roofing, which are all sold 
by the square. 

We have tried to explain the reasons for 
the changes that are being made as we be- 
lieve these are good and sufficient. We need 
and solicit the sympathetic support and as- 
sistance of the trade in putting this program 
into effect. Red cedar shingles are sold ex- 
clusively through the retail lumber dealer 
and it is not the wish of the manufacturers 
to do anything that might make it harder 
for the retailer to sell our product. How- 
ever, we feel that now we have explained 
the reason, all lumbermen will assist us to 
make the program effective. We must apolo- 
gize for any inconvenience which this change 
may cause, figuring that this is your contri- 
bution to a cause which warrants your sup- 
port. 


Lumberman Hurt; His Wife 
Is Killed 


PoRTLAND, OrE., May 30.—H. D. Langille, 
one of the best known timber land operators 
in the Pacific Northwest, was seriously injured 
and his wife was killed when his automobile 
plunged off a highway bridge at the edge of the 
town of Reedsport, on the Oregon coast, 
Thursday afternoon, May 28. Mr. Langille 
was brought to St. Vincent’s Hospital here and 
his condition is favorable. Mrs. Langille was 
pinned under the car. The Langille home }5 





at 771 Montgomery Drive and Mr. Langille’s 
offices are in the Spalding Building. 
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Sending Out Recommended Standard for Plywood 


Wasuincton, D. C., June 1.—Harry H. 
Steidle of the division of trade standards, 
United States bureau of standards, is sending 
to plywood manufacturers, distributers and con- 
sumers copies of the recommended commercial 
standard for plywood, which grew out of the 
general conference on the standardization of 
grade rules for plywood held April 9 at the 
Palmer House, Chicago. 

The recommended standard is being circu- 
lated for acceptance and use in every day trade. 
The purpose of this commercial standard, it is 
pointed out, is to provide a common basis of 
understanding in the trade and definitely ex- 
pressed rules for the several grades of various 
species. 

All those interested are requested to indicate 
their acceptance on an enclosed printed form 
and return the paper to the Department of 
Commerce. General acceptance is necessary in 
order to make the proposed commercial stand- 
ard effective. 

The Chicago general conference was presided 
over by Mr. Steidle, while Alexander D. King, 
commissioner of the Plywood Manufacturers’ 
Association, outlined the desirability of a high 
quality standard and understandable terms as 
a base line of operations for the plywood in- 
dustry. 

The proposed standard was thoroughly dis- 
cussed in the meeting and numerous construc- 
tive changes made in the tentative form laid 
before the meeting. The outstanding decision 
of the conference was that of adhering to only 
one system of designations for the several 
grades. In the original proposal it was thought 
necessary to apply the terminology used in 
some species, namely, select, standard and 
common, along with that used for other species, 
designating the grades as A, No. 1, No. 2 and 
No. 3. 

The possibilities for confusion and misunder- 
standing in this dual system met with strong 
opposition especially from representatives of the 
consuming industries, in which furniture leads. 
Furniture representatives strongly urged the 
importance of avoiding confusion and mis- 
understanding and finally moved the adoption 
of the more explicit of the two grade designa- 
tions—A, No. 1, No. 2 and No. 3. 

The general consensus in the conference was 
decidedly favorable to the adoption of a high 
standard of quality for the manufacture, sale 
and use of plywood, and it was unanimously 
voted “to approve for recommendation to the 
entire industry the commercial standard grad- 
ing rules proposed by the Plywood Manufac- 
turers’ Association with the adjustments as 
made.” 

Production and sale of plywood under the 
commercial standard will become effective 30 
days after formal acceptance by the industry. 

The conference likewise voted its approval of 
the certification plan for application to plywood 
made in accordance with the commercial stand- 
ard specifications. The plan operated by the 
national bureau of standards provides for the 
listing of those companies that are willing to 
certify to their customers that given shipments 
ot plywood made by them meet all the grade 
requirements appearing in the commercial 
standard. 

A standing committee was appointed to rep- 
resent the various interests of the plywood in- 
dustry and to receive all comments and sug- 
gestions for the improvement of the commercial 
standard. No definite interval was fixed for 
revision, but the committee may meet at the 
call of the chairman when revision appears 
necessary. The standing committee approved 
by the conference consists of : 

_Col. E. V. Knight, chairman, New Albany 
Veneering Co., New Albany, Ind. 

N. M. Willson, Pearl City Plywood Co., 


Jamestown, N. Y. 
Charles Perry, Perry Plywood Corporation, 
High Point, N. C. 


Harry E. Kline, 
Louisville, Ky. 

W. E. Perry, Algoma Panel Co., Algoma, 
Wis. 

Lawrence Ottinger, U. 
New York City. 

Dr. A. P. Haake, National Association of 
Furniture Manufacturers, Chicago. 

Roscoe R. Rau, National Retail Furniture 
Association, Chicago. 

R. J. Williams, Ichabod T. Williams & 
Sons, New York City. 

Harry H. Steidle, ex-officio secretary, na- 
tional bureau of standards, Washington, 
D. G 

Others will be appointed on the standing 
committee to represent the American Institute 
of Architects, the furniture manufacturers, the 
Radio Manufacturers’ Association (Inc.), and 
the National Millwork Institute. 


Depends on Voluntary Co-operation 


Recipients of the recommended commercial 
standard are advised that the Department of 
Commerce has no regulatory powers to enforce 
adherence to commercial standards. Instead, 
this waste elimination program is based on 
voluntary co-operation and self-government in 
industry. Therefore, to make this specific 
standardization operate as a satisfactory ex- 
ample of self-government, it is highly desirable 
that it be kept distinct from any plan or 


Louisville Veneer Mills, 


S. Plywood Co., 


method of governmental regulation or control. 
Furthermore, it will be successful according to 
the degree to which manufacturers, distributers 
and purchasers adhere to its terms and con- 
ditions. 

They also are reminded that the Department 
of Commerce co-operates only on the request 
of the industry and assumes no responsibility 
for industrial acceptance or adherence. This 
program was developed by the industry on its 
own initiative. Consequently, its success de- 
pends wholly on the active co-operation of those 
directly concerned. 

Discussing the acceptor’s responsibility, the 
announcement says: 


You are entering into an entirely volun- 
tary arrangement, whereby the members of 
the industry—the distributers and consumers 
of the product and others concerned—hope 
to secure the benefits inherent in commercial 
standardization. Those responsible for this 
standard realize that instances may occur 
in which it will be necessary to supply or 
purchase items not included therein. The 
purpose is, however, to secure wider sup- 
port for nationally recognized standards cov- 
ering grade, quality and other character- 
istics of products. Consumers can make the 
program a success if, in their purchasing, 
they will make a definite and conscientious 
effort to specify in terms of this commercial 
standard. 


Southern Pine Statistical Position 


New Oreans, La., June 1.—Through a com- 
pilation of reports from 326 mills, 184 small 
and 142 large, on production, and 120 large mills 
on stocks, Secretary H. C. Berckes, of the 
Southern Pine Association, has been enabled to 
present an intelligent answer to the questions: 
“How much below normal is current produc- 
tion?” “What percentage of normal production 
is shut down?” and “How much have stocks 
been reduced from a year ago?” This informa- 
tion he has presented in a table that is more 
complete than the one that was presented by 
him at the meeting of manufacturers in Laurel, 
Miss., and reproduced in the May 30 issue of 
the AMERICAN LUMBERMAN. That compilation 
covered reports of only 127 mills. 

As will be seen from accompanying table, 184 
small mills are now producing but one board 
foot where normally they would produce 3%. 
The. 142 large mills are producing one board 
foot where normally they would produce two, 
and the industry is producing one board foot 


where normally it would produce 2.2. 

In his report to the subscribers, Mr. Berckes 
says that at the current rate of output the small 
mills have relatively 20 days’ production in their 
stocks, while stocks of the large mills represent 
90 days’ production. Normally stocks generally 
would represent 65 days’ production; so, fig- 
uratively speaking, the small mill stocks are 
short 45 days of a normal supply and large 
mills have an oversupply of 25 days. Mr. 
Berckes also calls attention to the fact that pro- 
duction for the first 21 weeks this year is 34 
percent less than in the corresponding period of 
1930, with shipments 23 percent under and or- 
ders 24 percent under the same period a year 
ago. In these 21 weeks shipments were 8 per- 
cent and orders 7 percent greater than produc- 
tion. Mr. Berckes concludes from this state- 
ment and from the figures analyzed and pre- 
sented in the accompanying table that “the in- 
dustry enjoys a sound statistical position despite 
its economic handicap.” 


SOUTHERN PINE PRODUCTION AND STOCKS 


Production for 326 Mills: 
Gross Stocks for 304 Mills: 


184 Small Mills by States, and 142 Large Mills 
184 Small Mills by States, and 120 Large Mills 


1. Relation of Current Production to Normal. 


Showing: + * 


Normal Production. 


Normal Production of Mills Shut Down and Its Relation to Total 


3. Relation of Gross Stocks on Hand May 1, 1931, to May 1, 1930. 


———Monthly Production——, -——-Shut Down——, ——————-Grross Steoecks————_——_, 





NORMAL CURRENT . 
, Ss 
* = _ 33 
ise} a) 8 9 
2 - mn SE Sx 
STATE os : by 8 sa 
2m ky, my SZ Ax 
Alabama 72 35,360,000 12,365,000 35 12 
Arkansas 1s 6,178,060 4,480,000 73 .. 
Florida . 11 8,975,000 1,623,000 41 38 
Georgia 2 2,000,000 900,000 45 .. 
Louisiana 13 =8,070,000 1,677,000 21 9 
Mississippi . 53 24,793,000 3,410,000 14 22 
Oklahoma 6 5,430,000 1,300,000 24 1 
Texas ..... 9 5,530,000 1,400,000 25 38 
Small Mills.184 91,336,000 27,155,000 30 50 
Add-—Large 
Mills ....142 317,013,000 158,570,000 50 17 
Total ...326 408,349,000 185,725,000 45 


*Increase, 








7 63,865,000 16 304 1,176,983,000 1,074,199,000 9 
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9,675,000 27 72 141,236,000 93,843,000 34 
verre cre a. oe 18,218,000 11,966,000 34 
1,240,000 31 11 6,117,000 4,796,000 22 
rr eT es 2 12,200,000 5,900,000 52 
4,970,000 62 13 31,670,000 21,868,000 31 
8,920,000 386 53 89,768,000 52,484,000 41 
1,500,000 28 6 26,211,000 16,547,000 37 
2,480,000 45 9 14,570,000 8,091,000 45 
28,785,000 32 184 339,990,000 215,495,000 37 
35,080,000 11 120 836,993,000 


858,704,000 3* 
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Wasutncton, D. C., June 1. Following is the National Lumber Manufacturers’ Association report for the week ended May 23, and for sto 
twenty weeks ended that date, covering mills whose statistics for both 1931 and 1930 are available, and percentage comparison with statistics of , 
identical mills for the corresponding period of 1930: 

ONE WEEE No. of Percent Percent Percent 
Softwoods: Mills Production of 1930 Shipments’ of 1930 Orders of 1939 - 
Southern Pine Association...... ee eee eeeees 120 32,080,000 71 33,369,000 80 30,324,000 79 Wa 
West Coast Lumbermen’s Association........ 195 114,963,000 70 117,081,000 73 99,303,000 69 N 
Western Pine Manufacturers’ Association... 60 33,375,000 64 28,413,000 75 25,839,000 72 He 
California White & Sugar Pine Mfrs.’ Assn.. 24 16,240,000 63 17,010,000 89 13,869,000 85 

Northern Pine Manufacturers’ Association.. 7 5,392,000 87 3,019,000 71 3,103,000 100 — 
Northern Hemlock & Hardwood Mfrs.’ Assn. 1% 2,741,000 114 1,563,000 51 1,262,000 73 

North Carolina Pine Association............ 11 1,530,000 72 4,029,000 91 1,779,000 124 

WEE BOTLWONES cc cccvctcdceccerossescene 166 209,321,000 69 204,484,000 75 178, 179, 000 73 
Hardwoods: 

Hardwood Manufacturers’ Institute....... es 204 17,204,000 60 21,026,000 90 20,839,000 103 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 1s 2,105,000 41 1,627,000 54 1,359,000 54 by 

rE on ae eos auaneesen seaecsose Sam 19,309,000 57 22,653,000 86 22,198, 000 97 i 

SEE ARE RE RE aie 670 228,630,000 68 227,1! 37,000 76 200, 677,000 75 83 
TWENTY WEEKS Mills lee 
Softwoods: Reporting* 19: 
Southern Pine Assoclation...........-eeeeee+ 122 699,574,000 66 756,546,000 77 752,619,000 77 det 
West Coast Lumbermen’s Association........ 195 2,047,113,000 64 2,152,854,000 72 2,154,728,000 73 05! 
Western Pine Manufacturers’ Association.... 61 193,872,000 64 550,264,000 78 528,703,000 77 "7 
California White & Sugar Pine Mfrs.’ Assn.t. 2h 113,227,000 73 217,006,000 82 207,8 844 000 73 
Northern Pine Manufacturers’ Association... 7 50,388,000 75 96,839,000 75 55,960,000 83 tot 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 32 10,485,000 67 25,872,000 67 26,611,000 65 , 
North Carolina Pine Association............. +4 $9,339,000 67 95,301,000 91 80,402,000 80 és 

I I 5g tl Ghat aa eadieaniolsion 176 3,533,998,000 65 3,854,678,000 75 3,806,867,000 75 lui 
Hardwoods: a ne : er 
Hardwood Manufacturers’ Institute.......... 176 322,995,000 57 381,802,000 77 383,368,000 81 for 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 22 73,107,000 54 $9,226,000 62 17,783,000 67 tu 

WE DONINEOOS. oo ccc ks dentanwandeeonves 18 396,102,000 56 131,028,000 75 131,151,000 79 ye 

pee ipnlebedeeniaarpenclaysaoeerdie 652 3,930,100,000 64 1,285,706,000 75 4,238,018,000 75 ur 

*Average Weekly number, +t Fourteen weeks. 

Li 
W ‘| Distributi Southern Pine R 
est Coast Rail Distribution outhern Pine Report 
R 
ere : ; . : New Or-eans, La., June 1.—For the week N 

Seattte, Wasu., May 29.—The following statement of W est Coast rail shipments by States ended May 23, Saturday, 138 mills of total C 
for April, with percenage of increase or decrease as compared with April of 1930, was prepared capacity of 136 units (a unit representing an ~- 
by the industrial facts department of the West Coast Lumbermen’s Association, the footages | average monthly output of 1,500,000 to 2,000,000 ~ 
being based on an average of 27,000 feet a car: feet between Nov. 1, 1927, and Oct. 31, 1930), ey 

ri : tx — _— ee ee report as follows to the Southern Pine Asso- N 
I housand ine or | 1 houanm . - oF — ig ciation: Pet. of output Se 
“ee ec ee ec, . . oO 
Pacific Coast | Middle West Southeast 3-year Ac- 

Washineton.. 22,005 32.9 North Dakota 3,456 26.9 Kentucky ... 270 23.1 Production— Carst Feet Ave. tual 

Oregon ..... 11,529 23.2 South Dakota 4,185 23.6 | Tennessee .. 135 44.4 Aver. 3 years. ... 56,236,000 rr emails ai 

California .10.557 36.2 Minnesota .. 11,178 9.3 | W. Virginia. 243 50.0 i ee ... 35,481,000 63.09 ee 

Nebraska 6,048 20.0 Virginia .... 324 36.8 Shipments* ....1,735 36,435,000 64.79 102.69 

Total 14,091 31.50 Lo errr 8,019 14.8 No. Carolina. D4 | Orders 
Iowa . Boe 6,777 14.9 So. Carolina. teceived* OR 22.796 - - ant 
Mountain ot REET gd, 6102 39.4 | } a: + papa 57 hee | mag lat ngs ney 33,726,000 59.97 95.05 

TMD +50: eee 36.6 mansas ..... 5,546 aa ho ord * daeads St +500 | weekt ..... 4,292 90,132,000 .... .... 

aano ° ° ” ’ . 4 « « _— #s¢@¢0e ~€8689 

Wyoming ... 2.295 — 7.6 Total ..... 51,111 11.01] Mississippi. ...°: ame tCar basis is 21,000 feet. 

Nevada ..... 1,080 <5 6 |New England Total , 34 ee 0 9 *Orders were 92.56 percent of shipments. fi 

Utah — 215 52 t Connecticut 13g —23.8 ME. 8 eo as tan ; a tOrders on hand at above 138 mills showed d 

7 — nee ae ae te: 13 I nese staan ames t North Atlantic . Bay a of — percent, or 2,709,000 feet, ; 

0 , , ob tT le. ss setts S6 oni aurin e we ° 
New Mexico $91 —63.7 se 243 18:9 | New York... 1,539 —26.0 ad —_ 
- N.H hire 89 L750 Pennsylvania 918 —61.8 
Total ..... 15,957 $9.63 | ——— ee +333.3 | Maryland ... 54 —75.0 
Southwest Delaware ... ..... ara W + re S | 
— ” or @ s 4 =: Vv 

Missouri .... 11,691 —45.1 Total ..... 1,701 —25.88 a w Jersey... +0 09.0 estern Fine ummary v 

Arkansas . 270 85.1 | Central D. Cc i 27 Cc 

Oklahoma : 3,699 68.3 Michigan ... 2,997 —41.6 eae higher i: a oo teks [Special telegram to AMERICAN LUMBERMAN] N 

Te s +e 5,724 70.7 Indian: iterate —77.3 Tot: 9 942 74 ; . om , . ® 

po Se aeshss | tare m= ~~ goad Bicheina 3.051 39'9 Potal ..... 2,943 17.34 PORTLAND, Ore., June 3.—The Western Pine d 

-—- | — — UNITED Manufacturers’ Association reports as follows N 
Total .. 21,384 60.75 Total ..... 6,858 50.201 SEATES ...... 130,140 —40.35 | on operations during the week ended May 30: 
Total number of mills reporting, 89: : 
| Actual production for week..... 34,002,000 D 
cc B D li 4 DIU, ag Po i oa ang ta oa Bigs 28,676,000 
ensus Dureau VeCciivere rices | Orders received ................ 26,570,000 
: . a aa | Report of 60 mills: , 

Wasuincton, D. C., June 1—The Department of Commerce has secured through the bureau | Operating capacity ............-. 69,071,000 
of the census the following prices, per thousand for lumber items and per hundred square feet for | pen gill ME mig —_ toa all aa eer eas 
shingles, as the average paid May 1, by contrators for material delivered on the jo ing | oe enn ares oe ahh 

: aa , Job, these being | peport of 82 mills: 
selected from the complete list: Averame production 41.068,000 
vaeme, 1x4” Shingles, Extra | Unfilled orders ................ 107,198,000 
No.1 Dimension, Common 10 tol Clear, 16”, 5/2 Stock on hand—May 30 1,235,629,000 0 
S1S1E, 2x4—16 Boards Southern Tiitne Roricnen coat sy ain 
Southern Douglas 1x6” pine fir Red | Identical mills reporting, 60: n 
pine fir No. 1 “C" eg. No.2v.g. Cedar Cypress | production— ] 
New Haven, Conn........... béwer ives $10.00 $32.50 eens cree $5.60 eal Operating eS 69,071, 000 \ 
New Bedford, Mass. ...... cere ee 35.00 35.00 tees $72.00 6.15 reas | Average for 3 previous years.. 51,505,000 
Poughkeepsie, N. Y............. a 15.00 10.00 aie Raees hati | ere i : 
i" 5 dh GEES ReRet $29.00 15.00 37.00 $75.00 80.00 4.50 ee Week ended Week endes 
NE ne  ehawe 15.00 eee 50.00 85.00 bei 6.00 ae : _ May 30,1931 June 1, 1 e+ 
I Bs oo ccs ai anwua ewes 15.00 10.00 37.50 80.00 80.00 6.40 "cet | | Actual for week.. 30,707,000 Od bytes 
Philadelphia, Pa. .............. 35.00 10.00 37.50 75.00 72.50 6.60 $7.75 | Shipments ........ py he ge 34,609,008 ( 
sail pal ddd 26 00 1°00 30°00 — ate — ‘ | Orders received..... $,835,000 34,752,000 | 
Terre Haute, Ind pe ce resecevcces 42.00 $2.00 ata 70.00 60.00 5.00 ’ | | Identical mills reporting, 80 
Loulaville, Ky.....ccccccccccece 39.00 ne 34.00 70.00 ea 5.40 
MEISWOUNEG, Wikis cicccccccsccvecs a 30.00 30.00 70.00 ae 3.50 | Production e ‘ re HNO 
ace 36.50 38.00 10.00 55.50 59.50 1.40 Average for 3 previous years.. 40,676,00 
AR Serre ee 38.50 38.50 arta 68.00 75.00 4.40 Week ended Week ended 
St. Paul, Minn........-.cccceees sare 47.00 15.00 eee 75.00 1.00 | May 30,1931 June 1, 1930 
Los Angeles, Calif Tae cane 31.50 30.50 Age, 3 54.50 4.40 Unfilled orders..... 106,860,000 134,056,000 
San Francisco, Calif............ is 27.00 27.00 erates 50.00 7.50 viele | Gross stocks on 
eae ee wre 16.00 16.00 a cis 38.00 2.25 wae. OS Er ae 1,218,360,000 1,256,809,000 
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AMERICAN LUMBERMAN 


Relation of Unfilled Orders to Stocks 


Wasuincton, D. C,, 
stock footage May 


Association— 
Southern Pine Association......... eer 
West Coast Lumbermen’s Association. ere 


Western Pine Manufacturers’ Association. wine ie asc 
Northern Pine Manufacturers’ Association...... 
Hardwood Manufacturers’ Institute............ 





eee 


June 1.—Following is a statement for five associations of the gross 
23, and the percentage relationship of unfilled orders to stocks: 


Orders of 
No. of Gross Unfilled Stocks— 
Mills Stocks Orders Percent 
. 116 827,958,000 84,084,000 10 
. 165 1,429, li 55,000 331,102,000 23 
a 83 1'253,5 528,000 106,132,000 8 
¥ q 266,036,000 18,644,000 q 
‘ 161 9 10:730,000 33,767,000 14 





Census Bureau Gives 1929-1930 Lumber Cut 


Wasuincton, D. C., June 4.—Data collected 
by the census bureau, in co-operation with the 
Forest Service, indicate that the lumber cut of 
839 identical mills—each having sawed 5,000,000 
feet, board measure, or more either in 1930 or 
1929—amounted to 16,034,401,000 feet in 1930, a 
decrease of 23.9 percent as compared with 21,- 
059,233,000 feet in 1929. 

These mills contributed 57.1 percent of the 
total cut of all mills which reported for 1929. 

The census bureau points out that it is prob- 
able that the percentage of decrease in the total 
lumber production last year was considerably 
greater than that indicated by the above figures, 
for the reason that they are compiled from re- 
turns made by mills which were active in both 
vears, whereas the number of idle mills was 
undoubtedly much larger in 1930 than in 1929, 


Lumber Cut, by Regions, for 839 Identical Mills: 1930 and 1929 


The following statement presents statistics, by 
important regions, for these 839 mills, for 1930 
in comparison with 1929. Every one of the mills 
covered by this statement was active during all 
or a part of each year. 

The census figures correspond closely to the 
reports of the National Lumber Manufacturers’ 
Association as published in the National lumber 
trade barometer. The barometer totals showed 
a decline of 23.4 percent in the reports of 679 
mills whose production in 1930 aggregated 
14,388,807,000 feet, against 18,775,286,000 feet in 
1929. 

On the basis of these comparisons the statis- 
tical department of the N. L. M. A. has esti- 
mated 28,000,000,000 feet as the total production 
of all mills in 1930, although the census figures 
taken mostly by mail for 1930 may not show 
quite so complete a fig- 
ure. The comparison 





— PR. tema is made with the de- 
No. 0 nerease (4 > : —eenmean ola 
Mills Re- Quantity (M “ b.m.) or cennial census totals for 
REGION porting 1930 1929 Decrease (—) 1929, which are more 
Northeastern States....... 12 138,689 186,381 —25.6 complete than the re- 
ek a 56 163,111 trey —33.7 sults 0 iInterveni 
Southern States .......... 303 4,275°723 303 —39'9 — for intervening 
North Carolina Pine States 74 657,660 836 "816 —21.4 years. 

Cs BEGAON ook cece ews sss 65 973,238 256.557 —32.6 30th the census fig- 
North Pacific States....... 256 7,422,276 9,747,363 —23.9 ires for 1930 and those 
South Pacific States....... 33 930,883 1,315,530 — 29.2 a 7 | N 1. 4, ry 
No. Rocky Mountain States 30 982,258 1,170,361 —16.1 or the N. ~ ee 
So. Rocky Mountain States 8 154,814 270,930 —42.9 barometer are for the 
CERCF TEOSOS cevcscvecsces 2 35,754 33,204 » 7.9 larger mills of the 

United States... ..sice. 839 16,034,401 21,059,233 —23.9 country. 





Sales Make 98 


[Special telegram to 
_Wasnincton, D, C., June 4.—Five hundred 
tor the week ended May 
duction aggregating 207,564,000 feet, 


Softwoods— 

Southern Pine Association 
West Coast Lumbermen’s Association 
b+ Pine Mfrs. Association. 
Calif. White & Sugar Pine Mfrs. ‘ASsn 
Northern Pine Mfrs. Association 
Northern Hemlock & Hardwood Mfrs. Assn 
North Carolina Pine Association.. 


Totals, softwoods.......... ee 
Hardwoods— 
Hardwood Manufacturers’ 


Totals, hardwoods........... cow 


ee 
Northern Hemlock & Hardwood Mfrs. Assn.... 


of Cut 


Percent 


AMERICAN LUMBERMAN] 
and sixty-one softwood mills of seven associations 
30 reported to the National Lumber Manufacturers’ 
shipments, 
The week's figures for production, shipments and orders follow: 


Association pro- 


222,765,000 feet, 203,014,000 feet. 


and orders, 















Southern Pine Costs 


New Orveans, La., June 
Pine Association's cost statement for March 
gives the average cost per thousand feet, board 
measure, of producing and shipping southern pine 
lumber, not including interest on loans or in- 
vested capital. This report—covering 65 mills 
operating 81 units that produced 118,761,122 feet 
—shows that the average total cost per thou- 
sand feet for that month was $22.58. This is a 
decrease of $1.06 below the average cost for 
February, which on a production of 108,389,224 
feet was $23.64, and a decrease of $2.43 from 
March of last year, which on a production of 
202,033,186 feet was $25.01. The average cost 
lor the first three months of 1931 was $23.36 on 
a total production of 333,261,737 feet, compared 
With $25.66 on a production of 581,547.144 feet 


1.—The Southern 


No. of 
Mills Production Shipments Orders 
<4 122 32,434,000 39,396,000 11,475,000 
an 220 112,830,000 127,579,000 108,447,000 
ro 89 34,002,000 28,676,000 26,570,000 
es 24 16,732,000 17,122,000 18,707,000 
ne 7 $51,000 2,322,000 2 388,000 
im 17 1,903,000 1,235,000 1,001,000 
= $2 5,812,000 6,435,000 4,426,000 
os 561 207,564,000 222 765,000 203,014,000 
os 197 1% ,154,000 20,288,000 19,632,000 
“0 17 ,108,000 1,713,000 1,453,000 
= 214 19, 262 2,000 22 001,000 21,085,000 
for 1930. Of the 50 concerns whose mills are 


included in this report, 24 showed costs less 
than the average. The figures for the entire 
number show a spread from.a low of $16.04 to 
a high of $33.86. 





. . 

Week's Loadings of Revenue Freight 

A report of the car service division of the 
American Railway Association shows that 
the revenue freight loadings for the week 
ended May 23, 1931, totaled 755,071 cars, as 
follows: Forest products, 33,6438 cars (a de- 
crease of 231 cars below the preceding week); 
grain, 36,581 ears: livestock, 20,018 cars: 
coal, 116,733 ears; coke, 6,625 cars; ore, 20,730 
cars; merchandise, 222,300 cars, and miscel- 
laneous, 298,441 cars. The total loadings dur- 
ing the week ended May 23 show an increase 
of 7,709 cars above the week immediately 
preceding 


41 
West Coast Review 


[Special telegram to AMERICAN LUMBERMAN] 


SEATTLE, WaASH., June 3.—The 220 West 
Coast Lumbermen’s Association mills giving 
production shipments and orders during the 
week ended May 30 reported: 

Production 112,830,000 
Shipments 127,579,000 13.07% over production 
Orders 108, 447,000 3.88% under production 

A group of 342 mills whose production re- 
ports of 1931 to date are complete, reported 
as_ follows: 

Average weekly operating capacity 298,249,000 
Average weekly cut for 21 weeks— 

Ch eS POO Er Pe mee 158,600,000 

IG “L.tacay bp bee enn nee rakorwene 123,413,000 
Actual cut week ended May 30... 131,872,000 

A group of 220 mills whose production for 
the week ended May 30 was 112,830,000 feet, 
reported distribution as follows: 


Unfilled 
yoy open Orders Orders 
se 41,379,000 32,727,000 93,984,000 
Domestic 
cargo ... 53,574,000 $7,900,000 181,900,000 
Export ... 22,237,000 17,431,000 105,103,000 
Local 1¢ 38 9,000 10,389,000 pete enna 








380,987,000 
A group of 194 mills, whose reports of pro- 
duction, shipments and orders are complete for 
1930 and 1931 to date, reported as follows: 
Week ended Average for 21 weeks 
May 30,1931 1931 1930 
Production 109,213,000 102,553,000 158,298,000 
Shipments 124,708,000 108,320,000 148,334,000 
Orders 106,079,000 107,557,000 146,213,000 


127,579,000 108,447,000 





Will Build Plants to Treat Lumber 
for Retail Dealers 


DALLaAs, TEX., June 1—A development that 
will be of unusual interest to retail lumber deal- 
ers in north Texas is being promoted by B. C. 
Varner, one of the best known commission lum- 
bermen in the South, and his associates, who for 
that purpose have organized the Wood Treating 
Corporation. This corporation is owned by the 
three officials: B. C. Varner, president; A. B. 
Reichenstein, vice president; and J. M. Reichen- 
stein, secretary and treasurer. The two latter 
are principal stockholders in the Cowser Lum- 
ber Co., of Dallas. Discussing with a represen- 
tative of the AMERICAN LUMBERMAN the plans 
of the new corporation, Mr. Varner said: 

We intend to start construction in the very 
near future of a treating plant and will use 
Bruce preservative, which is a guaranty 
against rot, fungus and termites. We have 
been licensed by the EK. L. Bruce Co., of Mem- 
phis, Tenn., to use its product in northern 
Texas, and it is our purpose to establish 
treating plants in such centers as Fort 
Worth, Dallas, Waco, Tyler, and other points 
where conditions will justify them. 

With reference to the plan of distribution to 
be followed by the treating corporation, Mr. 
Varner said: 

It is our 
lumber 
lumber 


intention to market 
through retail lumber 
dealer sells a_ bill 
treated lumber, he_ will 
flooring, joists, 
plant and the 


all of this 
dealers. If a 
that calls for 
send the timbers, 
sub-floors ete., over to the 
lumber will be treated. 

An interesting feature of this plan is the 
promptness with which the treating can be done, 
as only a few hours will be required for this 
purpose. This will enable dealers to give prompt 
service to their customers who desire to use 
treated lumber. 

Mr. Varner says that his company is already 
operating a Terminix division under license from 
the FE. L. Bruce Co., for eradicating termites 
from homes that already have been built. As 
is the case in many other sections, termites have 
become a problem in Dallas, where they have 
done much damage, and Mr. Varner says there 
is an active demand for the services of the 
Terminix division. He said: “If we had two 
trucks and two crews at present, the business 
offering would keep them busy.” 
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Prepared Talks for Radio 
Advertising 


Wasuincton, D. C., June 2.—The National 
Lumber Manufacturers’ Association has pre- 
pared for the use of local lumber retailers, as- 
sociations and others interested in the promo- 
tion of wood distribution a number of short 
radio talks. These talks are intended primarily 
for the benefit of local dealers using radio 
advertising or having courtesy arrangements 
which permit their use of broadcasting facili- 
ties. 

These talks require from one to two minutes 
radio time and are suitable for use as “trailers” 
or as complete short talks. They deal with 
such subjects as home modernizing, the ever 
appealing romance of the forest from which 
lumber comes, the variety, beauty and service- 
ability obtainable in wood furniture and finishes, 
and helpful housebuilding hints. 

It has been ascertained that many retailers 
are using radio advertising time and need help- 
ful talks to fill out their programs. In other in- 
stances broadcasting stations have invited lum- 
bermen and lumber groups to participate in 
their general “sustaining feature” programs 
with talks on lumber, its source, production and 
use. Such arrangements frequently can be 
made with local stations. 

Talks already prepared include: “Do It 
Now”; “A Good Investment”; “Keeping Up 
Appearances”; “How to Shingle”; “How to Go 
About Modernizing”; ‘Looking the Old House 
Over”, and “Talk With the Man Who Knows.” 

All of these talks deal with house building 
and modernizing. Other similar talks will be 
available in the immediate future. 


The Situation at Los Angeles 


[Special telegram to AMERICAN LUMBERMAN] 

Los ANGELES, CALiF., June 3.—Incoming 
cargoes at Los Angeles harbor for the last 
week totaled 14,790,000 board feet and unsold 
lumber remained at 6,772,000, according to 
figures released today. There were 14 cargoes 
of fir, with 13,712,000 board feet, and two car- 
goes of redwood with 1,078,000 board feet. 
May building permits closed with a total of 
$3,095,700 and while this figure seems low, the 
number of permits was normal and more than 
those of last month, though there were no large 
individual permits. Vessels reported laid up 
number 48, with none operating off shore. 








dated Insurance Companies 


30sTON, MAss., June 1.—James S. Kemper, 
president of the Lumbermen’s Mutual Casualty 
Co., of Chicago, was elected president and 
general manager of the Twin Mutual Fire 
Insurance Co., of Boston, at a meeting of the 
board of directors held here last Thursday. The 
Twin Mutual, which was a consolidation of the 
Grain Dealers Mutual Fire Insurance Co., the 
Automobile Mutual Fire Insurance Co. and the 
3eacon Mutual Fire Insurance Co., all of Bos- 
ton, will be operated henceforth in affiliation 
with the Lumbermen’s Mutual Casualty Co. 

The Twin Mutual Liability Insurance Co., 
casualty running mate of the Twin Mutual Fire, 
has reinsured its outstanding policies as of June 
1 in the American Motorists Insurance Co., of 
Chicago, casualty affiliate of the Lumbermen’s. 

The Twin Mutual Fire has over $64,000,000 
of fire insurance in force and premium income 
for last year was more than $524,000, accord- 
ing to the latest financial statement filed with 
the insurance department. Casualty premiums 
of the Twin Mutual Liability in 1930 amounted 
to $2,152,000. The company was the fourth 
largest writer of automobile insurance in Massa- 
chusetts in 1930. 

In addition to James S. Kemper, new direc- 
tors of the Twin include H. G. Kemper, of 
Chicago, vice president of the Lumbermen’s and 
the American Motorists; James T. Haviland, of 
Philadelphia, vice president of both companies; 
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C. A. L. Purmort, vice president of the Lum- 
bermen’s and president of the Central Manufac- 
turers’ Mutual Insurance Co., of Van Wert, 
Ohio; and H. E. Stone, president of the Lum- 
ber Mutual Fire Insurance Co. and treasurer 
of the Federal Mutual Fire Insurance Co., of 
3oston. 

James S. Kemper is well known in insurance 
and business circles here and abroad. The 
Lumbermen’s, of which he is president, is one 
of the leading mutuals in the country and ranks 
first among all Illinois companies in annual pre- 
mium income. 





Sitka Spruce Export Sales 
Organization 


[Special telegram to AMERICAN LUMBERMAN] 

PoRTLAND, ORE., June 2.—That a Sitka spruce 
export sales organization will be formed by 
spruce manufacturers of the Pacific Northwest 
is now decided, according to J. P. Keating, 
manager here for the Sitka spruce division of 
the West Coast Lumbermen’s Association, who 
has just returned from a series of committee 
meetings. It is understood that the new organ- 
ization, so far as export business goes, will 
affiliate with the Douglas Fir Exploitation & 
Export Co., which handles foreign sales for a 
large group of Oregon and Washington tide- 
water mills. Final arrangements are to be made 
at a meeting of the spruce committee in Seattle, 
June 10. 


Availability of Softwood As- 
sociation Inspection Certificates 


Wasuincton, D. C., June 1—In acknowl- 
edging the receipt of a brief regarding the 
availability to the Federal Government of as- 
sociation softwood lumber inspection certificates 
sent to him by Wilson Compton, secretary and 
manager of the National Lumber Manufactur- 
ers’ Association, D. B. Wainwright, acting chief 
coordinator, says: “I am pleased to note that 
such certificates are available to any shipper, 
from every recognized softwood lumber manu- 
facturers‘ association in the United States. This 
information will be very useful to this office.” 

Mr. Compton’s brief explains that official as- 
sociation inspection certificates covering ship- 
ments of softwood lumber are available at a 
nominal charge from every softwood lumber 
manufacturers’ association. Any manufacturing 
shipper or wholesale distributer may procure 
such certificates regardless of whether he is an 
association member. 

It is further explained that the costs are 
direct and indirect. The former cover the 
actual travel and hotel expenses of the associa- 
tion inspector employed, which, in the case of 
some associations, is sunnlemented by a small 
additional charge to non-members. The in- 
direct costs, which are not assessed on non- 
members, cover the general overhead costs of 
inspection service to which—(not paying as- 
sociation dues)—they do not contribute. The 
practice of each association in this respect is 
described in detail in the brief. 








Gives State's Lumber Products 
a Boost 


CHARLESTON, S. C., June 1.—Charles P. 
Gable, of the Williams-Gable Manufacturing 
Co., is striving to make his State “cotton con- 
scious” and “iodine minded”, but he does not 
stop there. He likewise is watching for every 
opportunity to advance the use of wood, also a 
native product. Through Mr. Gable’s efforts a 
splendid display of unpainted furniture, end 
tables, costumers, linen closets, screens, flooring 
and boat patterns was shown at a recent three- 
day exhibit of South Carolina Products (Inc.). 
Just as soon as Mr. Gable found that lumber 
was not to be represented at the exhibit, adver- 
tised to display the products of South Carolina, 
he got busy, obtained space, selected an in- 
teresting and attractive assortment of manufac- 
tured wood products and protected the industry 
at his own expense. 
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Contest to Stimulate 
Remodeling 


Boston, Mass., June 2.—An interesting ac- 
tivity that should result in some stimulation of 
the demand for lumber is now arousing cop. 
siderable attention throughout the State. This 
is a contest on the interiors and exteriors of 
homes, conducted under the auspices of the 
Massachusetts committee of Better Homes jn 
America, entries for which will close July 1, 
To win a certificate the contestants must show 
a 90 percent improvement in their undertaking, 
The contest includes remodeling of kitchens, 
architectural improvement on newly built or re- 
modeled houses, landscape improvement, living 
room improvement and wayside stand improve- 
ment. William Stanley Parker, a Boston archi- 
tect, is in charge of the remodeled houses, Bre- 
mer W. Pond, also an architect, is in charge of 
the landscape department, and State extension 
workers are scoring the living rooms. Mrs, 
James J. Storrow is chairman for the Better 
Homes committee, Miss Mary E. Driscoll js 
3oston chairman and Miss Rose H. Seltzer is 
executive secretary. 





Make Strong Campaign for 
Remodeling Work 


SaLt Lake City, UrAu, May 29.—The Salt 
Lake City lumbermen are making a strong bid 
for business this summer by urging the public 
to remodel their homes. A newspaper campaign 
was started last winter, which has _ brought 
some business; now 10,000 booklets entitled “A 
Few Boards A Little Work . . . Big 
Results,” and well illustrated with minor re- 
modeling jobs, such as new cupboards, porches, 
and the like, have this week been sent to Salt 
Lake City housewives, accompanied by a cir- 
cular letter and a return postal card for those 
desiring further information. There was an 
immediate response to this mail campaign, but 
it is too early to go into details. 

The circular letter—form style—was signed 
“Yours for a comfortable and beautiful home, 
Advertising Committee Salt Lake Lumbermen’s 
Bureau.” The booklet was adapted from the 
AMERICAN LUMBERMAN by courtesy of this 
journal, it was stated. 





Plan for Longview's Third 
Annual Rolleo 


Loncview, WASH., May 29.—This city will, 
on July 4 and 5, be host to world’s champions 
and championship contenders. The third edition 
of its internationally famous loggers’ and lum- 
bermen’s sport classic, the Longview Rolleo, is 
the talk of camps and mills from the California 
line to Vancouver, B. C. Dick Hooper, world’s 
champion log roller, will defend his title. Lithe 
limbed high climbers from three States will 
strive for a record. Block-turning, sawbucking 
and a number of other contests of skill and 
endurance are booked. 

Paul Bunyan, the legendary Ananias of the 
North woods, will be ruler of the red-hatted, 
overalled buckaroos of the big trees, making his 
headquarters at Paul Bunyan’s Canyon on Com- 
merce Avenue. Under the spell of Paul’s 
magic, bull-cooks and buckers will meet in har- 
mony; fallers and flunkies will share the same 
snoos. 

Last year this city was host to over 10,000 
“red-hats.” Radio, newsreel, daily press and 
illustrated magazine stories and even “Major 
Hoople” told about the Longview Rolleo. This 
year it promises to be bigger and better. S. M. 
Morris, vice president of the Long-Bell Lumber 
Sales Corporation, is president of the Long- 
view Rolleo Association. Frank McDonald 1s 


chairman in charge of the sports division and 
A. C. Campbell, president of the Campbell Fuel, 
assisted by K. C. Batchelder, secretary of the 
Longview Chamber of Commerce, is handling 
the publicity. 
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Three Big Idaho Companies 
Consolidate 


SPOKANE, WaASH., May 29.— Amalgamation 
into one company styled Potlatch Forest Prod- 
ucts (Inc.) of the Clearwater Timber Co., 
Lewiston, Idaho, the Edward Rutledge Timber 
Co. Coeur d’ Alene, Idaho, and the Potlatch 
Lumber Co., at Potlatch and Elk River, Idaho, 
has been completed this week. All are Weyer- 
haeuser companies with plant investments, it is 
estimated, in excess of $10,000,000. 

The Clearwater company in 1927 finished at 
Lewiston what is probably the most modern 
electrical mill in the Pacific Northwest with a 
capacity of 200,000,000 feet annually. The other 
three mills are almost as large. The Potlatch 
mills have an annual capacity of 200,000,000 feet 
and the Rutledge about 100,000,000. 

Philip (J. P.) Weyerhaeuser, jr., will be 
president of the new company and headquarters 
will be at Lewiston. The merger was engineered 
by Philip Weyerhaeuser, George F. Jewett, of 
Coeur d’ Alene, whose mother was a Weyer- 
haeuser; William Musser, of Musketee, Minn. ; 
T. J. [!umbird, of Spokane, and Laird Bell, of 
Chicago, the last named a son of F. S. Bell, of 
Winona, Minn. 

The merger of the three large companies, the 
outstanding factors in the Inland Empire lumber 





IF INDUSTRY 


is the source of our rewards, we had best 
see to it that industry is most effectively 
applied. Some people think of selling as a 
thing apart from rules and systematic tech- 
nique, but they are a hundred miles away 
from the truth. You don't just happen to 
sell a bill of lumber for a new house. It 
isn't a matter of luck or chance. You make 
the sale because of definite factual reasons: 
You have the goods, you present the story 
well, you handle the interview as it should 
be handled, you close with force and dig- 
nity. Now the only thing in the world that 
technique is, is applying over again, well, 
the successful details of selling. Sounds 
simple, doesn't it? 





industry, is said to be in the interests of econ- 
omy, making possible the elimination of con- 
siderable duplication in overhead activities and 
expense and the centralization of operations 
under one executive group. The understanding 
is that the four mills will be kept in operation 
as business warrants and that there will be no 
change in their executive personnel. 

Combined, the three companies own billions 
ot teet of standing timber in the heart of the 
Clearwater white pine belt in north central Idaho, 
sufficient to keep their plants running for many 
years. The combining of these Weyerhaeuser 
interests is the largest transaction in Inland 
Empire lumber circles in years. It is the first 
movement on a large scale of the lumber indus* 
try to adapt itself to changing conditions in the 
industry. 

The Clearwater Timber Co., while the newest 
so far as its huge modern plant at Lewiston is 
concerned, is really the oldest of the three. Wil- 
liam Deary, a partner of the late Frederick 
Weyerhaeuser, sr., purchased for him its exten- 
sive timber holdings in the Clearwater district 
35 years ago. Later he joined forces with R. M. 
Turrish, now a resident of Duluth. The Tur- 
rish interests were acquired a few years ago. 

_The big Lewiston mill was erected after the 
Northern Pacific and the Union Pacific had 


tapped the timber with a branch line from 
Orofino. J. P. Weyerhaeuser, jr., has been the 
recent president of the Clearwater company. 

The Potlatch Lumber Co. operates mills at 
Potlatch and Elk River in Idaho. For years 
the Potlatch mill was rated the largest in the 
world until newer Weyerhaeuser mills on the 
Coast surpassed it. It was organized by John 
A. Humbird, father of Thomas J. Humbird, of 
Spokane, now president of the Humbird Lum- 
ber Co., at Sandpoint, Idaho. In recent years 
the late A. W. Laird was general manager and 
active head. Mr. Laird had been active in the 
negotiations for the present reorganization 
prior to his death a few weeks ago. At that 
time Philip Weyerhaeuser was made president 
of the Potlatch company. 

The Edward Rutledge Timber Co. operates 
one large mill at Coeur d’ Alene. It was or- 
ganized by F. J. Davies, who was its manager 
for many years, and built the modern mill. He 
was succeeded by Huntington Taylor as gen- 
eral manager, and when Mr. Taylor withdrew 
from the organization he was succeeded by the 
present manager, G. F. Jewett, who was trans- 
ferred from Lewiston. 

Coincident with the announcement of or- 
ganization of Potlatch Forest Products (Inc.), 
Frederick K. Weyerhaeuser, of Spokane, has 
made formal announcement of the intention to 
move the Weyerhaeuser Sales Co.’s headquar- 
ters from Spokane to St. Paul on Aug. 1. This 
move will take Frederick Weyerhaeuser, presi- 
dent; I. N. Tate, general manager; C. C. Koer- 
ner, credit manager; H. V. Morris, statistician, 
and twenty-five others now living in Spokane to 
St. Paul. Don Lawrence, assistant manager of 
the sales company, will be in charge of the 
regional office in Spokane. 


Headquarters to Be in St. Paul 


St. Paut, MINN., June 1.—The Weyer- 
haeuser Sales Co., selling organization for the 
Weyerhaeuser lumber interests, will move its 
headquarters from Spokane, Wash., to St. Paul, 
about Aug. 1. Announcement of the change 
was made simultaneously with the merger of 
three Weyerhaeuser lumber companies in Idaho 
to form Potlatch Forests (Inc.), with a capital 
of $19,500,000. The merger was announced 
May 29 in Spokane by Philip Weyerhaeuser jr., 
according to word received here. 

The Weyerhaeuser Sales Co. will occupy an 
entire floor of the new First National Bank 
Building and will move in as soon as the struc- 
ture is ready for occupancy, Frederick E. 
Weyerhaeuser, of St. Paul, secretary-treasurer 
of the F. Weyerhaeuser company, says. The 
headquarters staff will include about 50 persons, 
he said, while the entire lumber sales force of 
the Weyerhaeuser interests will be directed from 
the St. Paul office. 

Commenting on this phase of the merger, 
Frederick E. Weyerhaeuser says that it is 
planned to maintain the white pine forests along 
Clearwater River in Idaho in their present con- 
dition. “Although lumbering operations will 
be carried on continuously, only the old trees 
will be cut,” he says, “and special care will be 
taken to prevent injury to saplings and younger 
growth so as to perpetuate the forest. It is our 
aim to make this beautiful forest a perpetual 
one and I believe that with the co-operation of 
the State and Federal Governments we can 
do it.” 

The reason for moving the sales headquarters 
is to get nearer the consuming center of the 
country, Mr. Weyerhaeuser states. District 
and branch sales offices of the company will be 
continued in Spokane, Tacoma, San Francisco, 
Minneapolis, Kansas City, Chicago, Pittsburgh, 
Toledo, Philadelphia and New York. 
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National 


Forest Timber 
FOR SALE 


No sales of National Forest timber will be 
made during the present economic situation 
where the value of the timber is in excess of 
$500, except under the following three enum- 
erated conditions: 


(1) To supply the needs of already exist- 
ing sawmills which are dependent upon the 
National Forests for their raw material and 
where such raw material cannot be obtained 
elsewhere. 


(2) To furnish domestic paper mills with 
raw material needed to supply the domestic 
market with newsprint and other wood pulp 
products. 


(3) To dispose of wind-thrown, fire-dam- 
aged or fire-killed and bug-infested timber. 


Applications for the purchase of National 
Forest timber should be made to the Super- 
visor of the National Forest on which the 
timber is located, or to the Regional For- 
ester for the National Forest Region con- 
cerned. The Regional Foresters are located 
as follows: For Montana and _ northern 
Idaho, Missoula, Mont.; for Colorado, South 
Dakota and Wyoming east of the Conti- 
nental Divide, Denver, Colo.; for Arizona and 
New Mexico, Albuquerque, New Mexico; for 
Utah, Nevada, southern Idaho, Wyoming 
west of the Continental Divide and Arizona 
north of the Colorado River, Ogden, Utah; 
for California, San Francisco, California; for 
Washington and Oregon, Portland, Oregon; 
for Alaska, Juneau, Alaska; for Minnesota, 
Michigan and Wisconsin, Milwaukee, Wis- 
consin; and for Arkansas, Florida, the Ap- 
palachian states, Pennsylvania, and New 
Hampshire, Washington, D. C, 

















DAVENPORT 
HOTEL 


Spokane, 
Washington 


Complete hotel and j 
dining service. In- ss sf | 
formal. 600 ; 
rooms, outside. 
Fireproof. 
Rates and 


Rendezvous of 
Lumbermen of 
the Northwest. 











“Hercules” Wire Rope 


has been tested by time and 
proven by service. Its best 
recommendation is the con 
stantly increasing demand for 
it. Its one red-strand is our 
guarantee of quality. 


Established 1857. t?. 
A. Leschen & Sons Rope Co. 3 
ST. LOUIS OA 
New York Chicago Denver San Francisce — 
Ree a 
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The Pick of the Countr 





Seidel Service has never been con- 
fined to lumber from one or two pro- 
ducing regions only. It has the 
backing of the best lumber from all 
section of the country (12 states). 
Our stock comes from mills that 
pride themselves on carefully graded 
and manufactured lumber. 

Our assortment in St. Louis is al- 
ways complete on all standard items 
in Pondosa Pine, which is only one of 
our many lines of woods. Write for 
prices. 

We are also prepared to quote 


on straight or mixed carloads 
for direct mill shipment. 


Senele 


LUMBER oa 
St. Louis, 





UL SOUTHERN 
IND Yellow Pine 


BUY GRADE MARKED 
AND TRADE MARKED 
YARD AND SHED STOCK 
LATH AND SHINGLES 
We season lumber 
to the moisture 


content you re- 
; quire. 











Yellow Pine 


Timbers, Lumber 


Lath and Shingles 


For our Per grade dressed stock — 
ik the Wholesaler” 


The Alger- Sullivan Lumber Co. 


1 CENTURY, FLORIDA 




















ATT [UMBER COMPANY 


RUSTON, LA. 
Manufacturers of 


Shortleaf Yellow Pine 
Forked Leaf White Oak 
We Grade it Right and Ship it Quickly. 









Office. 
RUSTON, LA 
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To Construct Community Center 


Gustave Nassauer, New York financier, an- 
nounces that he has acquired Braemar Forest, 
in Montgomery County, Maryland, just outside 
of Washington, and plans the construction of 
a community which will include a large hotel 
to cost $2,565,000, a garden apartment house 
and a considerable number of cottages and a 
series of English type stores in one section 
which is zoned commercial. The operations 
will extend over a period of years. 

A company is to be organized in the immedi- 
ate future to handle the development work. Mr. 
Nassauer announced that the construction de- 
partment of Sears, Roebuck & Co. will handle 
the construction of houses and cottages, which 
will range in cost from $2,500 to $15,000. 

The estate was acquired from Mrs. Cornelia 
D. B. Calhoun, who, according to the pur- 
chaser, improved the property during her tenure 
as owner to the extent of $200,000, including 
water and sewerage systems. 

The entire project is expected to cost approx- 
imately $9,000,000. The estate is bounded on 
one side by Rock Creek Park and Maryland 
is expending considerable amounts to develop 
the park in that vicinity, including polo fields, 
playgrounds and other improvements. 

The new owner, according to the announce- 
ment, plans to start work on the hotel as part 
of the first stage of construction. This build- 
ing will be of eight stories, with 408 suites, 108 
of them duplex in style, in all containing 1,200 
rooms. 

Various community structures are included 
in the plans, including a $50,000 swimming pool 
and a combination inn and garage to cost an- 
other $50,000. An academy of arts is planned, 
to cost $100,000 and will house a collection of 
the works of Merton Clivette, whose collection 
of paintings Mr. Nassauer is said to have ac- 
quired almost in its entirety. 





Plans of Timber Conservation Board 


In a formal announcement concerning the 
hearings to be held June 10 and 11, the National 
Timber Conservation Board says: 


The board was recently appointed to study 
production conditions within the forest in- 
dustries. It will snend the next year in 
analyzing these conditions and in developing 
a policy and program of action to secure a 
better economic balance between production 
and consumption of forest products. Presi- 
dent Hoover appointed to the board nation- 
ally known figures prominently identified 
with forest industries and with the public 
aspects of conservation. 

Prior to the hearing an executive session 
of the board itself has been called for 
Wednesday morning, June 10, in the office 
of Secretary Lamont. The afternoon session 
will be devoted to statements by regional 
representatives of the pulp and paper in- 
dustry. The point of view of the paper and 
pulp industry will be summarized at the 
close of the afternoon session by a represen- 
tative of the industry as a whole. June 11 
will be devoted to the lumber industry, when 
the board will be addressed by various rep- 
resentatives from every important timber 
region of the United States. Wilson Comp- 
ton, a member of the advisory committee 
and Secretary of the National Lumber Manu- 
facturers’ Association, will sum up the find- 
ings of the lumber industry at the close of 
the session June 11. 


Commenting upon the forthcoming hearings, 
Secretary Lamont said: 

We hope in this manner to give to the 
forest products industries an opportunity to 
define their problems and to enable members 
of the President's board to secure whatever 
information they think necessary toward 
helping them to work out a co-operative 
solution. The interests of the public and of 


industry are closely interrelated in this im. 
portant national problem, which can only be 
solved by both working together. 

The hearings, it was explained, are intended 
to enable the board to round out data which it 
has been assembling ever since its creation by 
President Hoover. The replies to the question- 
naires distributed by the board with the co- 
operation of regional and other associations are 
expected to be of very great help, and to pre- 
sent an entirely new basis for consideration of 
the problem of the forest industries. They are 
expected to present the most comprehensive set 
of facts yet compiled regarding the trends as 
seen by the industries themselves, including 
timber stands, amounts converted into lumber 
and other forest products, the extent of utiliza- 
tion of waste in raw material incident to op- 
erations in the industries etc. 

With the fundamental facts established it is 
believed Congress will be able to consider a 
definite timber conservation policy, which must 
be established by law to be effective. 





Remodeling Transforms Stores 


Remodeling of more than 200 Florida gro- 
cery stores along modern merchandising lines 
is reported to the Department of Commerce by 
the Jacksonville district office of the bureau of 
foreign and domestic commerce as a result of 
the model-store exhibits set up in Jacksonville 
and Orlando during the last year through the 
co-operation of the department with trade 
bodies. 

Increase of business as high as 50 percent is 
reported by individual stores as accompanying 
the revamping and modernizing of their es- 
tablishments and arrangement for display along 
scientific lines. Instead of just a “store” these 
establishments have been transformed into dis- 
play houses. 

In the Jacksonville area alone 123 individual 
grocery outlets have been remodeled more or 
less thoroughly and 37 in the Orlando district, 
according to the records collected by the Flor- 
ida Retail Grocers’ Association. The extent 
to which the influence of the model grocery ex- 
hibits has spread beyond these immediate areas 
is indicated by reports of more than 50 stores 
modernized along similar lines in other parts of 
the State. 

Popular interest in the display of modern 
grocery merchandising methods is shown by the 
visit of more than 56,000 persons to the Or- 
lando model store during the one weck of the 
Central Florida Exposition. 

The expense of renovating these grocery 
stores has, for the most part, been very modest, 
averaging around $160. However, in some in- 
stances the owner has gone at the job on a 
more elaborate scale and spent as much as 
$3,500. 

The model store method of demonstrating im- 
proved display arrangements and more sami- 
tary handling was employed by the Department 
of Commerce with excellent results first in 
Louisville in connection with its grocery sur- 
vey. Since that time the department has co- 
operated with trade bodies in a number of other 
cities. Similar exhibits are soon to be staged 
in Norfolk, Va., and Charleston, > 

Needless to say, lumber has played no incon- 
siderable part in modernizing the Florida and 
other grocery stores and making them more 
attractive to the prospective buyer. 





Someone wants your “Don't 
Wants.” Let the Classified 
Section tell about them. 
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Carry Two 


Put down one and carry two 
Seemed a simple thing to do 

Long ago in childhood days 

When we learned a number’s ways. 
But we find, long out of school, 
Put down one is still the -rule, 
Carry two is still the task 

That the schoolbook used to ask. 


Life, the problem, mine and yours, 
Life, the problem, still endures. 
Once we had a hope, a dream, 
Our own plan or our own scheme, 
3ut we found we could not dwell 
In a lonely citadel, 

For we found the world so wide 
We must put our dream aside. 


Things so many must be done 
That we soon must put down one, 
Carry two, yes, found much more 
Than ourselves to labor for. 

And we found it, strange to say, 
Greater joy to work that way, 
Greater joy to dream, to do, 

Not for one, but carry two. 


We See b' the Papers 


Let him who is without sin boo the first boo. 

The Pittsburgh Pirates are convinced that 
Chicago is a wicked city. 

Tear gas is nothing new. Women have used 
it on men for years and years. 

Russia plans to build 60 model cities. We 
haven’t been able to produce even one. 

What most men would like to see is their 
stocks up to par and their golf down to it. 

The Government is going to borrow $800,- 
000,000 to tide it over. Now, there’s an idea. 

A lot of politicians are hoping the depression 
won't end until they can get the credit for it. 

The government is definitely out of the wheat 
market, but indefinite as to how much it is out. 

A Chicago university professor says the 
United States hasn't had a new idea since the 
war, 

Well, at least we have a new idea of Wall 
Street; and what about selling cigarettes to 
women ? 

Everyone is sure that the depression will end; 
and it will as scon as everyone who is sure is 
certain. 

They have arrested a Chicago woman because 
several of her boarders died. Still, it may have 
been just the cooking. 

Five hundred people attended a Chicago din- 
ner in honor of Walt Whitman, who was glad 
it he didn’t miss a meal. 

A Chicago man hanged himself with his neck- 
tie. Well, he have seen some we would rather 
hang ourself with than wear. 

Another interesting thing to watch would be 
a $3,000-a-week movie actress trying to hold 
down a $30-a-week job on the stage. 

The commerce department's report for April 
is just out. How we wish we could get all our 
bad news through the commerce department. 

European countries predict that the next war 
will be one of “movement.” It will be as far as 
we are concerned. One guess as to the direc- 
tion. 

Pat Flanagan says that no one seems to know 
what a third base umpire does in the winter. 
That’s easy: He does the same in the winter 
as he does in the summer—nothing. 

Goy. Pinchot was asked to talk on reforesta- 
tion at the governor’s conference, but said he 


would prefer to talk on utilities. Under our 
present methods of taxation, reforestation is 
far from being a utility. 


° 
Between Trains 

DurHam, N. C.—We believe if we ever ac- 
quire enough money to go into business it will 
be to engage in the manufacture of luxuries 
rather than necessities. This region is the cen- 
ter of the tobacco and cigarette-making busi- 
ness, and only now is it beginning to admit that 
it notices any evidence of any depression. The 
baby may go without a bonnet, but papa must 
have his pipe. And, alas, in some cases even 
mama her cigarette. When woman, following 
man’s bad example, took to tobacco, it was a 
great thing for the cigarette people, tough as it 
was on the mother and the babies. That is one 
thing about a woman: If she can’t make her 
man as good as she is, she makes herself what 
he is. She insists on equality at any price. 

Durham is the seat of Duke University, made 
possibie by and named for a man who made his 
many millions in the development of electric 
power. Perhaps it was very wicked to provide 
the public with all that electrical energy, that is, 
to profit by it, if we are to believe some of our 
senators, although we see no reason why we 
should. But if Mr. Duke owed the public any- 
thing, he certainly paid it handsomely when he 
took little Trinity College and made it over into 
the great Duke University of today. His con- 
tribution was a fund of forty million dollars, 
and it is being most wisely administered. 

Treasurer Flowers took us all over and under 
and inside this great institution. We detached 
ourselves from a reception and found many 
things that even some North Carolinians may 
not know exist. For example here is one of the 
finest files of foreign and American newspapers 
in existence. If you want to read up on the 
inauguration of George Washington or the bat- 
tle before Richmond, -you can read it here in 
the hometown paper as it was written at the 
time and on the spot. In those days the farmer 
kept his papers instead of using them to start 
fires, although he had more need for them for 
that purpose than we do. Every once in awhile 
the university scouts find a pile of papers in an 
old barn or an ancient attic that is the actual 
contemporaneous record of historic times. 

Of course, the real reason for our visit to 
Durham was the district meeting of Rotary, an 
invitation accepted with alacrity and fruitful of 
the hospitality for which the South is famous. 


One Nail or Two 


Unless the weather gets too rough, 

One nail will hold, we know it will. 
One nail will hold it well enough, 

Two nails will hold it better still. 
Two nails will hold it in a gale, 

But two are rather troublesome. 
Two nails will hold and one might fail— 

But then a gale might never come. 


The problem of two nails or one 
Confronts a man in every task. 
Some matter might be better done, 
3ut why two nails, when one they ask? 
One nail will certainly get by 
The owner or the architect; 
One nail will satisfy them—why 
Do better than the rest expect? 


except inside 





I don’t know why 


Of every mortal seems to dwell 
A certain wish, a certain pride, 
When doing things, to do them well. 
We hate to think some other one 
May come along some day and say, 
“One nail, most likely, might have done— 
Two would have held it, anyway.” 
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Mixed Cars 























Growing in 
Popularity 
Each Year 


So many advantages are offered 
buyers by Meadow River—mixed 
cars of 5 kinds of Hardwood Floor- 
ing, 6 kinds of Hardwood Trim, 
Stepping, Risers and Poplar Bevel 
Siding that more and more dealers 
are availing themselves of this serv- 
ice each year. 


All in one car means lower freight 
costs than L. C. L. shipments and 
lower handling costs per unit. Your 
buying and checking problem is sim- 
plified. Your stock investment is 


reduced. Your turnover increased. 


And most important of all, you 
have good, reliable stock cut from 
soft-textured West Virginia timber 
—the “Cream of the Appalachians.” 


It will be a pleasure 
to quote you 


Meadow River 
Lumber Co. 


Rainelle, West Va. 





Flooring— 
Red Oak Maple Beech Birch 
White O2k 

Trim and Mouldings— 
Oak Poplar Basswood Birch 
Chestnut Ash 

Stepping and Risers— 
Oak Birch 

Bevel Siding 
Poplar 
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Mellow Pine 


The Aristocrat of Structural Woods 





The name “Wier 
Long Leaf” has 
long been recog- 
nized as a depend- 
able guide to fine 
quality Yellow 
Pine lumber and 
oo mater- 
ial. 


Wier Long Leaf 


Lumber Co. 


HOUSTON, TEXAS 
Mills: Wiergate, Texas 
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INDUSTRIAL 
LUMBER COMPANY, Inc. 


ELIZABETH, LA. 
Manufacturers of 


CALCASIEU 
LONG LEAF YELLOW PINE 














“ The Supreme Structural Wood of the World” 














Pooupss ORO 
N. C. PINE 


Our “Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 


Let us prove it on your next order. 


JOHNSON & WIMSATT 








WASHINGTON, D. C. 








——_ —/ 
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Manufacturers 


Short Leaf Pine and Hardwoods 
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Hardwoods 


Mills Continue Stock Reduction 


MEMPHIS, TENN., June 1.—There is a good 
demand from automobile and flooring manufac- 
turers for southern hardwoods, but demand 
from other consuming groups is very poor, 
though occasional orders are received from 
them. Last week there has been a slight in- 
crease in demand from furniture factories, par- 
ticularly those in the Carolina and Virginia 
territories, some orders being placed at present 
low prices. Demand from foreign countries, 
particularly England, has shown some improve- 
ment, because of the recent announcement of 
higher ocean rates, but volume has been dis- 
appointing. Buyers in England are beginning 
now to make offers, as they realize that the 
ocean rate is sure to be increased, but not in 
the volume expected. The movement for export 
during June should be heavier than in previous 
months, but for the rest of the summer the 
movement will be light. 

Mills are down for indefinite periods, and 
will not attempt to start up again until market 
conditions are better. Manufacturers are sell- 
ing what stock they have on hand, hoping that 
when the supply is reduced the prices will ad- 
vance. 


Trade Continues Slow 


Boston, Mass., June 2.—The advance in 
ocean freight rates, effective July 1, is credited 
with stimulating a little more inquiry for hard- 
woods among foreign buyers. Demand from 
the automobile industry is keeping up rather 
better than expected. Furniture makers show 
little interest. The moderate increase in the 
requirements of house trim factories, recently 
noted, is retained. Prices continue to show an 
easy tone. Flooring continues to move slowly 
and the spread of quotations is now as follows: 
Plain white oak, clear, $70@83.50; select, $51 
@53.50; No. 1 common, $30@34.50; maple, 
clear, $65@68.50; birch, clear, $60@65. 


Price Shading Reported 


LouisviL_e, Ky., June 1.—The last week of 
May was relatively dull in the hardwood trade, 
but some very fair business was reported today. 
Planing mill business has continued fair, but 
furniture, radio and automotive demand is dull, 
and not many export orders are finding their 
way into this market. Box plant business has 
been fair to good, and there has been just a 
little railroad business. 

Walnut has been moving very well in com- 
parison with some other items. A lot of com- 
panies have gum on hand, that they can not 
move except at price reductions which they are 
not willing to make. Low grades of cottonwood 
have been in fair call for box use, but FAS and 
box boards have been very quiet. Soft maple 
thick stock has held up well. Wormy oak 
continues to be a good seller. Magnolia is a 
trifle slower than it was. Sycamore is dull. 
Common and better red oak demand has been 
fair. 

Willow has been in very fair general demand 
of late, No. 2 common going to box plants, 
while No. 1 common and FAS have been in 
some demand from furniture plants. Willow is 
a dark wood, light in weight, which properly 
dried will finish up in a very excellent imita- 
tion of walnut. It also holds screws and nails 
very well, and takes glue about as well as any 
wood. 

While there is a lot of price shading, local 
asking prices are about as follows for inch 
stock f. o. b. Louisville: Poplar, FAS, south- 
ern, $70; Appalachian, $80; saps and selects, 
southern, $45; Appalachian, $50@52; No. 1 
southern, $32@35; Appalachian, $42; No. 2-A, 


For Current Market Prices on 


June &G, 


Hold Firm 


southern, $25@27; 
2-B, $20@21. 
$135; No. 


1931 


Appalachian, $30@32; No, 
Walnut, FAS, $210: 
1, $65; No. 2, $30. 
$35@37; common, $25@27; 
$48@50; common, $32@34. 
FAS, $72@75; common, $41. Ash, FAS, g65: 
common, $37. Cottonwood, F AS, $34@37 - 
common, $26. Southern plain red oak, FAS. 
$55; common, $36; plain white, southern, FAS, 
$72@75; common, $38; Appalachian plain red 
oak, FAS, $65; common, $42; Appalachian 
plain white oak, FAS, $80; common, $45; Ap- 
palachian quartered white, FAS, $125; com- 
mon, $65@70; southern quartered white oak, 
FAS, $110; common, $62@65; southern quar- 
tered red oak, FAS, $85; common, $52.50; 
sound wormy oak, $25. 

The Louisville Hardwood Club will meet at 
the Louisville Country Club until fall. 


Acquires Mill and Timber 


ELkins, W. Va., June 1.—The Wilson Lum- 
ber Co., with general offices in this city, now 
operating a large mill at Mill Creek, has pur- 
chased the holdings of the Hardman Lumber 
Co. in Webster County, including the timber, 
Jumber on hand, mill and land, but the company 
does not expect to operate there this year. The 
Wilson company will, however, ship such lum- 
ber as has been sawed at the Webster County 
plant, as market conditions warrant. 

In the meantime the company will continue 
operation of its mill at Mill Creek until it is cut 
out in this territory, and will probably not 
undertake operation of the mill near Bergoo 
until all logs at the Mill Creek plant are sawed, 
which will probably not be until some time next 


selects, 
Sap gum, F AS. 
quartered, FAS 
Red gum, plain, 


year. 
It will require, so far as the company can 
estimate, approximately two years to ship all 


the lumber at the Mill Creek plant, even after 
that plant ceases operations, under existing mar- 
ket conditions. 

In addition to the lumber on hand at the 
Bergoo plant, there are between 10,000,000 and 
12,000,000 feet of standing timber in the tract 
acquired, consisting of oak, poplar and maple, 
for the most part. It is estimated that it will 
require about two years to cut over the tract. 

Merritt Wilson, sr., is president of the com- 
pany, and M. N. Wilson, general manager. 


Buying Shows Improvement 


CINCINNATI, Ount10, June 2.—Slight improve- 
ment in buying of hardwood is reported this 
week by wholesalers of the Cincinnati district, 
most orders coming from industrial users. 
Dealers say that prices are so cheap that wood 
users hesitate to turn down an offer if it is of 
stock they want. Several lots of sound wormy 
oak ranging from 4/ to 8/4 have been booked 
for automobile plants and body builders, and the 
furniture factories are taking on mixed carlots 
of oak, gum and chestnut. Furniture factory 
buying is much curtailed, on account of the 
pushing up of the date of the Chicago furniture 
show from July to June. Factory managers 
want to delay buying lumber until they know 
more about what they will need to fill orders 
from the buyers at the show. Interior trim fac- 
tories in the East are becoming more interested 
in oak and chestnut, particularly the latter since 
prices have declined, and in the last two weeks 
several lots have been sold of FAS. stock, 
mostly 1- and 14-inch thickness. Some sound 
wormy chestnut for replicas of antiques has also 
been bought. A few scattered orders are re- 
ceived from railroads, which are out of stocks 
for repair and bridge work, these including oak 
and chestnut cross ties. This business is, how- 
ever, very spotty. A few more inquiries are 
heing received by exporters, most of which are 
from the United Kingdom, Germany and Bel- 


Hardwoods See Pages 58 and 59 
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cium. Prices offered are not quite satisfactory. 
~ In the Cincinnati districts a number of repair 
jobs are being figured, and small residence 
building is increasing. Retail lumbermen are 
placing fill-in orders for southern pine dimen- 
sion and other common lumber. Reports are 
current of the discovery of a new gas field in 
northern Kentucky, running toward Cincinnati, 
only about thirty miles from this city. This 
may start a building boom of small towns in 
that region which will give an impetus to sales 
of common lumber. Already two wells have 
heen brought in at shallow depths, and a num- 
ber of rigs are being placed. The field is near- 
ing Cincinnati on the Kentucky side with each 
discovery, and the State Geologist says it looks 
promising for extensive development. 

A job of bridge flooring estimated at $24,000 
will be let here in a few days by the City of 
Newport, Ky., as part owner of the Newport 
& Covington municipal bridge crossing the 
Licking River at Fourth Street in both cities. 
ids are being taken both on treated pine and 
on oak 2-inch stock, and a number of Cin- 
cinnati dealers are making estimates. The bridge 
is approximately 2000 feet long. 

Petition by the M. J. Byrns Co., wholesalers, 
for a stay of 60 days to permit the company to 
submit creditors an offer of composition was 
filed today in the U. S. District Court here. 
The company denies insolvency or the commis- 
sion of an act of bankruptcy. Two weeks ago 
the Peytonia Lumber Co. (Inc.) and others 
filed a petition of involuntary bankruptcy 
against the M. J. Byrns Co., and Judge R. R. 
Nevin adjudged it a bankrupt. 


News of Buffalo Trade 


BurraLo, N. Y., June 2.—At the weekly 
luncheon of the Buffalo Lumber Exchange on 
May 29, two moving pictures entitled “Con- 
quest of the Forest by Electricity” and “Edi- 
son and His Works” were shown, both films 
being furnished by the General Electric Co. 
The members viewed the many uses to which 
electricity is adapted to the handling of lumber, 
including such equipment as locomotives, cranes 
and sawmill machinery. 

Orson E. Yeager, president Yeager Lumber 
Co., will be chairman of the annual orphans’ 
outing of the Buffalo Automobile Club, to be 
held on June 10. It is expected that about 
five thousand children will participate, repre- 
senting sixteen institutions of the city. 

Visitors to lumber offices last week included: 
H. A. Allen, vice president Prendergast Lum- 
ber Co., Marion, Ohio; F. E. Jewett, State 
Lumber Co., Columbia Falls, Mont.; A. E. 
Hart, sales manager Dierks Lumber & Coal 
Co., Kansas City. 

C. R. Kelleran, of the Trotter-Kelleran 
Lumber Co., has returned from a week’s vaca- 
tion in Canada. 





Erecting Maple Flooring Factory 
to Replace Burned Plant 


MENOMINEE, Micu., June 1.—Rebuilding and 
operation of the hardwood plant of the J. W. 
Wells Lumber Co., here, destroyed in a fire on 
April 23, is assured, according to A. C. Wells, 
president of the company. A contract for a 
modern maple flooring factory to be constructed 
by Sept. 1 has been let. Rebuilding of the dry 
kilns has been let to Frank Uecke, Menominee 
mason contractor. The office building is 
already being constructed on its old foundation. 
A flooring warehouse, to possibly include a re- 
tail lumber department, will be built. It will be 
100 x 150 feet. The sawmill will not be re- 
built. 

Mr. Wells said that with market conditions 
as they are, it is cheaper to buy rough lumber 
than to log and saw it. The company has about 
40,000,000 feet of timber in its upper peninsula 
holdings, which probably will be sold. Opera- 
tion of the hardwood flooring plant is expected 
to require 8,000,000 to 10,000,000 feet of lumber 
annually, 
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Moves Into New Office Build- 
ing; Changes Name 


ELkins, W. VA., June 1—In moving from 
old headquarters in the Wilt Building in this 
city to a newly constructed office building at 
the yards of the company in South Elkins, the 
Raine Lumber Sales Corporation has changed 
its name to the West Virginia Lumber Co. 
This company is said to have one of the hand- 
somest office buildings for lumber companies in 
the State, so far as interior finish is concerned, 
the entire interior including the floors having 
been finished in West Virginia walnut. 

Principally interested in the West Virginia 
Lumber Co, are L. R. F. Preysz and G. H. 
Dornblazer, who have long been in the business. 
The company has been conducting a wholesale 
lumber business in this section for the last eight 
or ten years. 


New Light Weight Sheaves for 
Texrope Drive 


Those who have had experience with Texrope 
drives know that they solve many difficult trans- 
mission problems, and give long service at ex- 
tremely low cost. They will therefore welcome 
the announcement of a new type of pressed 
steel Texrope sheave, of light weight, and low 
in price, which has just been developed by the 
Allis-Chalmers Manufacturing Co., of Mil- 
waukee, Wis. The Texrope drive consists of 








a driving and a driven sheave, grooved for 
V-shaped endless Texrope belts of rubberized 
cord fabric. Power is transmitted, with no 
slippage, by the wedging contact of the belts 
in the V-shaped grooves. There is practically 
no maintenance necessary, and it is seldom nec- 
essary to make adjustments, while if one or two 
of the belts wear out after long service, the 
remaining ones will carry the load until re- 
placement is convenient. The complete Texrope 
drive gives a very high degree of efficiency in 
transmitting power. The new product is named 
the Texsteel sheave. It is die pressed from 
extremely tough steel, and then each section 
is welded both at the web and at the rim, to 
eliminate all vibration and noise, and to give an 
accurate balance for true running. The sheave 
is painted with aluminum paint, as a protection 
and to give it a pleasing appearance. The 
Texsteel sheave is manufactured in a large 
variety of diameters, permitting ratios as high 
as 6 to 1. Complete Texrope, Texsteel drives 
are available from stock for immediate delivery. 
Full information as to the applications of the 
Texrope drive, and the reasons for its economy, 
will gladly be sent by the manufacturer on 
request. 
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When Ordering 
“STAINED 
SHINGLES” 


The customer wants max- 
imum beauty, long, eco- 
nomical service. 


You want your customer 
not only satisfied but pleas- 
ed giving you increased 
sales and profits. 


We want both you and 
your customer assured of 
maximum beauty and long 
economical service — more 
profit to you. 


Everybody’s happy when 
you get Shingles “Stained 
by Starks’ —and you've 
got the best! 














WHITE RIVER 
LUMBER COMPANY 


For Mixed Cars of 


YARD and SHED STOCK 


Including Bevel Siding, 
Mouldings, Lath, 
Shingles 


ENUMCLAW, WASHINGTON 





House Doors, 1-2 or 5 panel, 

Casement or French Doors, 

Garage Doors, 

Turned Columns & Newels, 

Square Built-Up Columns, 

Gutter, Pickets, 

Square or Turned Balus- 
ters, Porch Rail, 

Mouldings, Battens, Lattice, 

K. D. Window, Door and 
Cellar Frames. 


John D. Collins Lumber Co. 


White Bidg., Seattle, Wash. 


WE 
SHIP 


the following 
either in straight 

or mixed cars, 
with yard stock: 











Bird Houses 
Boys Can Build 


Providing homes for birds adds interest to the 
homes of people, helps to reduce the insect popu- 
lation, gives pleasant recreation for boys, teaches 
them skill with tools in the working of wood 
and performs a valuable social and economic 
community service. All this is promoted by the 
use of the book, “Bird Houses Boys Can Build,” 
which contains plans and instructions for build- 
ing scores of varieties of bird houses. Bound in 
heavy paper, 60 pages. Price delivered, 65 cents. 


American Lumberman, 431 So. Dearborn St., Chicago 
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Sugar Pine 
California White Pine ({2%) 
Arizona Soft Pine 
White Fir 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath—Shiplap 
Pattern—Flask 


WRITE 
712 Railway Exchange Bldg., Chicago 




















Feather River Lumber Co. 


Delleker, Plumas Co., Calif. 


Manufacturers of 


Feather River Canyon 


Soft California 
White Pine 


White Fir 


Incense Cedar 





Annual Capacity 60,000,000 Feet. 























HOTEL RADISSON 


In the center of 
the commercial 
district. 

You wil! appre- 
ciate its courte- 
ous service and 
thoughtful at- 
tention. 


2o¢ 
The Home 


of the 
Lumbermen 





Rate $2.00 up. Four Beautiful Cafes 


HOTEL BENSON 


f™ Portland, Ore. 


E believe 

that there is 
no other hote! in 
the entire United 
States more hand- 
somely furnishedor 
that offers more to 
the traveler. 








Keller and Boyd 
Owner: and 


Operz.tors 


June 12- 


June 13 
June 13 


June 
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What the Associations Are 
Planning and Doing 


Millwork Institute of California, Alexan- 
dria Hotel, Los Angeles, Calif. 

Southwest 
Association, Odd 
Spring meeting. 


Oklahoma Lumber Dealers’ 
Fellows Hall, Lawton, Okla. 


Southwest Missouri Ret.il Lumber Deal- 
ers’ Association, Connors Hotel, Joplin, Mo. 
Annual, 

17—West Side Hardwood Club, Pine Bluff, 

Ark. 

June 17-18—National Association of Wooden Box 
Manufacturers, Pacific Coast Division, Hotel 
Sir Francis Drake, San Francisco, Calif. Tri- 
annual meeting. 

June 20—Louisiana Retail Lumber & Building Ma- 
terial Dealers’ Association, Hotel Bentley, 
Alexandria, La. Quarterly meeting. 

June 23—Lumbermen's Golf Association of 
cago, Olympia Fields Country Club, 
Annual tournament. 

July 8-9—Southern Pine Association, Deshler and 


Chi- 
Chicago. 


Wallick Hotels, Columbus, Ohio. Summer 
meeting. 
July 16-17—Carolina Retail Lumber 


& Building 
Material Dealers’ Association, Asheville, N. C. 
Summer convention. 





Oklahoma Dealers to Meet at Lawton 


Attus, OKLA., June 1.—Secretary G. Hut- 
ton, of the Southwest Oklahoma Lumber Deal- 
ers’ Association, this city, is sending out an- 
nouncements of the spring convention of the 
association which will be held June 13 at Odd 
Fellows Hall in Lawton, the visitors to be 
guests of the Lawton dealers. The chief 
speaker will be Senator Elmer Thomas, but 
Secretary Hutton earnestly pleads that the 
southwest Oklahomas come out in full force, 
prepared to take active part in the discussions 
of problems that all are vitally interested in. 


More Retailers to Use Associaticn 


Grade-Mark 

SEATTLE, WasH., May 30.—The West Coast 
Lumbermen’s Association announces that four 
more southern California retail lumber dealers 
have been licensed to use the association’s grade- 
mark on West Coast lumber graded at their 
yards, under the supervision of A. A. Kayser, 
association grades inspector. This makes a 
total of 47 concerns, some of them operating a 
number of yards, that have been authorized to 
grade-mark West Coast lumber at their yards. 
The four new dealers are Geib Lumber Co., Los 


Angeles; Lumber & Builders’ Supply Co., 
Solana Beach; Union Mill & Lumber Co., 
Santa Barbara, and Bowerman Lumber Co., , 


Glendale. 





Canadians Working on Trade Promo- 
tion Plan 


Toronto, Ont., June 1.—How to bring back 
to the lumber trade some of the volume, the 
profit and the public respect which it used to 
enjoy was the subject of a long discussion by 
retail lumber dealers of Toronto, at a meeting 
of the Toronto branch of the Ontario Retail 
Lumber Dealers’ Association which was held on 
May 26, following a dinner at the King Edward 
Hotel. This was the first joint meeting of the 
wholesale and retail trade for the exclusive pur- 
pose of preparing a workable plan for lumber 
trade promotion in Toronto. 

A. S. Nicholson, of Terry-Nicholson-Cates 
(Ltd.), Toronto, chairman of the Wholesale 
Lumber Dealers’ Association, presided.  As- 
sociated with him in the conduct of the meeting 
were J. C. Irvin, Weston, chairman of the To- 
ronto branch of the Ontario Retail Lumber 
Dealers’ Association, and A. C. Manbert, of the 
Canadian General Lumber Co., Toronto, presi- 
dent of the Canadian Lumbermen’s Association 
and chairman of the trade extension committee 
of that organization. These three spoke upon 
the subject as did all of the retailers and whole- 


salers, resulting in the decision that a lumber 
trade promotion plan would benefit the Toronto 
lumber trade and should be started without fur- 
ther delay. The chairman and J. C. Irvin were 
requested to appoint a joint committee of three 
wholesalers and three retailers. This will be 
done as early as possible and an intensive can- 
vass of the whole trade will be made, after 
which a second meeting will probably be called 
when a proposed plan will be submitted for ap- 
proval. 


Approve Millwork Calculating 
System 


Cuarwotte, N. C., June 1.—The first meeting 
of the recently appointed millwork department 
of the Carolina Retail Lumber & Building Ma- 
terial Dealers’ Association was held here re- 
cently with President R. G. Henry, of Hickory, 
presiding. 

At the meeting the millwork calculating sys- 
tem that was devised by George W. Wearn, of 
the Wearn Lumber Co., of this city, was given 
careful study and was adopted by the committee 





PICK A HERO 


or manufacture one. It is human to need a 
hero. The youngster is satisfied by the fire- 
man or policeman; the youth thinks the 
home run king will do; the banker looks to 
some financial wizard. It is good for those 
of us who have to do with selling to have a 
hero also, to serve as a measuring rod for 
ambition, to temper our egotism, to show 
us the heights, to afford us a model. We 
all ought to study a man bigger and more 
successful than we are, and learn, in so far 
as possible, the why and wherefor of his 
success. We learn from examples where we 
often fail to learn from principles. So if 
there are no available heroes to choose, if 
we are smart we must concoct some mod- 
els, making them as real and inspiring as 
possible. 





as the “best yet devised for calculating and cor- 
rectly figuring the cost of manufacturing every 
kind of special millwork.” 

The committee discussed the evils and advan- 
tages of pool car buying of stock millwork. The 
committee would not attempt to make a declara- 
tion on this matter. This subject will probably 
find a place on the program for the summer 
convention, to be held July 16 and 17, at Ashe- 
ville. 





Appoints Lumber Commissioner for 
Great Britain 


Vancouver, B. C., June 1.—The British Co- 
lumbia Lumber & Shingle Manufacturers’ As- 
sociation, working in co-operation with the pro- 
vincial government, has appointed Loren L. 
3rown to act as special commissioner for the 
lumber industry in Great Britain. His duties 
will be to act as liaison officer between the lum- 
bermen and the principal lumber buying inter- 
ests of the United Kingdom and he will have 
authority to act as direct sales representative. 

“We are determined to get the bulk of the 
British softwood business if possible,” Nels 
Lougheed, minister of lands of British Co- 
lumbia, declared. “Mr. Brown’s job will be to 
get business and not merely to sit in an office 
compiling statistics and sending out advertising 
matter. He will be a contact man for the gov- 
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ernment and the lumber business and in view 
of his past record I think he will bring home 
the bacon.” 

Mr. Brown acted as lumber trade commis- 
sioner for British Columbia at the British Em- 
pire Industries Fair in London some years ago 
and has also represented the industry at 
Toronto. 


To Try Out Merchandising Plan 


Denver, CoLo., June 1—A number of re- 
gional meetings have been held of late by the 
Mountain States Lumber Dealers’ Association 
—the last one being held last Thursday evening 
at Greeley, Colo., which was attended by 68 
lumbermen. Other meetings have been held in 
La Junta, Limon, Sterling and Denver. The 
feature of the program at all these meetings 
was a talk by Otto Hartwig of the West Coast 
Lumbermen’s Association, who discussed the 
house-to-house canvass for business originated 
by the Booth-Kelly Lumber Co., of Eugene, 
Ore., and emulated and practiced with success 
by lumber concerns in other sections of the 
country. 








AMERICAN LUMBERMAN 


Secretary T. J. Vincent, of the Mountain 
States association, reports that keen interest 
was taken in the talk given by Mr. Hartwig 
at the sectional meetings and many concerns 
are planning to put the merchandising plan 
outlined into effect. 





New Orleans Cypress Office to Be 
Closed 


New Orteans, LA., June 1.—-The local office 
of the Southern Cypress Manufacturers’ As- 
sociation will close on June 30. The low and 
declining production of cypress in Louisiana is 
given as the reason. The local office has handled 
traffic matters for members in this section. 





Southwestern Hardwood Club 

New Orveans, LA., June 2.—The South- 
western Hardwood Manufacturers’ Club will 
hold its next regular meeting at the Hotel 
Roosevelt here on June 9, starting with lunch- 
eon. The use of native woods in public build- 
ings for trim, flooring and furniture will be 
one of the subjects for discussions. 





Southern Pine Convention Plans 


New Orveans, La., June 1.—Plans for the 
joint mid-summer meeting of the Southern Pine 
Association and the Ohio Association of Retail 
Lumber Dealers, to be held in Columbus, Ohio, 
July 7 to 10, are progressing rapidly, accord- 
ing to announcement made by H. C. Berckes, 
secretary-manager of the Southern Pine As- 
sociation, which organization is working very 
closely with Findley M. Torrence, secretary of 
the Ohio association and also with the lumber- 
men of Columbus, in developing an interesting 


program. In connection with his announce- 
ment, Mr. Berckes said: 
Distribution is the problem of the hour. 


Through this meeting we are bringing to- 
gether the manufacturers and distributers, 
the specifiers and users of southern pine 
lumber, for an intimate discussion of every 
process involved in the distribution of this 
product. We are not confining our invita- 
tions to the manufacturers who usually sell 
in Ohio, or to the distributers and users in 


that State, because correct principles of mer- 
chandising are universal in their application 
and all who attend these sessions will benefit 


from the discussions, regardless of where 
they may sell or buy. 
A tentative program has been prepared, 


which includes a Hoo-Hoo banquet and con- 
catenation on the evening of Tuesday, July 7. 
Wednesday and Thursday, July 8 and 9, will 
be devoted to business sessions during the day, 
with entertainment features each evening. A 
golf tournament will be held on Friday, July 
10, in which all delegates to the convention will 
be invited to participate. 

Executive sessions of the boards of directors 
of both associations will be held on the morn- 
ing of July 8, adjourning for a joint buffet 
luncheon at noon. The open meeting will be- 
gin at 2 p. m. with L. O. Kilmer, president of 
the Ohio association, in the chair. At this 
session, every branch of the industry repre- 
sented will throw into the hopper, through their 
oficial spokesmen, the subjects that are of 
greatest concern to them. The manufacturers, 
retailers, wholesalers, commission men and 
salesmen are expected to present for considera- 
tion various aspects of the problems that now 
confront the entire industry, and there will fol- 
low discussions of inter-group relationships. A 
“Dutch treat”. stag smoker and reception, in- 
cluding a boxing exhibit, will be held on 
Wednesday evening. 

C. C. Sheppard, president of the Southern 
Pine Association, will preside at the Thursday 
morning session, which will be devoted pri- 
marily to a round-table discussion of important 
subjects affecting the industry, the details of 
which will be announced later. Both presi- 
dents, L. O. Kilmer and C. C. Sheppard, will 


preside at the wind-up session Thursday after- 


noon. This session will be featured by ad- 
dresses by C. W. Fish, of Sears, Roebuck & 
Co.; John M. Wyman, of American Building 
Association News, Cincinnati, Ohio, whose 
subject will be “A 75 Percent Valuation Financ- 
ing Plan Through Your Building and Loan 
Association,” and by representatives of pur- 
chasing agents, the American’ Institute of 
Architects, and the Ohio State Highway De- 
partment. 

A banquet will be held on Thursday evening, 
July 9, at which visiting manufacturers of the 
Southern Pine Association will be the guests 
of the Lumbermen’s Club of Columbus. <A 
prominent speaker will address the banquet, to 
which the ladies also are invited. 





. e,e 
Improving British Market 

Lonpon, Enc., May 23.—Judging from state- 
ments made by several leading importers of 
London and Liverpool, the markets for Ameri- 
can hardwoods appear to be taking a steady 
upgrade movement, though there is still room 
for considerable improvement. Though not by 
any means as large as it should be, the demand 
is steady, and in view of the generally dull state 
of business throughout the world the American 
mill representatives now visiting this country 
express themselves as fairly satisfied with the 
present outlook. 

With a dull British demand for cabinet and 
wagon oak, imports from the northern States 
are receiving little attention, the most lively 
lines in this section being southern red oak 
boards, with some inquiry for quartered white 
oak boards. A generally improved price basis 
is necessary to restore confidence in forward 
buying of American hardwoods, and stockhold- 
ers here will welcome the firmer rates which 
are likely to prevail when the expected increase 
in freight rates comes into operation. 

Douglas fir is in particular favor now that 
British consumers are more alive to the possi- 
bilities of this wood as a general all-purpose 
timber, and the last month has shown a marked 
interest in Sitka spruce. 

Pitchpine demand is stil! inactive owing to 
the small amount of tonnage now under con- 
struction in British shipyards, and until this 
industry revives the pitchpine market must re- 
main dull, 

The American door is still holding a firm 
market, it being stated at a recent meeting of an 
important housing committee that while British 
interior doors were available of a price and 
quality similar to those of the American prod- 
uct, home manufactured doors for exterior use 
were still inferior to those imported from the 
United States. 
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GRISWOLD-GRIER LUMBER CO. 
Philomath, Oregon 

Carlton Manufacturing Co., Carlton, Ore. 

Pedee Lumber Co. - Pedee, Oregon 


Affiliated Manufacturers in 
DURABLE DOUGLAS FIR 


Everything in Fir 
Sales Offices: 


THE GRISWOLD LUMBER CoO. 
Failing Building, Portland, Oregon 











YELLOW FIR 


Flooring Siding Ceiling 
Finish Mouldings 
Thick Clears 


Factory and Industrial Stock 
Fir Plywood 


CEDAR 


SPRUCE 
WESTERN PINE 
and HEMLOCK 


Sullivan 


Lumber (©. 


PORTLAND, 
OREGON 





Pacific 
DOUGLAS FIr\ emtock 


Tos 


Douglas Fir 
Exploitation 
& Export Co. 





EXPORT SHIPPERS— 
CARGO and PARCEL 
SHIPMENTS TO ALL 
FOREIGN MARKETS 

















HEAD OFFICE: 


1125 Henry Building, 
SEATTLE, WASH. 


BRANCHES: 
SAN FRANCISCO, CALIF. 
PORTLAND, ORE. 
CABLE ADDRESS, all offices, FIREXCO 


Cc. I. F. OFFERS 
on Request 
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The Logical Selection 
NATIONAL 


DRY KILNS 








Low investment= 


Inexpensive operation= 


Positive guarantee = 


Performance 
you may see= 


Now used by Ford, Edison and 
many other industrial leaders. 


See one in operation and benefit. 
Note: A Moistat installed on your 
present kiln will positively improve 


quality and increase production 20% 
to 30% 


The National Dry Kiln Co. 





437 West Georgia Street 
Indianapolis Indiana 


Eastern Representative: 


C. A. FIELDS, Eagle Mills, Troy, N. Y. 


























machine 
—pulley mortiser— 


pocket cutter and 
variety saw table 


Improved Phillips 
Window Frame Machine 


This compact, efficient machine, besides turning 
out clean, neat work of a uniform standard qual- 
ity, economizes in many directions. Two men can 
work on it at the same time—it avoids carrying 
lumber from one machine to another—it cuts 
costs—it increases profits, 


According to Jos. Miles and Sons, Philadel- 
phia, it is possible with an Improved Phillips 
to reduce the time on window frames at least 
a quarter of an hour each. That is worth 
your very serious consideration. 
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News Notes from Am 


Tacoma, Wash. 


May 29.—Franklin D. Hofheins, of North 
Tonawanda, N. Y., Snark of the Universe of 
Hoo-Hoo, was the guest of the Tacoma Lum- 
bermen’s Club at the regular meeting today. 
Mr. Hofheins, who is touring the Pacific coast 
in the interests of the order, was introduced 
by Maj. Everett G. Griggs, former Snark. He 
told the club members some of the work Hoo- 
Hoo is now engaged in. Mr. Hofheins em- 
phasized the order’s program of co-ordinating 
the efforts of the contractors and building trade 
associations with the manufacturers of lum- 
ber and other building materials. 

No business of importance was taken up 
at the meeting. Corydon Wagner presented 
a report on the difference in insurance rates 
caused by the use of steel sash as against 
wood sash, which proved negligible in most 
cases. The report was not acted on, and dis- 
cussion was postponed until a later meeting. 

The special meeting of the Tacoma Lumber- 
men’s Club held last Monday was attended 
by all five members of the city commission, 
and by the engineers of the light and water 
department. Roy A. Sharp opened the meet- 
ing with a frank statement of the needs of 
the industry, and the necessity for city and 
county officials co-operating by using wood 
wherever it can be suitably used. The spe- 
cific purpose of the meeting, he declared, 
was to call to the city commission’s atten- 
tion the need of preparing specifications for 
the new water system that would allow wood 
pipe manufacturers a fair opportunity to sub- 
mit bids. Chester J. Hogue and Bryan 
Ingoldsby, of the West Coast Lumbermen’s 
Association, described new methods of wood 
pipe construction, and told how most of the 
objections to the material have been overcome. 
Maj. Everett G. Griggs spoke from the stand- 
point of the lumberman as taxpayer, and 
pointed out that city officials must support the 
city’s leading industry, which pays 80 per- 
cent of the taxes. Mayor M. G. Tennent and 
Commissioner of Light and Water Ira 
Davisson promised to give wood pipe careful 
consideration when the specifications are pre- 
pared. The mayor suggested that engineers 
of the West Coast association co-operate with 
the city engineers in preparing the specifica- 
tions. Commissioner Davisson said they are 
already doing so. W. G. Kunigk, superin- 
tendent of the water department, told of some 
of the difficulties he faces in the construction 
of the line, and promised to give wood pipe 
fair consideration. 

The plants of the Mountain Lumber Co. 
and Ernest Dolge (Inc.), will shut down for 
an indefinite period when orders now on file 
are completed, which will be about the middle 


of June. 
Spokane, Wash. 


May 29.—A wel! attended regional confer- 
ence of the Western Retail Lumbermen’s As- 
sociation was held at Billings, Mont., on May 
27. Retail dealers of southeastern Montana 
and northern Wyoming attended. This was 
one of a series, and was in charge of Otto 
Hartwig, of Seattle, Wash., representing the 
West Coast Lumbermen’s Association. 

At today’s meeting of Spokane Hoo-Hoo, 


prizes were awarded to the golf winner at 
last week’s tournament at the Manito Golf 
Club. I. N. Tate won the low net, and J. F. 


Brod won low gross. N. W. Durham, of the 
Spokesman-Review, was the speaker at to- 
day’s program, and talked on “The Columbia 
Irrigation Project.” 

Washington safety engineers held their 
annual meeting at Yakima on May 23, dur- 
ing which they inspected the plant of the 
Cascade Lumber Co. H. H. Sanderson, of 
Seattle, was toastmaster at the banquet held 
in honor of the visitors to Yakima. 

Representatives of the Vernon Parish 
Lumber Co., Kurthwood, La., were at Golden- 
dale, Wash., last week looking over the com- 
pany’s holdings in Cedar Valley. Its tract 
of timber comprises 16,000 acres, and possibly 
20 percent of it was blown down by the 
recent big wind storm. These officials are 
figuring on a mill at Goldendale. 
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G. H. Benedict, of Great Falls, Mont., an 
official of the Grogan-Robinson Lumber Co. 
spent last week in Glasgow, Mont., planning 
the remodeling of its lumber yard there. 
George R. Brown recently has taken over the 
management of the Glasgow yard. 

U. S. Buck, of the U. S. Buck Lumber Co, 
operating near Goldendale, Wash., recently 
took over the Lyle Fir & Pine Lumber (Co,’s 
plant near Lyle. Mr. Buck will use this 
plant as a box factory, and is having the 
machinery overhauled. He expects to use up 
his waste from the mill in the woods, and 
will make 500,000 feet of lumber into boxes, 
The sawmill will cut about 1,000,000 feet of 
lumber this season, depending on the market, 

The Thomas sawmill, at White Salmon 
Wash., recently started running two shifts 
in order to keep up with recent orders. This 
mill is sawing pine lumber for the Klickitat 
Pine Box Co., manufacturer of fruit boxes at 
White Salmon. 


Portland, Ore. 


May 29.—Lumber shipments by water from 
Portland during May were considerably 
larger than during April, but approximately 
5,000,000 feet under the total for May, 1930, 
These figures represent shipments to for- 
eign and Atlantic coast and Gulf ports only. 
Figures on California shipments were not 
available today, but it is understood that 
they will show fully as good a movement 
this month as during May of 1930. Foreign 
shipments for May, 1931, were 28,783,061 feet, 
whereas in May of 1930 they totaled 35,836,- 
974 feet. Shipments to Atlantic Gulf ports 
during 


; May, 1931, were 16,428,033 feet, 
against 15,283,468 feet in May of 1930. 
Seattle, Wash. 
May 29.—Intercoastal prices tend toward 
softness. June space is very scarce, and there 
is no indication of a break in the $9 rate. 


Some July space is already taken. Diversion 
of some steamers to British Columbia, and an 
increase in general cargo, has reduced avail- 
able tonnage, so the rate is firm in spite of 
the comparatively low volume of lumber movy- 
ing eastward. 

Export markets are very 
freights have dropped $1 in the last few 
days. An exporter of lumber and logs said of 
the Japanese market: “The last two months 
there has been a decided change in the Jap- 
anese market. The rainy season is restricting 
building, and the heavy purchases in March 
created a temporary surplus. Arrivals during 
April were especially heavy. C. i. f. prices 
and steamship rates have both dropped. 
Distress shipments have also had an effect on 
the market. Today there is not enough lum- 
ber moving to make a freight rate. Buying 
will probably begin in the latter part of June 
and July. Shipments during the season just 
closed were below last year’s, yet the Jap- 
anese market was the only one to show any 
life this spring.” 

Shingle sales have improved. 
the square pack is good. 

The log market is still in a chaotic state. 
Fir log prices are uncertain. Hemlock logs 
are steady at $10@12 and $10.50@12.50, with 
some sales made at lower figures. No change 
is apparent in cedar logs, which bring a top 
price of $10 and $20. Shingle cedar ranges 
from $10 downward. An inventory of logs is 
expected to be completed next week. 

Box shook manufacturers of central Wash- 
ington on May 28 formed a shippers’ council, 
modeled after the Wenatchee-Okanogan ship- 
pers council, maintained by the fruit industry. 
The purpose of the organization is to keep 
the members informed as to market condi- 
tions. All the principal lumber and box manu- 
facturers of the district are members of the 
new organization. 

The logging pool formed by about thirty- 
five insurance companies, to underwrite 1log- 
ging equipment and down timber, is doing 4 
small amount of business, because of the re- 
striction in logging. The pool has been in- 
creased by the addition of two companies. UDP 
to May 15 no losses had occurred. 

Arthur H. Zeigen, former sales manager of 
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ericas Lumber Centers 


the Charles Nelson Co. here, has become 
sales manager at the Wood & Iverson Mill, at 
Hobart, Wash. 

Bben B. Smith, president Transcontinental 
Lumber Corporation, of New York City, and 
George Leonard, also of the same company, 
were visitors to Seattle last week. 


Boston, Mass. 


June 1.—The principal reason for the slow- 
ness in building is generally considered to be 
the great difficulty experienced in financing 
construction of homes. In spite of all that 
has been said and written about “easier” 
money and accumulated funds seeking safe in- 
vestment, bankers hereabout appear to have 


tied their purse-strings in hard knots, so 
far as furnishing money for a reasonable 
amount of mortgage loans on homes is con- 
cerned. The manager of one of the larger 
suburban yards told the news representative 
of the AMERICAN LUMBERMAN yesterday: 


“Within the last two weeks I have personally 





ONLY 8,000 DAYS 


or less to work. Cheer up—only a few 
thousand more! The span of life, to age 70, 
is equivalent to 25,550 days. Subtracting 
the days of childhood and youth and the 
start in life there are only about 8,000 left. 
Tonight when you leave the job there will 
be one day less. Will that day just com- 
pleted raise or lower the average of effi- 
ciency that your life story will tell? How 
do you know? Have you ever figured out 
what might be a standard day, so that you 
might know how to compare days? Do you 
know what your daily sales should be—what 
day was the high point in your history, and 
what was the low? Have you ever tried to 
set a daily quota and then to raise the 
sights a little as time goes on? No man 
can stand still; if he is not going ahead he 
is slipping back. 





talked with three different prospects, who 
were eager to take advantage of present low 
building costs, and secure the sort of homes 
they have been dreaming about for years. 
3ut when it came to the question of financing 
it seemed impossible to persuade any bank to 


write a first mortgage of reasonable amount 
at a reasonable cost. To get the additional 
money necessary meant such excessive ex- 
pense that it offset savings on construction 
cost. So these three prospects gave up the 
idea of a new home, and I lost the chance 
to sell three nice house bills.” 
. - 
Birmingham, Ala. 

June 1,—New building is handicapped by 
inability to finance it. Demand is mostly for 
repair work, public buildings, and remodel- 
ing commercial buildings. Permits are at the 
lowest point in months, after making allow- 
ance for the municipal jobs. Mill prices 


have dropped all along the line, from 50 cents 


on the lower, to as much as $5 on higher, 
grades. No. 3 flooring, 1x3-inch, dropped to 
$5, and 4-inch remained at $6. No. 2 com- 
mon, 3- or 4-inch, is $10@12. No. 1 common 
is $23 for 3-inch, and $24 for 4-inch. B&better 
is $32 for 3-inch, and $30 for 4-inch. Rift 
No. 1 and C, 8-inch, is $38, and 1x4-inch is 
$33. B&better 1x3-inch is $54@56, and the 
1x4-inch $45@50. Declines in other items 
Were largely in the best, and in the lowest, 
grade For No. 4 common, 1x4-inch and 
Wider, $4 mill is a good price. Finish and 
trim are down about $2. Timbers and rail- 
road stocks were also off. Longleaf 85 per- 


cent heart timbers have been going at about 


$10 less than prices of thirty days ago. De- 
mand for certain timber sizes is somewhat 
better. Sales of railroad stocks have been 
limited. Industrials have bought limited 
amounts for repairs. 

Hardwood is in better demand 
Flooring mills are buying, and other plants 
want cut-to-length items. Demand for upper 
grades is slack, and that for lowers is only 
fair. Demand for oak flooring is limited, 
though prices are back to 1921 levels. Some 
sellers have abandoned firm list prices. De- 
mand for northern and southern maple floor- 
ing has increased, and this brings fair prices. 
A good deal of maple flooring is being used 
for bowling alleys, and there has been an 
increase in the output of miniature 


tables. 
Kansas City, Mo. 


June 1.—There was about the customary 
run of business from retail yards in the 
South and Southeast last week, and a little 
better volume of sales to eastern yards. 
Building items seem to be in best demand, 
orders covering mixed cars for immediate 
shipment. Railroads again came into the 
market for cheap grades to be used in grain- 
door construction and general car repairs. 
Purchases by railroads for other purposes 
were limited. Industrial demand showed no 
improvement last week. There were the 
usual number of orders for limited amounts 
from furniture manufacturers in all parts 
of the country. Automobile body builders 
in Detroit placed orders for additional sup- 
plies, but the total was not very large. Small 
lots of crating lumber continue to be sold 
for spot delivery. 


Detroit, Mich. 


June 1.—The outlook for business in Detroit 
is just a shade brighter, but only a shade. 
Stocks in the retail yards are low. The com- 
panies are paying off debts and reducing 
operating expenses, as well as inventories to 
the minimum. But although retailers are 
buying only from hand to mouth, neverthe- 
less they have a feeling that conditions are 
generally better, but think improvement will 
come very gradually, and may not be marked 
until fall. A few larger residences are being 
built, and considerable repair work is being 
done. The percentage of cash sales is much 
larger than in ordinary times. There is 
almost no speculative building, and no cheaper 
residences are being put up. Among buyers 
here there is a trend toward southern pine. 

P. J. Currier of the Currier Lumber Co., 
has recently returned from a trip to Spain 
with his family. 


than pine. 


pool 


Minneapolis, Minn. 


June 1.—Demand for northern pine is 
steady, with purchases of badly mixed small 
lots the market feature. tetailers usually 
demand rush_ shipments. Industrials are 
rather inactive. As new stock becomes mar- 
ketable, broken mill assortments are being 
rounded out. Prices are stable at a lower 
level than that of a few weeks ago. Unfilled 
orders slightly exceed those of a year ago. 
Production is about 20 percent lower than that 
for a corresponding period of 1930, and the 
sales volume is less than last year’s by about 
16 percent, although sales have exceeded pro- 
duction by a considerable margin. 

Northern white cedar sales have fallen off 
somewhat during the last week. Although a 
considerable number of inquiries have been 
received, they have not been followed by or- 
ders in satisfactory ratio. Most of the deal- 
ers are buying only for immediate require- 
ments, and almost all items are in demand, 
although the quantity wanted usually is small. 

A fair volume of northern white cedar poles 
is being moved, but the larger sizes are not 
in great demand. 

Millwork dealers report 
business, which is slightly improved over 
that of a week ago. Many of the buildings 
being erected in the Twin Cities at the present 
time are of types which require special built- 
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R. B. White, president, Exchange Sawmills 
Sales Co., Kansas City, was in Chicago last 
l‘riday on a short visit. 

Heard at a recent luncheon; “Do you re- 
member way back when we used to complain 
at filling out an income tax return? Now I 
wish I had an income to report.” 


J. V. J. Posey, president, Posey & Co., Port- 
land, Ore., left Chicago last Saturday for home 
after making a number of visits to local lumber 
offices. Mr. Posey had previously spent some 
time in the East. 


Commenting on this week’s scant news of the 
activities of lumbermen, there being very little 
to report on the movements of sawmill opera- 
tives and others visiting and departing from 
Chicago offices, one lumberman remarked that 
perhaps lumber people were getting too poor to 
travel. 

W. R. McMillan, manager Hammond Lum- 
ber Co., with office and distributing yard at 
601 West 138th Street, left this week for New 
York, where from the headquarters of the com- 
pany in that city he will spend a fortnight 
calling on the company’s connections in the 
metropolitan district. 


Cheer up! Astrologist Evangeline Adams, 
feature radi» personality, tells us that while 
business wili show little improvement in June, 
things will pick up decidedly at the end of the 
month, and continue at a healthy rate until well 
after the middle of July, beyond which point 
she does not prophesy. 


To speed up the drying of staves, the Rocky 
River Coal & Lumber Co., Campaign, Tenn., is 
adding a Moistat system to its kilns, the Na- 
tional Dry Kiln Co., of Indianapolis, doing the 
work. This is another place where capacity is 
being increased by the Moistat method, without 
building additional kilns. 


R. C. Clark, sales agent Tremont Lumber 
Co., Chicago, visited a number of yards in 
Northern Illinois on a flying trip Tuesday. He 
reports business quiet in that section, with the 
yards not expecting much activity until the 
farmers have gathered their crops. Farmers are 
busy in the fields just now, taking advantage of 
the fine weather. 


E. R. Ross, secretary Marsh & Truman Lum- 
ber Co., Chicago, left the city Wednesday night 
to look over some of the Mississippi River work 
in which the company is interested. A. F. 
Marsh, vice president of the company, also left 
on a trip to survey conditions in the industrial 
construction and public works field in the South- 
west. 


A. I. Kaplan, of New York City, Frank H. 
Porter, of Charleston, W. Va., and T. P. Gal- 
lagher, heavily interested in the White Pine 
Lumber Co., of Bernalillo, N. Mex., were in 
conference at Santa Fe, N. M., May 25 with 
Federal Judge Colin Neblitt, who made the ap- 
pointment of J. S. Vaught and J. E. Cox, of 
Albuquerque, as receivers, permanent, and 
ordered the holdings sold at auction at Ber- 
nalillo on July 27. 


At a recent meeting of the board, Charles 
M. Huttig was elected to the directorate of the 
Mississippi Valley Trust Co., of St. Louis. 
Mr. Huttig is president of the St. Louis Lum- 
ber Co. and one of the outstanding young lum- 
bermen of that city. He began his business 
career in 1922, with the Huttig Sash & Door 
Co., later becoming assistant treasurer and 
director. In 1928 he resigned to accept the 
presidency of the St. Louis Lumber Co. and 
he is recognized as one of the leading retail 
lumber merchants of the Mississippi Valley. 


C. H. Watzek, secretary-manager Crossett 
Western Co., at Wauna, Ore., spent a few days 
in Chicago this week, visiting his brother John 
W. Watzek, of Crossett Watzek Gates, and 
looking after important business matters. Mr. 
Watzek does not give a particularly optimistic 
report of conditions in the West, but believes 
that plans now under way, and which gradually 
will be perfected, will eventually bring about a 
more satisfactory situation and a better control 
of the market. Before returning to his head- 
quarters in the West, Mr. Watzek will visit 
his parents in Davenport, Iowa. 


Members of the Hardwood Lumber Dealers’ 
Association of Chicago are looking forward 
with pleasant anticipation to the annual golf 
tournament of that organization, to be held at 
the Antlers Country Club on Tuesday, June 16, 
A committee consisting of R. A. Lounsbury, 
S. C. Bennett, and J. Cisar, with H. B. Tib- 
bitts, secretary, is planning to make this an 
event of unusual interest and pleasure. The 
charge for this all-day tournament will be $4 a 


person. This includes green fees, locker and 
shower, luncheon at noon and dinner in the 
evening. 


President Hoover has appointed Walter F. 
Shaw, trade extension manager of the National 
Lumber Manufacturers’ Association, as a mem- 
ber of the committee on farm and village hous- 
ing of the President’s Conference on Home 
3uilding and Home Ownership. This commit- 
tee was appointed to study the problem of im- 
proving the quality of rural and village homes 
with reference to contemporary needs and 
trends, design and construction of new and 
modernizing of old buildings, the financing of 
farm homes, regional planning for rural dis- 


tricts and village planning, ownership and 
tenancy, landscaping, planting, furnishing, 
decoration, remodeling and modernizing of 


rural and village homes. 


David G. White, trade extension manager of 
the Appalachian Hardwood Club, with head- 
quarters in Cincinnati, was in Chicago this 
week, after having visited Indianapolis. Mr. 
White is taking a little swing around the circle, 
sizing up business conditions and building pros- 
pects and contacting architects and other speci- 
fiers of wood. The Appalachian club recently 
has added materially to its membership and has 
some ambitious plans for the promotion of Ap- 
palachian woods, which Mr. White hopes he 
may be able soon to put into effect. As in 
other sections, production in the Appalachian 
region is at a low ebb, some mills being down 
altogether and others operating on greatly re- 
duced running time. 


A cheerful note comes to the AMERICAN 
LUMBERMAN this week from Charles Hill, gen- 
eral sales manager, Southern Pine Sales Cor- 
poration, from his home in Montclair, N. J, 
where he is slowly and patiently recovering 
from a severe attack of sciatica. Mr. Hill says 
he is making steady progress toward recovery, 
is out of doors every day and hopes shortly to 
be at his office once more. Mr. Hill has found 
that a policy of non-resistance is the surest way 
to conquer this ailment, and he whimsically 
remarks that this is a policy that can be ap- 
plied to a business depression and sciatica if 
the same way. He recalls a speech made by 
Hon. Thomas RB. Reed during the depression of 
1893, in which he said: “What is the condition 
of business today? It is like pushing on a rope; 
the more you push the more it won’t go any 
whither.” Mr. Hill thinks “There are times 
when we make real progress by refraining 
from pushing too hard.” His host of friends 
throughout the industry will be delighted to 
know that Mr. Hill is on the way to recovery. 
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Appointed District Manager 


Martin S. McDonnell has been appointed dis- 
trict manager of the Central States territory for 
the Bloedel Donovan Lumber Mills and the 
Great Central Sawmills Limited, as of June 1. 
He replaces E. W. Bache, who, as reported in a 
previous issue of the AMERICAN LUMBERMAN, 
has been transferred from the Chicago office to 
Seattle, Wash., to act as assistant to Ralph A. 
Clark, general sales manager of the company. 

Mr. McDonnell has been with the company 
three years, and enjoys 
a wide acquaintance with 
the consuming trade 
throughout the middle 
west, where he formerly 
travelled as sales repre- 








McDONNELL, 
Chicago, 


M. §. 


Made District Manager 
Bloedel Donovan 
Lumber Mills 








sentative. He has 
worked in the company’s 
mills and has had a 
good general experience 
in retail yards, and is 
eminently qualified to 
handle the organization 
of 21 salesmen, commis- 
sion men and_ whole- 
salers which has been 
built up by Mr. Bache since the district sales 
office was started a few years ago, and which 
has proyed a very effective unit in the com- 
pany’s merchandising of fir, hemlock, spruce and 
red cedar through sources which represent 
Bloedel Donovan exclusively. 

The company, through the district office, 
maintains close contact with each of its outlets, 
whether salaried or not, and it is to the close 
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knitness of its sales organization that it attrib- 
utes the extent. to which, in spite of the depres- 
sion, its sales are holding up. Mr. Bache has 
constantly striven to build up goodwill of the 
sales organization, feeling that the goodwill of 
all those who sell for the company is as essential 
as consumer goodwill, and along these lines, 
Mr. McDonnell will further the policies orig- 
inated and made successful by Mr. Bache. 

Robert S. Burnside will act as sales represen- 
tative in northern Illinois, south Wisconsin, and 
Mississippi River points in lowa, the territory 
formerly handled by Mr. McDonnell. 





Wage Cuts Discussed as Spur 
to Building 


Whether lowering of the wage scales would 
encourage building and at the same time alle- 
viate the unemployment situation was discussed 
at a conference held in Chicago May 27 between 
contractors’ representatives and spokesmen for 
building trades unions. 

Oscar W. Rosenthal, president of the build- 
ers’ association, and of the Illinois Builder's 
League, concurred with Patrick Sullivan, presi- 
dent of the Building Trades Council, in stating 
a belief that no one can be sure that a readjust- 
ment would produce the desired effect. ‘“Per- 
sonally,” he said, “I hesitate to sponsor any- 
thing which will reduce the purchasing power of 
labor. I believe that unless such an action will 
have the effect of stimulating sufficient additional 
construction it will not be justified. The feeling 
among employers is that such a readjustment 
will tend to produce a greater volume of build- 
ing.” He further stated that a modernizing, 
maintenance and repair program would greatly 
relieve the situation, and would protect property 
values by placing old and obsolete structures in 
a sound competitive position. 

General opinion among representatives of both 
groups was to the effect that wage reductions 
would do little good unless banks would ad- 
vance credit for renewed activity. 


Conditions in Chicago Market 


A steady increase in the volume of lumber 
moving through regular trade channels in the 
Chicago district is revealed in the latest receipts 
and shipments reports. It is shown in the sta- 
tistical records of the Chicago Board of Trade 
that in May there was a gain in both receipts 
of lumber from the sawmills and in shipments 
from this market to the outside trade. The 
trade board figures are compiled from daily re- 
ports from all railroads. 

Receipts of all kinds of lumber from all pro- 
ducing regions in May were heavier by 2,268,- 
000 feet than they were in April, totaling 121,- 
435,000 feet. This compares with April receipts 
aggregating 119,167,000 feet. It is shown in 
the records, however, that for the month the 
volume coming in here from the mills was less 
than in March, the receipts for that month total- 
ing 126,589,000 feet. 

Shipments from the Chicago district to the 
outside trade in May aggregated 54,324,000 feet. 
This compares with shipments in April totaling 
53,400,000 feet, which indicates a slight seasonal 
increase in the demand from the yards in the 
rural districts. It also indicates that dealers in 
the country towns with low inventories were 
forced into the wholesale market to replenish 
broken stocks. Shipments in May also were 
heavier than they were in March which makes 
a steady gain in the movement to the outside 
trade during the last three months. Shipments 
in March aggregated 53,678,000 feet. 

Wholesalers, sawmill representatives and the 
retail dealers report very little change in gen- 
eral market conditions in the last week. In the 
wholesale trade there is no buying ahead of 
actual needs, either by the retail distributors or 
the factory consumers. Sellers report that the 
dealers are in some instances reducing stocks in 
their yards to a minimum, while the industrials 
and the factory consumers continue to come into 


the market for mixed cars and urge quick ship- 
ment on all orders placed with the mills. It is 
difficult to figure a market as the mills continue 
to quote low prices, the quotations being based 
largely on how anxious they are to move the 
stocks. 

The fine weather has created a slightly better 
tone to the market for retail lumber and in con- 
sequence there is a little better feeling among 
the dealers. The volume of yard business still 
is far below what might be considered normal 
for a year of active building and construction, 
although with concrete and other work more 
active more lumber, particularly in the common 
grades, is moving from the yards into regular 
trade channels. In the southern pine, Douglas 
fir and cypress regions the mills evidently are 
in need of business and in consequence sellers 
here are pushing the trade hard for orders. In 
the wholesale hardwood market the inquiries 
are scattering and the demand is highly diversi- 
fied with buyers wanting mixed cars containing 
many items. The general belief here is that de- 
mand will continue to drag along through the 
summer months without much change. 

A considerable demand for railroad ties looms 
in the offing, according to Gillis & Co., in a 
market letter to the trade. They say: 

Railroads are taking a minimum of right-of- 
way ties and are discouraging production all 
possible. Where foreign line freight must be 
paid, only necessary requisitions are permitted 
to be filled. There isa relatively small amount 
of distress tie stock which, even under exist- 
ing conditions, should be well absorbed this 
summer. 

Production is below normal and available 
stocks are light. Potential tie requirements 
being cumulative are steadily building up and 
much trackage has already reached a condi- 
tion of questionable safety for high speed 
operation of modern heavy equipment. There- 











eROWN: 


SUPERCEDAR 


CLOSET LINING 


dd Mal fill » 
Trape 7% wank 


Ce 


Easy to Sell Because 
Every Home Needs 
Supercedar Closets 
and Every Woman 
Wants Them! 





Yj 


N 


\ 





















— 


N 


Supercedar, Brown’s Su- 
percedar, comes to you in 
cartons, protected against 
damage and deterioration. 
Each box is marked with 
width and quantity. The 
quality is guaranteed—90%, 
or more, red _ heartwood, 
100% oil content. 


Any carpenter or handy man 
applies it right over the old 
plastered walls, ceiling, floor 
and inside of door. Costs little, 
saves much. Or, in new work, 
use Supercedar Closet Lining 
instead of lath and plaster. No 
wall paper, no paint or varnish. 
Then it costs virtually nothing. 





Every retailer can sell Su- 
percedar. Small investment. 
Easy sales. Good profit. Makes 
friends. Ask for miniature 
sample box with circular and 
quotations. 
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Wolverine Toilets and Septic 
Tanks are good sellers for re- 
sorts, farm homes, suburban 
homes, schools, camps, etc. 
which are outside of the 
sewer limits. 


We have a very attractive 
sales proposition for lumber 
dealers. Make additional 
profits on the Wolverine line. 
Write for details now—there’s 
no obligation. 


DAIL STEEL 
PRODUCTS CO. 


1000 Main Street, LANSING, MICH. 


WEEDS need not 


cause fires....destroy 
them this easy way!!! 
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percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve 
months is determined in advance and 
nothing can increase it. 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders 


The American Credit-Indemnity Co. 
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IDAHO 
MINNESOTA 
WESTMONT 






LONG and SHORT LEAF 
ALso | Yellow Pine 


WM. SCHUETTE CO. 


Pittsburgh. Pa. New York, N. Y. 
= 














17 





VON PLATEN -FOX COMPANY 


Iron Mountain, Michigan 
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fore, a considerable demand looms in the offing 
and while its volume may be predicated on 
railroad revenues, nevertheless, it promises 
to be well in excess of the visible supply or 
reasonable prompt production expectancy. 

Today's tie prices are below 1921 levels and 
in many cases less than possible production 
costs even at lowered wage scales, so a defi- 
nite bottom may be said to have been reached. 
It is economic history that practically all rail- 
roads enter the tie market at about the same 
time and conditions indicate that history will 
repeat itself. When this demand which is 
steadily increasing in potential volume as the 
months pass by hits a market of short sup- 
ply and suspended production, the results on 
tie prices seem extremely obvious. It also 
seems equally obvious that now is the time 
of times to cover all possible tie require- 
ments. 

Interest in the lumber trade is centered in 
reports from the fifteenth major furniture mar- 
ket and style show now in progress at the 
American Furniture Mart indicating that buy- 
ing is better than had been expected consider- 
ing general business conditions. In spite of the 
fact that the market and show is being held one 
month earlier than usual, the attendance is 
large, the registrations for the first two days 
totaling close to 2,000 retail dealers from all 
parts of the country. V. L. Alward, president 
of the Mart, in a statement said that the out- 
look is most encouraging and everything points 
to a good volume of business for the manufac- 
turers. He said: 

The fact that in the first two days the 
registrations totaled close to the attendance 
last summer indicates that these dealers are 
here to buy furniture. It means business for 
the manufacturers who are here and there 
are 700 of them, operating factories in 250 
cities and about thirty States. 


Building in Chicago for the first five months 
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of 1931, as shown in permits issued by the city’s 
building department during the period, aggre. 
gated $34,099,800, according to the building sy. 
vey department of S. W. Straus & Co,. This js 
an increase of $419,300 over the total valuation 
for the same period in 1930. In the first fiye 
months of this year permits have been issued 
for 708 new buildings, while for the correspond. 
ing period a year ago the total was 1,044 with 
an average aggregate cost of $33,680,500. 


To Log Big Montana Stand 


SPOKANE, WASH., May 29.—A business deal 
which will mean much to the people of Flatheaq 
County, Montana, was completed recently at 
Kalispell. J. H. Kinshella closed a contract 
with the Somers Lumber Co. and the Great 
Northern Railway Co. for getting out 160,000, 
000 feet of timber in the Whitefish Basin. Oj 
this amount, there will be 45,000,000 feet of 
logs for the Somers Lumber Co. and the re. 
mainder will be in ties for the Great Northern, 

It is estimated that seven years will be re- 
quired to complete the contract, and that from 
60 to 90 men will be employed. The building of 
camps will be started at once. A railroad 8 
miles in length will bring out the logs. A road 
three miles long has already been built to the 
Somers Lumber Co. camp near the head of 
Whitefish Lake. Portable cook shacks and bunk 
houses will be used, and will be run on the 
railroad to different points. Two tie mills will 
be installed at once, and a third will probably 
be put in later. The contract calls for the 
delivery of 400,000 ties in 1931. 

Mr. Kinshella had the misfortune to meet 
with a bad accident about ten days ago, and is 
directing operations from his home near Mont- 
ford. 





Sawmill Lubrication 


[By L. H. Young, Chief Engineer, Potlatch Lumber Co., Elk River, Idaho.] 


There are a large number of devices on the 
market to aid in the economical lubrication of 
machinery. Modern machinery being better 
constructed for adequate lubrication, also 
through the adoption of ball and roller bear- 
ings, a large saving can be made in power, as 
well as in oil and greases. Older types of saw- 
mill machinery, however, are harder to lubri- 
cate with much economy. 

As it is necessary to cut costs in all ways pos- 
sible, we have endeavored to meet the situation. 
Our cost for 1930 for lubricating the sawmill 
was .032 cents a thousand feet of lumber 
sawed, and it may be of interest to some to 
learn of the method used. 

Our first problem was the band mills; we 
tried several methods, among which was hydro- 
static pressure through sight drip feeds, but this 
was not entirely successful. We finally arranged 
a tank as near the level of the feeds as pos- 
sible; this allowed greater opening of the drip 
feeds, which permitted a more constant flow and 
by grouping the feeds near the tank saved con- 
siderable time for the oiler, thus giving him a 
hetter chance to watch this equipment. 

The carriages have roller bearings packed 
with a ball bearing grease. The loose wheels 
have zerk fittings and we use gear grease at 
this place. The head blocks are lubricated with 
No. O cup grease, which is applied with a swab. 

The helt tighteners on the band mills are 
equipped with timken bearings packed with a 
ball bearing grease. 

On our conveyor chains, slow speed shafting, 
and wherever possible, we use wick oilers; with 
these we are enabled to use a lot of reclaimed 
oil, as the wick practically filters the oil. 

The edger bearings are ring oiled. For 
spraying oil on edger saws and arbor to cut the 
pitch we have oil syphoned with air pressure 
connected to a pipe in which a number of real 
small holes are drilled. This pipe is placed di- 
rectly over the saws and parallel with the arbor 
and is arranged to produce a fine spray which 
is very efficient for this purpose. As the con- 
trol valve is placed near the edgerman no time 
is lost in its operation. 


All motor bearings, of which we have a large 
number, are ring oiled. 

For the steam cylinders, niggers, kickers and 
steam feed, we have a 48-feed pressure oil pump 
forcing the oil into the cylinders through quills. 
This breaks up the oil, or atomizes it, and pro- 
duces good lubrication. The fact that our 
packing cost is low will prove this point. All 
piping connecting pump to the various feeds is 
run along the exhaust pipes and covered with 
asbestos paper in order to keep the oil as fluid 
as possible. 

Last, but not least, the oiler should havea 
fair knowledge of machinery. 





Displays New Product in Bank 


JACKSONVILLE, FLA., June 1.—In the main 
lobby of one of the largest banks here the 
Brooks-Scanlon Corporation is displaying an 
exhibit of alum-wood, a new product of the 
corporation, that is attracting unusual interest. 
The exhibit is shown on a huge cardboard on 
which are placed several panels of the alum- 
wood, which is a scientifically treated wood 
with an aluminum surface. According to ex- 
ecutives of the Brooks-Scanlon Corporation, the 
wood is the result of several years of expefi- 
mentation. The aluminum paint serves as 4 
prime coat for wood and increases the wood’s 
moisture proofing efficiency. Alum-wood is the 
trade name for the product. Alum-wood pro- 
tects the timber from warping and insures 4 
longer life for the top coat of paint. The 
aluminum paint treatment guarantees top paint 
from peeling and flaking off, the lumbermen 
say. “Bleeding through” of pitch pine is greatly 
retarded by the use of alum-wood, it was also 
stated. The Brooks-Scanlon Corporation has 
gone to considerable expense in equipping its 
plant with the facilities to turn out the alum- 
wood which is treated on all surfaces with 
aluminum paint. The new plant has been in 
operation for about thirty days and already the 
firm is getting heavy orders for the product. 
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Ratify Willapa Harbor Group 
Merger 


Tacoma, WASH., May 29.—Stockholders of 
the Weyerhaeuser Timber Co. ratified the 
merger of the Willapa Harbor group of lumber 
interests with the Weyerhaeuser organization 
at the annual meeting of the company held here 
yesterday. 

” Few changes were made in the directorate 
of the company. The deaths of George S. 
Long, vice president, and E. W. DeLong, as- 
sistant treasurer, left two vacancies to be filled. 
The new officers of the company are F. S. Bell, 
president; A. W. Clapp, F. E. Weyerhaeuser 
and W. L. McCormick, vice presidents; H. H. 
Irvine, treasurer; A. D. Orr, assistant treas- 
urer; I. R. Titcomb, general manager; W. L. 
McCormick, secretary; H. J. Richardson, as- 
sistant secretary; George S. Long, jr., assist- 
ant secretary and A. W. Clapp, general counsel. 

C. H. Ingram was appointed assistant gen- 
eral manager; Minot Davis, manager of the 
logging department and J. R. Peetz, cashier. 

The new board of directors is composed of 
F. S. Bell, William Carson, A. W. Clapp, E. 
P. Clapp, H. H. Irvine, W. L. McCormick, C. 
R. Musser, F. W. Reimers, H. J. Richardson, 
F. E. Weyerhaeuser and J. P. Weyerhaeuser. 
The executive committee is composed of A. W. 
Clapp, Mr. Bell, F. EE. Weyerhaeuser, Mr. Ir- 
yine and Mr. McCormick. The meeting was 
attended by forty-five stockholders. Most of 
the visitors left for Willapa Harbor today to 
inspect the company’s new properties there. 





Believes Depression in Millwork 
Industry Due to Lack of 
Advertising 


H. H. McKay, president Shattock & McKay 
Co., which company for many years has been 
very close to the millwork industry through its 
publication of catalogs etc., in a letter to the 
AMERICAN LUMBERMAN expresses the con- 
scientious belief that the present depression in 
the millwork industry is caused solely through 
lack of advertising lines of modernistic millwork 
and finishes in general use at the present time. 
He said: 

Odd work from architects’ details have 
supplemented old stock patterns and sizes, 
whether in the city or village. Newer meth- 


ods of packing and shipping play an impor- 
tant part. Dusty and shopworn stock ap- 
pears only in an inventory. Its value is nil. 
There is not an item shown in the new and 
modern homes that could not be reproduced 
in any average mill. Consistent and per- 
sistent advertising would reach this new 


class of builders. 

Mr. McKay calls attention to an incident that 
recently came under his observation, where a 
large piano manufacturer in the Chicago dis- 
trict furnished all the trim, carvings and panel- 
ing of a magnificent home on the North Shore. 

Mr. McKay has sent out a letter to members 
of the millwork industry, in which, among other 
things, he said: 

It is really amusing to sit in with a group 
of men representing varied lines of business 
and listen to the individual reasons for the 
present depression. No two coincide. I some- 
times wonder if the old timers had not the 
right idea, who firmly believed there was busi- 
ness if the proper tactics were used in locating 
it. There is still plenty of money in the 
country. There is more building of homes 
today than for the last two years. Sitting 
complacently waiting for inquiries’ will 
never get one anywhere. Results can be 
obtained only by discarding the old mailing 
list and getting a new one. That can be 
accomplished only by persistent advertising. 
The factories that advertise are busy and 
will continue so just as long as their pres- 
ent policy is continued. 





Harvarp Economic Society’s weekly index of 
commodity prices dropped from 67.1 for the 
week ended May 20, 1931, to 66 for the week 
ended May 27, 1931. 
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in features, and even the smaller ones are 
affording an outlet for considerable millwork. 
There is some demand for screen frames, but 
little call for household specialties. 

In April, 1931, 527 retail yards in the ninth 
Federal Reserve district sold 7,767,000 feet, 
as compared with 5,236,000 feet in March, 
and 10,309,000 feet in April, 1930. April 30, 
1931, stocks in 498 retail yards totaled 80,- 
816,000 feet, as compared with 81,158,000 feet 
March 31, and 93,483,000 April 30, 1930. Sales 
last April by 527 yards amounted to $1,211,- 
100; in March they totaled $985,200, and in 
April, 1930, $1,588,000. Accounts and notes 
outstanding at the end of April, 1930, at 527 
yards totaled $3,313,800; at the end of March, 
$3,064,200 and at the end of April, 1930, 
$3,815,200. Cash collections last April totaled 
$432,500 for retail yards; $418,700 in 
March, and $562,600 in April, 1930. 
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Laurel, Miss. 


June 1.—A good 


many orders were re- 
ceived last week by the local mills, but 
prices were not at all satisfactory. Almost 
all the orders were for standard items, but 
several orders were placed by the railroads. 
Shipments during May exceeded production 
at all of the local mills, and it is thought 
that June will show a still further reduc- 
tion in inventories. The export market is 
still quiet, and very few contracts were 
placed during the last week. 

Not a great deal of actual business has 
been placed, but inquiry is larger. The de- 
mand from the auto body trade has fallen 
off somewhat. Export trade continues fair. 


St. Louis, Mo. 


1.—Demand for southern pine is ex- 
tremely light, with inquiries principally for 
badly mixed cars and special items. Buying 
by railroads and industrials is light. No. 2 
boards and shiplap, 8- and 10-inch, are $19.50 
@21; 2x4-inch No. 1 dimension, random 
lengths, $21; 2x4-inch, 8-, 9- and 10-foot No. 1 


June 


dimension, $18@18.50; 4-inch Bé&better flat 
grain flooring, $30.50 for small-mill, $34 for 
large-mill. Transit lists are carrying fewer 
cars than normal, because of poor returns 
during the last month. Transit cars from the 
West Coast are almost impossible to sell. 


Dimension has been sacrificed at $13.50 off 
Rail B list. Mill shipment quotation is $11.50 
off for air dried, and $9 off for kiln dried. 
B&better 1x4-inch slash grain fir flooring is 
$30 if in good assortment, but if light on 16- 
foot and longer lengths is $1 less. B&better 
fir drop siding, random lengths, is $30.50; 
straight cars 16-, 18- and 20-foot, $34.50, with 
demand very weak. No. 2 Pondosa and Cali- 
fornia white pines are $38. Oak flooring de- 
mand continues weak and prices show no im- 
provement. No. 2 sap gum, 4/4 is $19.50; 4/4 
No. 2 yellow cypress, $21.50. Hardwood mills 
equipped with planers are offering surfacing or 
resawing services without the customary extra 
charge. All above prices are f. 0. b. St. Louis. 

Mike O’Connor, field representative Arkan- 
sas Oak Flooring Co., Fort Smith, Ark., was 
here on Monday calling on the trade. 

J. B. Allen, salesman T. J. Ferguson Lum- 
ber Co., of Cleveland, Ohio, spent Monday in 


Norfolk, Va. 


June 1.—North Carolina pine operators say 
April was their best month this year. May 
was expected to be much better but every- 
body has been disappointed. Business has 
been light, and credits need watching. Busi- 
ness showed a little more life during the last 
week to ten days. There has been much rain 
in the South during May, which slowed up 
production and shipments, and has kept cer- 
tain items from dropping lower in price. 

There has been very little demand for edge 
4/4 B&better either in band sawn or circular 
sawn. The southern yards usually take it 
and No. 1 common. Inquiries are still being 
received from European ports, but low offers, 
credit conditions over there, and numerous 
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complaints on shipments, make this business 
unattractive. There have been some few 


sales of 4/4 and thicker B&better stock 
widths. Much Pondosa pine is being bought 
in the East in competition with North 


Carolina pine, because of much lower prices. 
Prices of better grades of North Carolina 
pine are far from strong. 


The box mills have not been cutting up 
very much lumber, but have been shipping 
out manufactured stock which was “run” to 
keep their men in jobs. Mills are being held 
up on shipments, and low offers are going 
the rounds. However, the delay in shipping 
is hurting the small air dried mill’s stock, 
for there is danger of staining. The retail 
yards are buying a little stock box but want 
a lot of service for low prices. There has 
been a little better demand for rough box 
bark strips, but dunnage continues to move 
slowly. 

Very few planing mills in the South are 
making flooring, ceiling ete., and most of 
them when they get an order are shipping 
from surplus stock. Many air drying roofer 
mills are shut down indefinitely, and bad 
weather during May has enabled them to 
maintain prices. Good 6-inch air dried 
roofers are being sold at $11, f. o. b. cars 
Georgia main line rate, and some stock may 
be bought at a little less. 


Baltimore, Md. 


June 1.—What would have been the semi- 
annual meeting of the Baltimore Lumber Ex- 
change this evening has been postponed, and 
will not take place until near the middle of 
September, when a larger attendance than is 
now likely can be brought out. The cus- 
tomary luncheon will also take place at that 
time. The managing committee held its 
monthly session this afternoon, and disposed 
of various routine matters. Reports show 
the exchange to be going along very well in 
the matter of income and otherwise. H. D. 
Dreyer, jr., of H. D. Dreyer & Co., the presi- 
dent, occupied the chair. 

Representatives of the West Coast’ mills 
have just received new lists containing basic 
prices which are stated to be more in accord 
with the prevailing conditions in the trade. 
Some of the quotations have been advanced, 
while others are reduced. Sizes and dimen- 
sions, the call for which had increased, are 
marked up while others for which inquiry 
showed a slowing down were reduced, On 
the whole the average is not very different 
from the previous schedule. 

William N. Lawton, assistant to the presi- 
dent of the Redwood Sales Co., of San Fran- 
cisco, and Russell D. Baker, general mana- 
ger, stopped in Baltimore on May 23 and 
called on some of the wholesalers. Mr. 
Baker has been on a business trip which took 
in a large part of the country from the 
middle west to the eastern seaboard, and he 
expressed the belief that so far at least as 
the Redwood Sales Co. is concerned, a defi- 
nite improvement in the demand has begun 
to assert itself. He stated that the com- 
pany was now doing quite well in the matter 
of placing stocks, and that the outlook ap- 
peared to be decidedly encouraging. 

Three Baltimore lumbermen who have been 
on the sick list are on the mend. They are 
Pembroke M. Womble, Roy Snyder of the 
R. B. Homer Lumber Co., and Jack Waters, 
of George E, Waters & Co. Mr. Snyder was 
obliged to undergo an operation. 


Macon, Ga. 


June 1.—Roofer manufacturers are doing 
their best to create a market but have made 
only slight progress. There is more construc- 
tion work than usual in this immediate ter- 
ritory. Little lumber is moving out of the 
State. Prices remain at a low level. 

Long leaf mills are reported to be running 
occasionally, but none are attempting any- 


where near full time. Railroad buying re- 
mains subnormal. 

Hardwood manufacturers indicate that as 
soon as logs on hand are sawed, the mills 


will be shut down until improvement in trade 
develops. Some shipments are being made to 
furniture factories of Virginia and the Caro- 
linas, and box and crate factories are taking 
lower grades. There will be a marked cur- 
tailment in hardwood production throughout 
the summer, to further reduce mill stocks. 
Various business interests of Macon are 


discussing plans for a re-organization of the 
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MIXED CARS TOO 


Not only can Bradley-Miller supply you with the best 
genuine old time Michigan White Pine Frames man- 
ufactured today, but we can load these time-tested 
frames with the other White Pine lumber items you 
require, making this service especially designed to 
enable you to order just the stock you need, as you 
need it, so that you will have a minimum of money 


Write today advising of your requirements and let 
us take care of them for you. 


BRADLEY, MILLER & CO, 
BAY CITY MICHIGAN. 


HEADQUARTERS 
FOR 
MICHIGAN WHITE PINE- 

IDAHO WHITE PINE, 
CALIFORNIASUGAR PINE; 
CALIFORNIAWHITE PINE, 
PONDOSA PINE; 
LONGLEAF AND SHORT 
LEAF YELLOW PINE, 
ALSO WHITE SPRUCE 
Graded on White Pine Rules) 
DOUGLAS FiR AND 
WESTERN HEMLOCK. 


(Via RalL oR WATER) 
AND 
OTHER LUMBER ITEMs. 
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Case-Fowler Lumber Co., so that the plants 
will not have to be dismantled and _ sold. 
Nothing can be done for ninety days from 
the date of filing of bankruptcy proceedings 
in the Federal court, after the appointment 
of a receiver in the State courts. The Case- 
Fowler plants mean so much to Macon and 
middle and southern Georgia that the busi- 
ness interests feel that every effort should 
be made to keep them intact, so that they 
may be re-opened as soon as business condi- 
tions warrant. 


Jacksonville, Fla. 


June 1.—Last week there was a little more 
activity in the pine market. More inquiries 
came from the East, and railroads and con- 
tractors are sending out more inquiries than 
for the last six to eight weeks. An increase 
in business among Florida yards has also 
been noticed, retailers in Jacksonville, Tampa 
and Miami reporting that volume of sales for 
the last week was far better than had been 


expected, but all yards have enough stock 
to last for several months, without addi- 
tional purchases. Not enough orders are 
coming in to take care of the mills’ cut. Ex- 
port sizes and small framing have to be car- 
ried by the mills as usual. 

Prices continue low. Some of the larger 
manufacturers think that prices will soon 
advance, because practically all the small 
mills are now down, but with a stiffening of 
prices the small mills would immediately 
resume operations. The large operators are 
continuing to curtail production. J. Ray Ar- 
nold Lumber Corporation, at Olustee, Fla., 
has shut down, and it is stated that it will 
not resume until prices advance. The Brooks- 
Scanlon Corporation has discontinued its 
night run. Other producers contemplate 
closing entirely. None of the lumbermen here 
look for any large amount of business dur- 
ing the summer. 

Almost all of the larger shippers and 
wholesale houses reported better business in 
cypress during May than during March or 
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April. Orders are holding up fairly well, 
There are more calls for siding, and a very 
noticeable increase in demand for interijo; 
trim. However, there is still room for con. 
siderable improvement in sales. 


Aberdeen-Hoquiam, Wash. 


May 29.—This week the water front jg 
active. One vessel now at Anderson @ 
Middleton’s dock, under charter to Strange & 
Co., of Seattle, will load 5,000,000 feet fo, 
Japan, A full cargo of 4,500,000 feet wij 


also be loaded on a vessel chartered by the 
Grays Harbor Exportation Co., making the 
third vessel to load a full cargo here fo, 


the Orient during May. 

Effective June 1, the Dryad mill of Schafer 
Bros. Lumber & Shingle Co., will put on a 
night crew of sixty-five men. Last year the 
Schafer Bros. company purchased the mil] 
and timber of the Doty Lumber Shingle Co, 
at Dryad, and is operating a mill in Aber. 
deen, two mills in Montesano, as well as the 
mill at Dryad. 


Shreveport, La. 


June 1.—Wholesalers of southern pine re. 
port that there are practically no inquiries, 
and likewise no orders. There has been no 
change in the basic prices. During two 
weeks open shipping weather, most orders 
were shipped out, and now the mills are 
seriously considering a general close down, 
One reason that they have not closed down 
before is that the labor depending on the 
mills for support had to be fed and clothed 
somehow. Now, however, that a good por- 
tion of what is necessary to sustain life can 
be drawn from the gardens attached to most 
of the sawmill homes, the mills feel that 
they have an opportunity to close down. 

Hardwood demand continues slow, and 
prices are on a bargain counter basis, 





Retail Lumber Pikess: Reduced 


(Continued from Page 27) 
stantial reasons could be listed, as follows: 
1. Cost of material is low. 
2. Labor is operating at its highest effi- 
ciency. 
3. The two factors above reduce the cost 
of building. 


Another architect reported that he had sev- 
eral prospects who are in need of new build- 
ings but are inclined to postpone building until 
business conditions improve. He asked for in- 
formation that would enable him to convince 
his prospects that a considerable saving could 
be effected by building now. In response he 
was told: 

1. That according to Government figures 
general building material costs for all types 
of construction are approximately 20 percent 
lower than they were last year and 25 per- 
cent lower than they were in 1926 

2. Because of competition for work, eon- 
struction labor is 20 percent more productive 
than it was in 1923. 

3. F. S. Lawrence, executive secretary of 
the Producers’ Council, says: “Material prices 
today are at the lowest point they are likely 
to reach and representing as they do about 
60 percent of the cost of construction, build- 
ing can go ahead economically now.” 

4. Oscar W. Rosenthal, president of the IIli- 
nois Builders’ League, says: ‘Labor today is 
at a peak of efficiency. Material prices are 
low, and these two important factors should 
prove an economic incentive to persons to 
build now.” 





Large Hardwood Mill Resumes 
Operation 


East Laport, N. C., June 1.—Three hundred 
men were placed back at work with the re- 
opening of the large band mill of the Blackwood 
Lumber Co. here recently, following a_ shut- 
down of several months. Logging operations 
were also resumed. Within a few weeks it 1s 
expected that fully 450 men will be employed 
at the band mill and on logging operations. The 
Blackwood Lumber Co.’s hardwood operations 
constitute one of the largest industries west of 
Canton in this State. 
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HIS WEEK’S LUMBER PRICES 


mills, 
West East West East 
Side Side Side Side 
Flooring, Standard Ceiling, Standard 
Lengths Lengths 
ae af %x4"— 
1x3 rift B&better 22.63 ee 
B&better , N 1 19.50 
Shortl’f $57.05 seas pt cn: eee ocee v0 
Longleaf ..-- $64.50 | Qervetter 22. 72 21.08 
No. it 44.00 No. 1.... 21.0 19.24 
t ° osee 
Longle sat ‘ Boston i alia 
Wk Beas Standard Lengths 
r 11/16x4”— 
1x3” flat B&better 27.08 
grain-— 
B&better 30.06 29.74 Surfaced Finish, 
No. 1.... 24.97 24.34 10-20 
No. 2.... 16.44 12.14 | B&better 
ow Inch thick— 
1x4” rift— eer 33.87 38.50 
B&better Pe aaa 35.29 37.00 
Shortl’f 56.14 .... | 8% «---- 36.94 37.25 
Longleaf wees 69.00 | 10% ..... 41.94 42.67 
| ae 59.86 56.00 
No. 1— a thick— 
Shortl’f 44.50 a css, Bee 
Longleaf coe See Saie’” 62.45 48.80 
See Cae OeeT” a eaiee 71.50 55.75 
1x4” flat 
grain— oP Ue 
B&better 28.33 28.80 eee 28.00 .... 
No, 1.... 25.18 25.90 see 31.88 27.00 
No, 2.... «--- 14.90 | 10” ..... 34.88 33.00 
— Oe -s4tns OTP 2... 
B&better, Casing & Base, 10-20’ 
1x8” .... 43.56 42.50 B&better, 
1x5&10” . 49.75 43.89 1x4 & 6”. 41.85 41.38 





SOUTHERN PINE 





West East West East 
Side Side Side Side 
Rough Finish No. 1 Fencing and 
10-20’ Boards, 10-20’ 
B&better— 1x4” 24.00 27.96 
Inch thick— 1x6” 24.91 27.13 
or eee tas e* 24.29 26.97 
6” ages 30.60 oot tt 1x10” 28.36 32.47 
et leeeas coos 20.00 1x12” 41.51 45.55 
| Gree cocs . Oae 
ee 36.50 | No. 1 ‘Shiplap, 10-20’ 
5&6/4 1x8” .... 22.19 
thick— 1x10”... 30.50 
ee ee oh No. 2 Fencing & 
5&10 .. 53.75 40.50 Boards, std. Leth. 
ae” wewun 69.50 48.50 1x4” .. if 12.61 13.04 
1x6” & 
Drop Siding, Stand- g ™ 
ard Lengths cC. M. 13.70 14.15 
No. 117 No. 2 Shiplap and 
1x6” Boards, Std. Lgth. 
B&better 27.38 .... 
No. 1.... 26.00 26.30 | Shortl’f—- 
1x8” 17.67 15.33 
Saggrtas patterns 1x10” 14.89 14.65 
x 
B&better 27.77 31.00 | Longleaf— _ - 
No. 1.... 24.63 25.95 | 1x8” . 5.50 15.96 
c siding Lining 1x10” 16.02 16.25 
ar 
and Roofing No. 2 Boards, 1x12” 
B&better— Standard Length 
1x Shortl’f 18.62 16.54 
10820’ 21.00 Longleaf 27.90 28.50 
x6”, 
16&18’ 25.40 22.00 Plaster Lath 
No. 2— %x1e”, 4’ 
1x6”, No. 1 2.24 2.27 
5-207 14.30 17.63 |} No. 2.... 1.25 





Following are average f. o. b. mill prices of southern pine obtained on sales made during the period May 22-25 by both west and east side 
as reported to the Southern Pine Lumber Exchange, New Orleans, La.: 


West East West East 
Side Side Side Side 
No. 1 Shortleaf No. 1 Longleaf 
Dimension Dimension 
2x4” 2x4” 
12 & 14’. 17.73 17.26 12 & 14’. 18.27 20.00 
.. SCS 18.75 19.17 | err 19.80 24.00 
2x6” 2x6” 
12 & 14’. 15.26 15.25 12 & 14’. 16.71 17.45 
, GESTS 16.07 16.25 SETS 17.63 19.33 
2x8” 2x8” 
12 & 14’. 16.37 16.31 12 & 14’. 19.25 17.50 
De: Unaewae 16.92 16.25 rer ions Se 
2x10” 2x10” 
a. “games 22.67 ee ae ueae? 22.48 25.31 
2 wanes 23.58 20.50 Me? fkcee Baeee eee 
re 24.04 22.00 ee 23.75 30.00 
2x12” 2x12” 

12 & 14’. 27.42 23.50 12 & 14’. 35.38 32.75 
Or. manne 29.31 24.50 ae «eee 43.25 45.00 
No. 2 Shortleaf No. 2 Longleaf 
Dimension Dimension 

2x4” 2x4” 

12 & 14’. 14.92 15.37 12 & 14’. 16.75 16.94 
ee ea eacs 16.84 re ar. weewn 19.67 19.86 
2x6” 2x6” 

12 & 14’. 11.34 11.98 12 & 14’. 13.50 err 
a 12.19 13.46 Or sitews 15.50 15.61 
2x8” 2x8° 

12 & 14’. 13.42 13.60 12 & 14’. 16.00 14.86 
— RETO 14.52 14.89 oe. wees 20.00 14.75 
2x10” 2x10” 

12 & 14’. 15.03 11.11 12 & 14’. 17.56 14.93 
err rrr 17.31 15.00 | RES 18.63 18.00 
2x12” 2x12” 

12 & 14’. 16.25 12.26 12 & 14’. 17.00 16.94 
De Cw avierk 18.90 14.00 ere vane 








ENGELMANN SPRUCE 


Prices f. 0. b. Chicago on air dried Engel- 
mann white spruce boards, D&M, shiplap, drop 


siding and ceiling: 
Inch— 4” 6” 3° 10” 33° 
Bante. 6-16’.$45.00 $46.00 $46.00 $67.00 $77.00 
avO. @m 

btr.,* 6-16". 43.00 45.00 45.00 62.00 74.00 
No. 1, 6-16’.. 42.00 44.00 44.00 54.50 64.50 
No. 2, 8-16’.. 40.50 39.00 38.50 38.50 38.50 
No. 3, 8-20’.. 29.00 31.50 30.00 30.50 31.50 
No. 4, 4-20’.. 24.50 26.00 27.00 27.00 26.50 


No. 4 common, 1x4-inch and wider, 4- to 20- 
foot, which may contain 20 percent of 4- to 


8-foot, is $26.00 
5&6/4, 6-16’-—__ 4”&wadr. 4, 6&8” 10” 13” 
| Pere $66.00 $68.00 $71.00 $81.00 
me, SAMEE, 2 ccs 62.00 64.00 67.00 77.00 
ee: aes sainaas 60.00 62.00 65.00 72.00 
For 5/&6/4 in No. 2, 4-inch, add $6; 6-inch, 
add $9; 8-inch, add $6; 10-inch, add $8; 12-inch, 
add $9; No. 3, 4-, 6-, 8- and 10-inch, add $7.50; 
12-inch, add $8; No. 4, add for all widths, $4. 


*Contains 40 to 50 percent D&better. 


Specified ee —In Dé&better, No. 1 and 
better and No. 1, add for 16-foot $5; for other 
lengths, ania 18- and 20-foot, $2. In No. 
2, add for 18- and 20-foot, $2; other lengths, 
$1; for 10- and 12-foot in 1x12-inch, add $4. 
In No. 3 common, for 16-foot in 4-, 5- and 
6-inch, add $1; for 10- and 12-foot in 10- and 
12-inch, add $1 


Bevel siding, %-inch, 


odd lengths, 3- to 20- 
foot, but not over 


20 percent shorter than 


10-foot. 
D&btr., 4-inch. —s B, 4-inch...... $16.00 
6-inch.. 27.00 ee 18.00 
am. “ye ner pine, 4-foot; No. 1, $6.50; No. 
2, $5.4 





WEST COAST SPRUCE 


[Special telegram to AMERICAN LuMBERMAN] 


Portland, Ore., June 2.—The following are 
prices for mixed carlots prevailing today: 


Finish— Factory stock— 


4/4 ...$24.00@26.00 
ieee 162° 7° S885 s/t ++ 435-00 28.00 
vial 6/4 +. 26.00@28.00 





Bevel siding— 
et” nesses SO 
%x6”, Flat gr. 23.00 
Vert. gr. 26.00 


8/4 28.50@ 29.50 
seanaii 33. ett a 


=. box 13.00@14.00 





DOUGLAS FIR 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., June 2.—!I*. o. b. mill prices 
on actual sales of fir, May 29 and June l, 
direct only, straight and mixed cars, reported 
by West Coast mills to the Davis Statistical 
bureau, were as follows: 


Vertical Grain Flooring 


B B&btr. Cc D 
BO SS xacewdics — 27.25 sealed ei 
1x3” Ree oe 31.25 eA 
Dee” éewawes eae 28.75 aie 
Plat Grain Flooring 
gee 16. 50 13.50 
DM dé aemrntos 17.75 17.50 
arixed — Flooring 
ON oi capes : 4 aula 12.50 
‘Colling 
Jo ere wears 15.75 12.00 
ee” -ssewannes . 17.25 15.00 
ee Siding, 1x6” 
, ere re eee “x 18. - 16.25 
1: ee wi deeribo 17.2 15.50 
Se - peknécat eae a 10.75 
Pinish, Kiln ‘pried nt purtacet 
1x6” 1x8” 1x12” 
eT $29.50 $34.50 $49.75 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
aaa $12.75 $12.00 $10.50 $14.5 
a SE ee 6.25 5.75 8.00 8.25 
Pe ae cae 4.75 4.50 4.50 er 
Dimension 
132’ 14’ 16’ 18’ 20’ 22&24’ 26-32" 
No. 1, 2” thick— 7 
4”.$11.75 $11.50 $13.00 $13.25 $13.00 eee “ea 
6”. 10.75 10.50 12.25 12.50 12.25 $17.00 $16.50 
8”. 11.00 10.75 12.25 12.25 12.25 16.50 16.75 
10”. 11.75 12.00 12.25 13.00 13.00 15.25 16.25 
2”. 12.50 12.00 13.00 13. +f 13.75 16.50 18.00 
2x4", 8, $11.75: 16°, $11.36; 3u6", 10, $10.75 
Random— 2x4” 2x6” 2x8” 2x10” 2x12” 
SS ee $5.50 $6.00 $6.75 $9.00 $8.50 
Pe Bence 4.50 3.50 iin ree eo 
No. 1 Common Timbers 
3x3 to 4x12” to 20%, surfaced.......... $14.50 
5x5 to 12x12” to 40’, rough........-+.+. 12.25 
5x5 to 12x12” to 40", surfaced.......... 12.50 
Fir Lath 
ee SG, Bs GOR soko cence cewdenanees $2.75 
B&better, Flat Grain Car Siding, 9 or 18’ 
Tp nqusesccihndennecetesreeetananens $23.00 
DEG? UneERAeRcdhatoe tease CeCe ebhe wee 21.00 


INLAND EMPIRE PINES 


[Special telegram to AMERICAN LUMBERMAN] 
Portland, Ore., June 3.—Following f. o. b. 
mill prices on actual sales were reported to 
the Western Pine Manufacturers’ Association 
by members during the three days ended 
Wednesday June 38. Averages include both 
direct and wholesale sales and are based on 
mixed car orders. Quotations follow: 
Pondosa Pine 
INCH SELECTS AND COMMON, $28 


g” 10” 13° 
© memes Abe... at 55 ue 35 93 $45.79 $67.32 
D selects AL..... 5.75 6.06 31.85 51.98 
No. 1 common AL .. 40.00 
No. 2 common AL 23.16 20.60 20.74 26.82 
No. 3 common AL 15.03 15.06 15.52 15.39 


SuHop, 5/4 anpD 6/4, S2S— 





No. 1...$25.98 No. 2...$16.25 No. 3...$11.95 
SELECTS S28, 5/4 AND 6/4, 4” AND WIDER— 

C select AL....$55.39 D select AL....$33.43 
. T,  Sovetwsciesessd 80 e5ad00% 23.41 
Idaho White Pine 

INCH SELECTS AND COMMON, S2S— 
6” 8” 10” 23° 
C selects AlL..... 
D selects AL..... $40.44 $43. 00 $52. 80 $80. 50 
No. 1 common AL 37.91 
No. 2 common AL 30.44 30. 36 30, 34 38. 35 
No. 3 common AL 18.25 19.50 19.50 24.92 
SELECTS S2S, 5/4 AND 6/4, 4” AND WIDER— 

Se, NE, i i CEL e nb dure we hacia’ $61.00 
No. 4 CommMON, S28, RW RL... ......... 12.50 
Larch and Fir 
ie 2 Giese, 36 BW BG kc cc ccewesser $14.13 
NO. 5 GiMORRIOR, BELO" 10 ccccccccveceve 15.50 
No. 3 dimension, 82S RL 1x8”.......... 12.65 
Vert. gr. flooring C&btr. 4” RL........ 32.14 

Following are f. 0. b. Wausau, Wis., prices: 


No. 1 Hemlock Boards, S1S— 
8’ 10,12 &14’ 16’ 


i Oe eee $20.50 $21.50 $22.50 
eer ee 24.00 25.00 26.50 
Ee Wks saa eee eee 25.00 26.00 27.50 
EO ill a ee Pe 27.50 28.50 30.00 
SEES Fe ivenccacnnvens 28.50 29.50 31.00 


For shiplap or flooring, add 50 cents to 


prices on No. 1 boards 
No. 1 Hemlock Dimension, S1S1E— 





ig 10° 12&1 16’ 
FR jae ere $25.50 $25.50 $265. 50 $26.50 
MEET. hud args, Dearie 23.50 24.50 25.00 26.50 
eae est 24.50 25.50 25.50 26.50 
i —— ese 24.50 30.50 29.50 29.50 
SE = hake ano acasks 24.50 31.00 30.00 30.00 
For No. 2 dimension, deduct $2.50 from price 
of No. 1 








58 
RED CEDAR SHINGLES 


Seattle, Wash., May 30.—Eastern prices per 
thousand (shingles packed by the square are 


AMERICAN LUMBERMAN 


NORTH CAROLINA PINE 


Following are typical average f. o. b. Nor- 
folk prices made during the period May 1 to 














approximately 5 cents over straight car prices) 31, inclusive, as reported by the North Caro- 
f. o. b. mills are as follows: lina Pine Association: 
Pirst Grades, Standard Stock, Straight Cars | Rough 
etm Mee, CFE cccccccesceceseuace $1.25 @1.36 Edge 4/4— 
Se .ccedcdensieesesesneegn's 1.40@1.55 iN te es $37.05 
MXR, 5/2 wc cccecccecvccvcvcecs i fh es Be ice co ranch deneends eencaenanace wel 24.90 
MOUPORAS oc cccccccccccccccccccccees Pe ee f.. ecunee cewacne sawke neces’ 18.75 
Perfections ...ccesccccccccccccsess en fee Ce oc hccnnceweekenearrwerenes 14.65 
. 6 evens ew geaene 5.75 @7.00 a ae 
Dimensions, 5/2, 16”...........+++. 2.05 @ 2.25 on — ~ 1 a 2 
First Grades, Standard Stock, Mixed Cars ee ——* — se 
Mixed with Mixed with | 1x 5” ........... 37.70 wii eureion wie ih 
cedar lumber fir lumber > eer 38.45 $29.00 $18.10 $15.45 
Extra stars, 6/2 ...... $1.30@1.40 $1.20@1.30 | 1X 7” ....----ee, 39.00.02. vn ans wees 
Extra clears ......... 1.40@1.55 1.40@1.55 | 1x 8” .........-- 39.85 30.30 18.65 16.05 
UE csovosens 2.00@2.15 2.05@2.20 nat to sete e eens co at be $540 ‘Tas 
6 ie a coukdnehw ane 2.50@2.6 REGU cee ereccees ov. ° “_ oon 
WOPEOOCIONS ccccccceces 2.85@3.10 3.10@3.35 Edge, B&better— 
Royals, 24”, A grade... 6.75@7.0 —— sia 
Seinenaton, "sole"... 2. + 48 +4 2.50 yh Coe eer ee ee ee eeeeseesreeeeeeeenene itt 
Pirst Grades, Rite-Grade Inspected Stock | 5/4512” 2222222222222. 2TTLLIIILS bolo 
Se Serr En oc ete deed Wa ee ae eesrne eee beeen s $3.95 
Extra clears: Bark Strips— 
75% premium clears............ 1.85@2.00 | nabetter poss... cceccccececececeeees $24.40 
50% premium clears ........ EE pec cues cckadhbaceiatenunseeduaeus 13.45 
XXXXX (5/2 perfects) .........6. 2.00@2.15 hat 
Eurekas (75% vertical grain)...... 3.00 Dressed 2%” 3” & 
DEEN Gee esenccvcesctvistenes 2.85@3.10 Flooring— Wide Wider 
OE ee ee 5. emmeeter TO" oc ecsssacces $34.20 $33.90 
Second Grades, Standard Stock, Straight Cars No. 1 common, }§”........ 30.55 29.45 
or s 6/2 NO. 3 COMMON, FE". wc ccces 21.25 21.45 
Ce ee ee ens $0.80@0.90 
ee SO, ETE aceeectierensenxe 80@ .90 2%” 3%” 
IE CE en ut ce pain 64. ead 1.10@1.20 a - an Oi 
 a6sekeanoneeneexs i. B01 8s | B&better, 93” ........... oro $30.85 
No. 2 l 3&better, bark strip partition wees ...- $28.10 
o. FOYAIB. oe ecccssecsecceccrees 4.75@65.75 Box bark a eee eee 13.60 
Second Grades, Standard Stock, Mixed Cars No. 2 
Mixed with Mixed with oo 
cedar lumber fir lumber Roofers dressed 
Common stars, 6/2....$0.80@0.90 $0.80@0.90 1x 6” i $18.80 
Common stars, 5/2.... .80@ .90 1.00 1x 8" FREPESERAEDOCOMEREK ERD ED ETE H ERS 19.40 
Common clears ....... 1.05@1.15 1.25@1.35 | 1X10" oe eee eee ee eee eee eee eens 21.55 
No. 2 perfections...... 1.60@1.85 1.45@1.70 BREE 6b46-Hh Cee ee Caen eee kuseeedr ences 25.30 
Philadelphia, Pa., June 1.—Following are Following are averages of actual carlot 
prices prevailing today in this market: sales prices of oak flooring, Memphis (Tenn.) 
LONGLEAF YELLOW PINE FLOORING, 1x3-inch— basis, as reported to the Oak Flooring Manu- 
B&better, $38.00; No. 1 common, $36.00; No. facturers Association for business done dur- 
2 droppings, 7.00. ing the week ended May 23: 
LONGLEAF Thice ‘PINE TIMBERS, 13/16” Thickness %” a 
ae. a)" wee oy water delivery— 24%” ‘y %" “gn 
&8-inch 10-inc 12-inch 14-inch 16-inch ‘Ir , 97.0 
$36.00 $42.00 $54.00 $66.00 $76.00 | cir Sia ‘veal ects _— 
GEORGIA AIR DRIED ROOFERS— Sel qtd red..... 5246 
Tongues and grooved, %-inch, 6-inch width, | Cir pin wht..... 65.28 50.00 44.08 39.34 
50. el e+ v.00 Ue 09.0 
KILN Driep YELLOW PINE Roorers— oor Lm Sa +t ee eR 38 
Tongues and grooved, standard, 6-inch width, | Se] pin red... 4199 4083 3083 31.86 
© 0 wer PIT FEU... +e * edd 0 pe o oi. 
OD Lda ; F . : = No. 1 common.. 24.41 21.47 18.03 17.18 
a. * $25,007 ince ene ae No. 1— No. 2 common.. 11.45 10.50 9.78 8.50 
NORTH CAROLINA PINE FINISH, %” Thickness ,” ’ Thickness 
mente § 1x6-inch oats ceed wale nie ies $40.00 2” %” ad 1%” 
JORTH CAROLINA PINE STEPPING, es g . 
Ba&better, 5/4xl3-inch .....cscccccccsess $59.00 sm - Ba deeds se 40 ot 58.71 43.50 
NorTH CAROLINA PINE DIMENSION, No. 2 & bet- | qj, od nn 447 —s 5214 - 
oll ‘Ir pin red..... . 52. 
- P “ , Sel pln wht.... 46.19 45.29 33.50 
S48, %-inch scant, 2x3-inch, 9-foot, $19.00; ao ie D 
2x3-inch, 16-foot, $21.00. Rough, 2x10-inch, | Rc! Bln red..... $5.50 |, 41-10 00 
10- to 16-foot, $22.50. No. 2 common.. 10.50 “= , 
Cincinnati, Ohio, June 1.—<Average whole- CROSS TIES 


sale prices, carloads, Cincinnati base, on Ap- 


palachian “soft texture” hardwoods: 
PLAIN WHITE OAK— 
4/4 5&6/4 8/4. 
i Rey Ty $85@100 $100@115 $105@120 
No. 1 com.&sel. 45@ 50 60@ 65 70@ 75 
No. 2 com..... 30 33 38@ 40 
No. 3 com..... 20 22 24@ 26 26@ 28 
Sd. wormy 38@ 40 55@ 57 60@ 62 
PLAIN RED OaAK— 
. | ree 65@ 80 75@ 85 $90@100 
No. 1 com.&sel. 45@ 48 52@ 55 58@ 62 
No. 2 com..... 28@ 30 36@ 38 38 40 
No. 3 com..... 20@ 22 27@ 30 28 36 
SHESTNUT— 
rrr 70@ 75 85@ 90 95@100 
No. 1 com..... 43@ 46 54@ 59 60@ 65 
No. 8 com..... 20@ 21 20@ 21 20@ 21 
Sd. wormy & 
No. 2 com... 28@ 31 82@ 35 36@ 38 
No. 1 & btr. sd. 
wormy ..... 31@ 35 33@ 36 38@ 40 
PoPLAR— 
Panel & No. ae 
18” & wdr...130@136 140@145 150@155 
WU aneveseease 85@100 105@115 120@130 
Saps & sel. ... 60@ 75 80 90 95@105 
a © esucesoes 48 52 55@ 60 60@ 65 
oN © ypeepee: 33 86 40@ 43 45@ 48 
Be. SGP vccces 24 26 28@ 30 29@ 31 
OO) eer 70@ 75 75@ 78 78@ 80 
No. 1 com.&sel. 45@ 50 52@ 55 57@ 60 
2 com..... 33@ 36 38@ 41 39@ 42 





St. Louis, Mo., June 1.—The following cross 
tie prices prevail f. o. b. St. Louis: 


Untreated 
White Southern 


Oak Sap Pine 
No. 5, 7x9”, 8’, 9-inch face....$1.15 $ .95 
No. 4, 7x8”, 8’, 8-inch face.... 1.05 .85 
No. 3, 6x8”, 8’, 8-inch face.... .95 .75 
No. 2, 6x7”, 8’, 7-inch face.... .85 .65 
No. 1, 6x6”, 8’, 6-inch face.... .75 -55 
Red oak and heart cypress ties, 10 cents 


less than white oak; tupelo and gum cross 
ties, 15 cents less than white oak; sap cypress, 
20 cents less than white oak. 


Switch Bridge 

Ties Plank 

. error er $35.00 $33.00 
SE ddkonsd omeusawuees ceen 32.00 30.00 





WEST COAST LOGS 





; Everett, Wash, May 29. prices of 
ogs: 

Fir: No recognized prices. 

Cedar: Rafts of shingle logs only, $10; 
lumber logs, $20. 

mn No. 2, $12@12.50; No. 3, 10@ 
90, 





June 6, 1931 


NORTHERN HARDWOODS 


Following are oa of northern hardwoods, 


f. o. b., Wausau, Wis. 
AsH— 
FAS Sel. No.1 No No.3 
4/4 ...$ 55.00 $ 45.00 $ 40.00 $ 28. be $ 16.00 
5/4 . 60.00 50.00 45.00 33.00 18.00 
6/4 65.00 60.00 50.00 35.00 18.00 
8/4 85.00 75.00 55.00 40.00 18.99 
BiIRCcH— 
4/4 ... 64.00 44.00 34.00 24.00 16.09 
5/4 68.00 48.00 38.00 28.00 17.00 
6/4 72.00 52.00 44.00 30.00 17.99 
8/4 77.00 62.00 54.00 36.00 18.09 
10/4 90.00 80.00 70.00 55.00 a 
12/4 95.00 85.00 75.00 60.00 ¥ 
16/4 130.00 115.00 100.00 aan 
5/8 58.00 39.00 26.00 20.00 
3/4 .. 60.00 42.00 30.00 21.00 
Thin 4/4 60.00 42.00 30.00 nae ba 
Price of No. 2 and better, 1x4 inch ana 
wider, 4- and 6-foot lengths, $26. 
For select red, add $10. 
Rough birch, 6- to 16-foot, 1x4 inch, two 
face clear, $60; one and two face clear, $42: 
1x5-inch, two face clear, $60, one and two face 


clear, $42, 
Sort MAPLE— 


n 


4/4 60.00 50.00 38.00 25.00 18.00 
5/4 ... 65.00 55.00 43.00 30.00 19.00 
OFS «ccs Dee 67.00 55.00 35.00 19.00 
8/4 ... 82.00 72.00 62.00 39.00 19.00 
“— ELM— 

S ««- ee 40.00 82.00 22.00 16.00 
5/4 --- 62.00 47.00 38.00 27.00 17.00 
6/4 ... 65.00 50.00 40.00 28.00 17.00 
8/4... 65.00 50.00 45.00 30.00 18.00 

Rock ELM— 
4/4 ... 80.00 ee 55.00 25.00 19.00 
5/4 ... 85.00 enaue 60.00 30.00 20.00 
BG sea 90.00 acacia 65.00 30.00 20.00 
8/4 ... 95.00 a 75.00 38.00 25.00 
10/4 105.00 paras 85.00 52.00 mee 
12/4 115.00 eters 95.00 57.00 30.00 
yet 
4/4 . 65.00 45.00 35.00 21.00 16.00 
6/4 ... 60.00 50.00 42.00 23.00 18.00 
6/4... 65.00 55.00 15.00 25.00 18.00 
8/4 70.00 60.00 50. 00 26.00 21.00 
10/4 ... 75.00 65.00 55.00 35.00 
12/4 ... 80.00 70.00 60.00 40.00 


Keystock, No. aaoete r. 4/4, $65; or on 
grades, FAS, $75; a $5 5; No. 1&better 4/4, 
$70; or on grades, AS $80; No. 1, $60. 


One and two face clear, 6- to 16-foot, 1x4- 
inch or 1x4-5-inch, $50; 1x5-inch, $55. 
RED OAK— 
7 85.00 65.00 50.00 32.00 14.00 
Ore “sex 90.00 70.00 60.00 38.00 18.00 
6/4 105.00 85.00 70.00 40.00 18.00 
8/4 110.00 90.00 75.00 45.00 18.00 
HARD MAPLE— 
4/4. 58.00 48.00 36.00 26.00 13.00 
5/ ae 70.00 50.00 40.00 28.00 16.00 
6-4 ... 75.00 55.00 40.00 30.00 16.00 
8/4 75.00 55.00 45.00 32.00 16.00 
10/4 90.00 70.00 60.00 40.00 
12/4 110.00 90.00 80.00 42.00 
16/4 150.00 130.00 120.00 
Harp MAPLE RovuGH FLOORING STocK— 
No. 1 No. 2 No. 3A 
com. com. com, 
RIMES: Ruarca tid ieiod ce aw eek aoe $34.00 $24.00 $16.00 
RP uence nes nanan w nes 36.00 26.00 18.00 
Bre -o5ss Miseeccnaxceanes cae 28.00 18.00 
BEECH— 
No. 2 and better 
Pere rT ero rer ry eT Tr ry ee eye $38.00 
I ee ak pha Rone me a ee ees oars 47.00 
FAS Sel. No. 1 No. 2 No. 3 
Sa ee $70.00 $60.00 $50.00 $35. 00 $22.00 


Additions for special widths of No. 1 and 
better in all hardwoods, standard lengths, are: 
8-inch and wider, $10; 10-inch and wider, $20; 
12-inch and wider, $30. 


MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of northern hard maple flooring as re- 
ported to the Maple Flooring Manufacturers 
Association, averaged as follows f. o. b. cars 
flooring mill basis during the week ended 


May 30: Third 
$31.25 





Second 
$49.72 


First 
9§x2%” $59.84 


END DRIED WHITE MAPLE 


Prices on end dried white maple, f. 0. » 
mills, lower Michigan: 





FAS No.1 &sel. 
OPE scducsccions anes ..- $110.00 $ $5.00 
EE: accesseeestpereeseoes 115.00 90.8 
GPG cccveseeesecseeeosees 120.00 96.08 
DEE vsdacceeetsnoqecschen 125.00 100.%¢ 
BOSE cocceccceesessccvves 150.00 125.9 
BEE: iconnnssucuagnesederces SOO 135.0 





Jun 


a OR Or er rR eh he «See ee OD 





> 6, 1981 


ODS 


rdwoods, 

No. 3 
0 $ 16.00 
0 18.00 
0 18.00 
0 18.09 
0 16.00 
0 17.00 
0 17.00 


0 18.00 
0 eee 
() E 
0 

0 


neh and 
nch, two 


ear, $42: 
two face 


0 18.00 
0 19.00 
0 19.00 
0 19.00 
0) 16.00 
0 17.00 
0 17.00 
0 13.00 
0 19.00 
0 20.00 
0 20:00 
0 25.00 


0 oes 
0 30.00 


0 16.00 
0 18.00 
() 18.00 
0) 21.00 
0 
0 

or on 
stter 4/4, 
60. 
oot, 1x4- 
1) 14.00 
0 18.00 
0) 18.00 
0 18.00 
() 13.00 
() 16.00 
() 16.00 
() 16.00 
0 
0 
2 No. 3A 

com. 

0 $16.00 
0 18.00 
0 18.00 
nd better 
38.00 
47.00 
2 No. 3 
0 $22.00 
o. 1 and 


rths, are: 
der, $20; 


flooring 
gz as re- 
facturers 
». b. cars 
1k ended 


Third 
$31.25 


———$<$<—$<—$—<——— 
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f. o. b. 


o. 1 & sel. 
$ 85.00 
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SALES 


Following 
4/4 5/4 
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PRICES OF SOUTHERN HARDWOODS 


were sales prices of southern hardwoods received during the week ended May 26, Chicago basis: 


6/4 8/4 4/4 5/4 6/4 8/4 
Rep GUM— MIXED OAK— 
qtd. 0 a ee ee ye oe ten ne Sees = 79.50 Sd. wormy:. 230.06@ 31.60 ..ccccsccoces SEG BEE sac eeresres 
a, Se 3 CS meene aes 54.00 52.00@ 59.00 PoOPLAR— 
in, FAS... 67.25@ 72 75 Coe eee reece s eeeeeseesese seeseeveeses , "AS 97.75¢ 6 9 95 4 5 : 
' —~ Shoe. Bese Ceee SOS 2 8 2828 8 -=«s«é‘“$ Ck'k'wabcw'waase ‘sodendwebeee I In. FAS. << ae 9 @ 102.25 110.00@112.25 110.00@115.50 113.50@118.00 
* WE ssse SR... o&eVbadeasbes <S2e0068ebeReER vesnaratenr Ras 
Sap GUM— Saps&sel.. 44.00@ 46.25 48.75 = weccccvccecs 49.50 
Qtd. FAS... coceesceenes seerecscsces “seecescccees 47.75@ 52.25 No. 1 com. 32.50@ 39.00 38.25 rere rr 
No. 1&sel. 33.75@ 34.75 32.00@ 38.50 33.50@ 35.75 35.00@ 37.25 , P< BEE DEE tivSeeeaswne SACKED SSE Vedeeinneoney 
Pin. FAS is Se ————<—*Cs OR RRS wha eR eee 
at See ... pKeSReeORDOD Suebeaeeeees ane nenwee i Sistc ae 8 . erkgdeeak Mabeesiorkane —weaGhanee wars 
ees fh Bo? BP eee ae. . .. sepeneniaa em AsH— 
No. 1&sel. 29.75@ 31.75 29.00@ 30.50 29.00@ 32.50) ......0200- PAD oc cives RN §=—=«,_—«(sasiatat ccna ibaa adeeiedace 252 Rea 
No, 3..+- 24.00 ———_— jj §. wtawenniwsiee  eaeudeenteeenn a 5 5: I Oe ge alum oe alera e erelene a SiURiOSO etapa 
BLack GUM— We. Beeccax 29.00@ Lee SaRkadine sa ee Renet wee Ribs “AP enaal nam 
Qtd FAS... Fr ee ar ee re 45.50 Sort MaPpLE— 
es Ss SEE DRIES beceeSbakeae: d8eeeneweeen 35.50 Oe ee. eer, re Men ever nce een 
TUPELO— Se Ba: ERScccesmeee eRaceateieas oS oe es 
Pin. FAS... ae ae 06©§6=—©6™”)©6 Cpt ebuneronew Shebene wane’ Hicxkorry— 
No. 1&sel. 30.00 29.50 se #8=  eeiaipecreem eam ‘. - 
— a 9= oA OF + tithes. Mee maee | “aka ailliniaUeen axed aca aa aeteeEN 70.50 
NO, +++: 25.00 24,25 I MS Se RS wscwaieRea el. ~6.binweae ewe we Oise weneleeeed 5.50 


WHITE OAK-— 
Qtd. F'AS.. .109.50@116.50 


N 1&sel 74.50 ee FAS ie ak ad 
aNO.7 wsel. oe... ... sere oesescosee e600 eEOROe 25 ORO ORO Oe y ™ 
Pie. DAB. CERO TITS os cececcsnass 92.25 109.75 — 1 com.. $3006 | 
No. 1&sel. 38.50@ 49.00 57.25 62.25@ 80.50 65.75@ 86.75 eee mere _— 
i ah Mn I edocs —wktlncaeetael CoTTON WooD— 
A 2 Pe Eee” sciccaueunes <aeeeibaacimae sateataaesr ey Pnl. & wdr, 
—_— ia me °.  weuecveadedee -Siiaieatiwerlese .cbawmbenewha ge igs 
NO. wSeCl... Sd.e 
Reo a No. nents 29:00 
ad. INO. 
ec cpawbunboucs WILLow— 
Pin. FAS... 59.00@ 63.25 65.00@ 70.75 69.00@ 70.75 ........ee0. _ a eae 26.00 
No. 1&sel. 38.50@ 42.75 43.25@ 44.50 47.50@ 51.00 57.75 MAGNOLIA— 
i gS | i rae 51.00 55.00 iy 3 
a ee US ee ree ere eer rer No, 1&sel 
Se eee §= = HRA ATES. Hewes eesarae AbeCadenenes No. 2 


Sorr ELmM— 





_... BB.75@ 37.00 33.25@ 
24.00 99 95 


39.00 


46.00@ 47.25 49.50 
36.75 





CHICAGO RECEIPTS, 
SHIPMENTS 


Chicago receipts and shipments of lumber 
and shingles, in thousands, were reported by 
L. C. West, statistician, of the Board of 
Trade, for the five weeks, April 26 to May 
29, inclusive, and for the year to date, Jan. 1 
to May 29, with comparative figures for the 
corresponding periods of 1930: 

Receipts 
Above 














Lumber Recipts Shipments Shipments 
April 26 to? 1931 140,786 65,752 75,034 
May 29 f1930 204,258 78,180 126,078 
Inc. or dec.....«- —63,472 —12,428 §—51,044 
Jan. 1 to 71931 576,325 245,801 330,524 
May 29 1930 898,266 359,011 539,255 
Inc. or dec....... —321,941 —113.210§—208,731 
Shingles— 

April 26 to) 1931 24,602 21,301 3,301 
May 29 {1930 39,561 27,488 12,073 
Inc. or dec....... —14,959 —6,187 §—8,772 
Jan. 1 to ? 1931 85,735 91,327 *5,592 
May 29 f1930 141,246 128,491 12,755 
Ine. Or Ope... «cc« 55,511 —37,164 §—18,347 


§Last figure in each group gives difference 
between 1931 and 1930 net receipts. 
*Shipments above receipts. 


CHICAGO PERMITS 


Following are Chicago building permit sta- 
tistics for May, 1931, and comparative fig- 
ures for April, 1931, and May, 1930: 





May, April, May, 
; 1930 1931 1931 
NS oe ie a aes eet 92 62 51 
Offices and hotels......... ee 
SNR bcd cha Sine adam od 137 80 62 
Halls and churches........ 1 2 : 3 
NONE, hobs waren a mereteabiors ee 1 es 
ee eee 47 20 19 
Stores and offices ........ 4 xs os 
Stores and apartments .... 3 3 
Stores and residences ..... 1 5 
Stores and halls .......... ae ee 
IN eg i aia esa 1 ° 
Miscellaneous .........0.- on 
PY Aineg nh canind ween ene 290 166 143 
Analysis— 
Brick Frame Frontage Cost 
May, 1930 279 11 10,335 $11,697,300 
April, 1931 159 7 5,0! 3,723,600 
May, 1931 137 6 4,055 1,606,700 


Cumulative totals for the first five months 
of 1930 and 1931 are as follows: 


1930 1931_ 
Number of buildings... 1,044 708 
Frontage feet ........ 36,125 23,552 
ee $23,680,500 $34,0995800 


This Week's Market Reports 


For Editorial Review of Current Market Conditions See Page 25. 


For Review of Market 


Conditions in Chicago District See Page 53 


NORTHERN PINE 


BUFFALO, N. Y., June 2.—Northern pine 
demand is not active, but in some sections 
a fairly good business is being done. Trade 
in suburban sections is better than that in 
larger cities. Retailers find the building 
trade slow to improve, so that they are not 
buying ahead. Industrial trade is not up to 
normal for this time of the year. 


EASTERN SPRUCE 


BOSTON, MASS., June 2.—Demand for east- 
ern spruce frames is still very quiet. The 
base price hovers around $36@38 for ordinary 
schedules, but there is quite an accumulation 
of dimension yard stock, and some sizes can 
be had cheap. Random is dull, and quota- 
tions weak. Boards move very slowly despite 
the modest prices. Lath are quiet, but offer- 
ings are so light that prices keep firm. 


HEMLOCK 


BOSTON, MASS., June 2.—Offering of price 
inducements has not stimulated demand for 


hemlock. Eastern and northern hemlock are 
decidedly dull. Western hemlock is freely 


offered at $14 off Atlantic differentials, and 
some wholesalers hint they might accept bids 
of 50 cents or $1 less than this. 


CYPRESS 


CINCINNATI, OHIO, June 1.—Business in 
cypress is draggy and prices are weak and 
unsettled. Small lots of factory lumber are 
moving. Finish items are also being taken 
when prices are of the bargain type. Low 
grade stocks are slow movers, but small lots 
are taken by country yards, and for repair 
work. Eastern dealers are taking some fair- 
sized lots of interior trim material, and at 
more satisfactory prices. This is the stead- 
iest part of the business. 





BALTIMORE, MD., June 2.—The call for 
ordinary grades of cypress is sufficient to hold 


down accumulations, and prices compare 
rather favorably with those of competitive 
stocks. The high grade Gulf lumber is still 


held firmly. With production curtailed, there 
is no piling up of supplies. 


HARDWOODS 


BALTIMORE, MD., June 2.—Reports as to 
a narrowed demand and wide differences in 
the quotations still feature hardwood market. 
Some of the mill operators adhere to their 
decision to halt activity until prices 
strengthen. Many buyers of hardwoods con- 
tinue to hold back with orders. Foreign 
advices do not encourage hopes of any great 
volume of buying. 


BUFFALO, N. Y., June 2.—Hardwood buyers 
are holding off or taking immediate needs 
only. More interest was displayed in the 
furniture expositions this spring than there 
was a year ago, and increased demand is ex- 
pected soon from this source. Other wood- 
working lines are counted on for improve- 


ment in the fall. Hardwood prices are 
unsettled, and show litttle tendency to 
strengthen. 

CINCINNATI, OHIO, June 1.—Prices re- 


main at bottom in southern hardwoods, with 
buying hand-to-mouth. Values are difficult 
to maintain because of the eagerness of 
smaller mills to unload surplus stocks. Oak 
and gum are best sellers, but volume is 
lacking. Export lumber conditions are im- 
proving, with inquiries more frequent, and 
prices are not as unsatisfactory as they were. 


SOUTHERN PINE 


CINCINNATI, OHIO, June 1.—Demand for 
southern pine is showing more life, accord- 
ing to wholesalers. There is more indus- 
trial buying, and yards are placing more 
fill-in orders. Preparations are being made 
for a considerable number of small homes, 
so that late June and July should be rather 
busy months. There is more call for general 


building items, for both city and country 
trade. A good many repair jobs are also 


being figured: for owners who want to take 
advantage of low building costs. Prices are 
unchanged. 





BOSTON, MASS., June 2.—The southern 
pine trade lacks any degree of snap. There 
are no important changes in prices, which 
retain an easy tone. Ordinary 8-inch air 


dried roofers are $22@22.50; B&better parti- 
Low for shortleaf and high 


tion, $38@39.25. 





60 AMERICAN LUMBERMAN June 6, 1931 June 
: 7 iis = so — 000. 2S Seeoe interested. ered 
for longleaf, Ixt-inch, flooring is as follows: WESTERN PINES a fe 


log and 





2 eer 9 OF timber trucking, incorporated; capital $5,000 Ste 
B&better flat, $38.50@42.25. KANSAS CITY, MO., June 1.—Sales picked Seattle—Gross Mfg. Co. ; : suffer 
up the first of the week, but are again of WISCONSIN. Green Bay—Bell ULbr. j $10, 


‘ " . - . Co. by q 
BALTIMORE, MD., June 2.—Inquiry for very scattered character. Prices have a de- Benoit Wittig et al, ' 
longleaf holds up at approximately the level clining tendency. 


set of late, and mills are able to place their 





New Ventures ie 








output on a larger scale than most other BUFFALO, N. Y., June 2.—The demand for < ’ é , Roofi 
-oducers . l rleaf is i . . aratively the -ester ines is li ited t small lots as ALABAMA. Northport Warrior River Lobr, Co 
producers, so longicat is in & comparatively 1e western pines Is Iimited to small 10ls as Tuscaloosa, began planing mill and retail yara ” CA 
strong position. North Carolina pine business a rule. On account of light production, the Selma—Sims-Morgan Lbr, Co. added retail lum. ber ¢ 
is much restricted and the range of prices amount of some items available is not heavy, ber and building material department. — 
is low. Sellers seem determined to hold their and it is believed that a little later the buy- CALIFORNIA, Los Angeles—The South Ala. a 
own against other woods, and are naming at- ers will have increasing difficulty in getting ™eda Lumber & Wrecking Co., 9101 South Alameda polis 
. . “ ° : . street, has been opened by Samuel H. Haas ; proe 
tractive figures. Shortleaf stocks on the their orders filled. Real i Castel, ‘ . as and and 
wharves here can not be considered large. Sacramento—Slater Chesterfield Mfg. Co., furni- MI 
Only two or three of the local box factories SHINGLES AND LATH sane Suandnetines, seasntin bode. is te 
are getting enough business to give them an MICHIGAN. Holland—Quality Millwork Co, fe. eng 
: —_ - r begs its § 
appearance of activity. KANSAS CITY, MO., June 1.—Shingle sales : nal er TY Balk I , tim 
ara varv So 4 am ft ¥ z a s ANA, wns 1e aker szumber Yard 10,01 
; are very light. Lath, too, are in small de- recently began. yon 

KANSAS CITY, MO., June 1.—There was a mand, 


: . NEW JERSEY. Elizabeth—Union Millwork & 000, 

decrease in demand for southern pine last CLAPBO RDS Supply Co, recently began. floor 

week. South had been quite active during A Little ae. Chas. O. Holmberg & Sons, retail- 

the last month or so, but curtailed buying - . ate sa ers, recently began. 

last week. Prices are holding firm. BOSTON, MASS., June 2.—The clapboard OKLAHOMA, Lawton—Rounds & Porter 
market is decidedly dull. The supply of Co. have recently established yard, 

eastern spruce and native white pine clap- _ OREGON. Eugene—J. H. MacDonald is engag- 

DOUGLAS FIR boards is very light, and prices keep abkout ing in the building material business on the corner 

stez , bt ‘lapboards fr . Tes ‘oas of Second avenue and Garfield street. 

KANSAS CITY. MO. June 1.—Se e the wre May, at clapboards from the West Coast Portland—S, 8. Strachan & Son, 785 E. 64th, 

KA? SAS , MO., June 1.—Some of the are urgently offered and some lots can be mfr, camp trailers, recently began. F 
railroad purchases last week included cheap had cheap. TEXAS. Arp—Producers L»r, Co., Tulsa, Okla 
grades of Douglas fir, and a few retail yards " 


opened local yard. Kel 
in this immediate territory bought to re- BOXBOARDS ee ee eee — 


Lbr, 











2 - . - . onan - pay hon 

plenish stocks. Generally, fir business is nem loc al ly ce - P ‘ ; Wis 
very light BOSTON, MASS., June 2.—The boxboard wt con yet : ~ ‘eine Lbr. Co., Waco, 99 
? . : . * . pene oca yara, wd, 

ee trade is quiet and prices continue to be low Henderson—Clark Bros. began retail yard, cele 

BALTIMORE, MD., June 2.—Fir quotations and unprofitable. Few box and shook fac- Kilgore—Boettcher Lumber Co.; East Texas Apl 

are low because of very active competition of tories are running on better than a 50 percent ay a 0., Bs Saas: ,; Haibux Lbr, Co,; Lauck Mr. 

other woods. Some distributors claim that basis. Some boxboard producers have excess st ll ead 2 se wel ee gd : 5 See Soe. poe. par 

. ; . : 3 i br. , s + ane 

they are getting orders at prices better than stock they are trying to force into consump- StahIman Lbr. Co., Big Springs, have opened local a 

those obtainable for some rival stocks. The tion. Round edge white pine inch boxkoards, yards. , eer 

demands for fir is not large comparatively. log run, are generally quoted $22@24, but " a gos : <t = " Lbr. Co. and Hanes Lor, Co, con 
7 P . etz bs ypenec yards. 

Intercoastal rates remain unchanged. there are special lots to be had for less. Longview—Clem Lbr. Co., Dallas; East Texas few 

Lbr. Co., San Angelo; Northcutt Hardware Co,: dea 

and W. F. Stanley, retail, recently opened yards ) 

Mount Selman—Crawford Lbr. Co., retail, began, bor 


BUSINESS CHANGES, INCORPORATIONS, ETC. | ® 0: enacts |G 


Turner—Robertson-McDonald Lbr. Co., Houston, 














opened local yard. “en 
e 
WISCONSIN Milwaukee—J Schlossman Mfg : 
a. ssman Mfg. fat 
. till . ON _ > ‘o., furniture, 107 Seeboth, began 
. Co. Its purchasing department is N. J. Braun Lbr. Co , ‘ ’ gan. log 
Business Changes So. Jollmoon. 
Wild Rose—The Melcher Lbr. Co. has been sold eC | . i 

ALABAMA Bessemer—J. M, and L. L. Griffen, to Will Terrill, Kin:ball, Pine River, and Clyde asua ties 
pine manufacturers, have combined their oper- Terrill, Madison, and its name will Se changed 
ations to Wild Rose Lbr. Co, ALABAMA. 3irmingham The By-products 

Birmingham—Saw Dawson have purchased an distillery of the American Tar Co., near Fairfield, 
interest in V. P. Childress Lbr, Co., commission, ° has been damaged about $270,000 by fire 
and will direct it Incorporations ARKANSAS jeaver—The handle factory of 

Birmingham—J. W. and W. L. Farrior & Co., Teav Bouvrear. Georse nee oe _ 
wholesalers, have discontinued ALABAMA Tuscaloosa—Warrior River Lbr. 2 tte ton 2 4 ‘s . Wiison and Victor 

~ ~- . ’ ; . , By s dit ck, has been totally destroyed by fire. sol 

Birmingham—Oden-Elliott Lbr. Co. will occupy Co., retailer, has been incorporated for $20,000 by a 2 aac b a 4 ' 
a new addition to yard of Campbell Lbr,. Co., R. J. Thornton, former sales manager M. ©. Rum- _ CALIFORNIA, Colma—The plant of the Ham- the 
9th Ave. and 24th St ley Lbr. Co., as president, and C. J. Deal and ilton Window Frame _& Door Co. has been dam- ins 

Birmingham—Plans for reorganization of Sulli- E. D. Stringfellow, both of Birmingham, as vice aged by fire about $17,000. h ¢ 
van Lewis Lbr. Co. are to be made at a meeting president and secretary-treasurer, Planing mill CALIFORNIA, Oakland—National Mill & Lobr, In 
of creditors and yard will be at Northport. Co. had fire loss. me 

CALIFORNIA Calexico—The J. P. Manuel CALIFORNIA. Los Angeles—Coffey Lbr. Co. FLORIDA. Jacksonville—Foley Lbr. Co.'s main cei 
mill and woodworking shop, 709 Emerson, has Los Angeles—Southern California Mfg. Co., fur- plant and 350,000 feet lumber were destroyed by ed 
been bought by E nope | , niture, fire May 31, also automobiles and trucks The me 

‘ the e P “ne br ce s ‘ceeds ster * ‘s . . . - x . , a r 7 — ass > . * ole 
. sro ° rage > "aes , » , - aie sy »side 4 Ks-Sez ) rp., oO Voley, la. < 

Santa Rosa—The Redwood Lumber Co., re- y+ tn ae of New York has obtained Delaware The plant will be rebuilt at once. 

—. See *. pera " oe ae = Wilmington—Vancouver Timler Co., $2,000,000. _MAINE, Waterville—Kennebee Canoe Co, had ke 
and Sterling Lumber Co FLORIDA. Tampa—The Carter-Russ Lumber yy on RI “ 
: . . 1 , om . : E. P. Carter, 1018 South Home Ave. MISSOURT. Albany—The buildings and _ stock a 

ILLINOIS. Centralia—J. W Tate Lbr. Co. dis- Co. 9 ° , . . , ee . ‘ pa 
continued ILLINOIS. McHenry—Hunter Everett Boat Co. onan — Lumber Co, were destroyed in a r 

Torest City Forest City Lbr. Co. discontinued, re-incorporated under same name, ne Reger oe : -" pl 
-' Alexander Lbr. Co. sold to James A, Foos- INDIANA. Indianapolis—Kramer Mfg. Co. suc- nee te tna ane Island—The Cousins Lum- _ 
and. ceeded by Kramer Corp. ’ Ply .— 

IOWA Audubon—Green Bay Lbr Co has Lafontaine Jenner-Coryell Lbr. Co. by J. Bur- NEVADA. teno—J. B. Casey Mill & Lumber in 
bought the Audubon yards of Iowa Brick & Tile rell Benner, Lafontaine, and Wm. C. and Bertha Co. had fire loss m 
Co. and Consumers Coal Co. Coryell, Fairmont. . ” , NEW HAMPSHIRE. Bristol c. Sherman b 

KANSAS Arkansas City—T. M. Deal Lbr. Co. se weaat le ~Joase French & Sons Piano Co, has Smith plant destroyed by fire. - 
has sold out Wabash—B, Walter & Co. re-incorporated NEW YORK.  Stapleton—James Thompson & mn 

MICHIGAN. St. Charles—Adam Loeffelbein will 28 A CETTTOIE TTS “HER SS . pw Sons had fire loss. . 
wisto te — “a of Chesaning. — MASSACHUSETTS Gardner—John E, Millett Staten Island—James Thompson & Son had fire H 

r se ee ae — ‘ . . Co., Inc., furniture manufacturers damage. covered by insurance 0} 

Sault Ste. Marie—The Superior Roofing Co. has : amage, ' y insurance. 

on . = weper’ . see Malden, A. B. Sweezey (Inc.), millwork, has TORT : 7 . — 3] 
been organized by members of the Soo Hardware been incorporated by Artemas B Adolphus C NORTH CAROLINA. Charlotte—The plant of re 
Co and Leslie C. Sweezey. : , sie , . the McGuinn Lumber Co. has been damaged by - 

MISSOURI. St. Louis—Carondelet Plg. Mill Co, INESOT rayzatt ieee Boat & 8 , = - . ' a , 
has changed name to Carondelet Mfg. Co. PR eet Wayzata—Oberg Boat & Supply ge Be " ceromen- See —= o . _ : 

. 4 i anc abo ée . ee moder yer 

NEBRASKA Davey—Nye & Jenks Grain | Co, MISSOURI Springfield Grant-Davis Lumber destroyed by fire May 27. Loss of about $150,000 t] 
sold local yard to Davey Co-operative Grain Co. Co., old concern, is covered, Planer will be rebuilt at once. $s 

NEW YORK. Buffalo—Hugh McLean Lbr. Co. NEW JERSEY. Elizabeth—Fruchtman Hard- ay tea Veneer Co. destroyed by re, U 
is planning to close office in Crosby Bldg. wood Flooring Co pedir. : amen : ; D 

NORTH CAROLINA Siler City—Standard Englishtown—Essex Store Fixture Mfg. Co. NORTH DAKOTA Soon O. A. Bijella’s rey 

‘ . . SS SVE . : _— . —— > » ~ . . 00,006 fee or ¢ 0, ¢ fee 
Schcol Equip. Co. has become subsidiary of High NEW YORK. East Islip—Stanley Patch Lbr. mill, 10 9 ) feet of lumber and 60,000 feet 0 t 
. i ’ . » ; ‘ logs were destroyed by fire. 

Point Bending & Chair Co Corp., $5,000, by Herbert Bodenheimer, Bridge- Fi Se _ . n 

Wilmington—The North State Creosoting Co., waters, et al, _ OHTO. Toledo—Toledo Desk & Fixture Co, had u 
Salisbury Road, Charlotte, is to locate a plant at Springville—Springville Folding Box Sales Co., fire loss, k 
this point, at the same time absorbing the Coastal by Henry, Laurence and Charles Salzler and Lee OREGON. Leneve—Moore Mill & Lbr. Co. had 0 
Cross Arm & Conduit Co Lessler, of Springville, and F. 8S. Shuman and $25,000 loss at logging camp. D 

PENNSYLVANIA. Garland—Moore, Keppel & Arthur H, Hitchcock, Jamestown. Portiand—The Wood Carbonizing & Briquet t 
Co. have moved to Ellamore, W. Va. OHIO Pasadena—Oakwood Lumber Co., Day- “4, - sy ot mach A ee tay te ' ee t 

SP lads - - : ’ ton P. O. akilma 1e sawmill of A. J. Drews has bee h 

SOUTH DAKOTA Estelline—W. H. Ross Lbr, amare ae 2 > O00 
Co. succeeds Atlas Lbr. Yard ORBGON. Portland—The Clow Roofing Co., Gamaged oy On é bout $3,00 ; va :; ( 

TEXAS Lubbock Telford Lbr. Co. is new name 381 East Burnside street, composition roofing and SOL TH CAROLINA. ‘ Florence The plant of l 
of Shelton 3 omg Co. sitesi = A siding materials, incorporated; capital $5,000. the Sparrow Lumber Co. has been damaged Dy 
“White Deer—-White House Lbr, Co, sold lum- Portland—The Flora Logging Co, has increased fire about $25,000. t 
ber stock to Panhandle Lbr, Co. | its capital stock to $2,500,000. TEXAS. Saba Saba—Summers Lbr. Co, was i 

ISCONSIN : . ‘Cai , : PENNSYLVANIA. Philadelphia — Penn Crete ‘estroyed by 4 fire thought to be incendiary ] 

CONSID OF: Clair—O’Claire Box & Crat- . "AG MYT OORT ’ " ‘ , 
am. oa — a Pn my me Box & rat Products Co., $10,000, WASHINGTON, Aberdeen—H. E. Bailey’s 2- t 
. Ft Atkinson "The "interest in the Holstein- Pittsburgh—Builders Products Sales Co., $5,060, machine shingle mill, cutting 24-inch Royals for s 
Braun Lbr. Co. formerly owned by Fred Holstein by Howard M. Nichols, Ingram, Pa. water shipment, with stock, was destroyed by 1 
has been purchased by E. S., Engan, Marshfield, WASHINGTON. Leavenworth — The Nason fire. P 
and the company becomes Engan-Braun_ Lbr, Creek Mill Co., saw mill, incorporated; capital WISCONSIN. Edgar—M. N. Schill recently suf- 
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fered a fire loss in his sawmill 
about $10,000. ee ee : , : 
“stevens Point The Folding Furniture Works 
uffered a fire loss on May 18 amounting to about 
$100,000. 


New Mills and Equipment 


ALABAMA. Huntsville—Robertson Paint & 
Roofing Co. will erect steel warehouse, 69x244, 

CALIFORNIA. Bay Point—The Coos Bay Lum- 
ber Co. proposes the doubling of its storage to se- 
cure capacity for 20,000,000 feet of redwood. 

GEORGIA. Augusta—The Piedmont Wood Pre- 
serving Co. has begun re-arrangement to increase 
producing capacity. It is adding new equipment 
and constructing sheds, 

MICHIGAN. Menominee—J. W. Wells Lbr. Co, 
is to rebuild its flooring plant, and start manu- 
facturing flooring by July 1. It will not rebuild 
its sawmill, but will sell its 50,000,000 feet of 
timber in the upper peninsula and purchase about 
10,000,000 feet of rough lumber annually. The 
company is reported to have been paid about $1,- 
000,000 for its loss of stock, but sawmill and 
flooring plant were not insured, 


amounting to 





AMERICAN LUMBERMAN 


NEW MEXICO. Albuquerque—Ange Builders 
Supply Co, will erect new building and additions, 
$10,000, and widen range of its business. 


NEW YORK. Buffalo—C. F. Sullivan Co., 
wholesaler, will erect a storage building at its 
yard 


NORTH CAROLINA. Lenoir—The Hibriten 
Furniture Co. is adding 40,000 square feet to its 
plant by an addition. 

NORTH DAKOTA, Fargo—The Chesley Lumber 
Co. is remodeling its lumber shed. 

TENNESSEE. Nashville—The CC. E. 
Lumber Co. plans rebuilding warehouse 
destroyed by fire, with loss of $50,000. 

VIRGINIA. Suffolk—The Pine Forest Products 
Co. (iIne.), J. Eugene McKelvey president, is 
erecting a band sawmill with capacity of 40,000 
ft. a day, and a timber treating plant with cylin- 
der of &,000 cubic feet capacity. Will treat most 
of timber with zinc-chloride process, 

WASHINGTON. 
been adding $4,000 
his sawmill. 

Seattle—The 
has been 
$21,650. 


Ingalls 
recently 


Glenoma—E, H. Lester has 
worth of new equipment to 


Puget 


Sound Pulp & Timber Co. 
adding new 7 


equipment at a cost of 











services for 


Funeral € ; 
LOGG, of Wisconsin 


CHARLES F. KEL- 
tapids, president of the 
Kellogg Bros. Lumber Co., who died at his 
home on the evening of May 26, were held in 
Wisconsin Rapids on Friday afternoon, May 
29, under Masonic auspices. Mr. Kellogg had 
celebrated his seventy-sixth birthday last 
April 18. Until a few days before his death, 
Mr. Kellogg had been quite active, and in ap- 
parent good health, but was ordered to his 
home by physicians because of a complica- 
tion of ailments, not at first believed to be 
serious. He retained 

consciousness 


until a 
few hours before his @ 


death, 

Mr. Kellogg was 
born at Kellogg's Cor- 
ners, ten miles from 
Racine, Wis., on April 


18, 1855, in the locality i 
named after his pa- I 
ternal great - grand- |P4 


father, Helmont Kel- 
logg, a revolutionary 





THE LATE 
CHARLES F. 
KELLOGG 





soldier who had settled 
there in 1837 on com- 
ing from his original 
home in Connecticut, 
In this small settle- 
ment, Mr. Kellogg re- 
ceived a common school 
education, supple- 
mented later by a com- N 

mercial course at an 

Oshkosh school, 

He began business as a clerk and book- 
keeper in a shoe store at Oshkosh, later en- 
gaging in railroad work at Neenah as a 
baggagzeman for the Chicago & Northwestern. 
Two years later he resigned, and became a 
piler for Henry Sherry, of Neenah, one of 
the largest dealers in lumber and pine lands 
in Wisconsin. This proved the turning point 
in his career, and he rapidly advanced to 
management of the retail yard. 

Becoming greatly interested in the lumber 
business he decided to go to the woods, and 
in 1878 he engaged as scaler and bookkeeper 
with George Gerry, of Appleton, who with 
Henry Sherry, conducted large logging 
operations on the Wolf River, 35 miles above 
Shawano. Mr. Kellogg followed this branch 
of the business for three winters, until in 
1881 he entered the office of Mr. Sherry as 
bookkeeper, where he remained until 1886, 
when he moved to Vesper, to be employed by 
the Henry Sherry Co., composed of Henry 
Sherry, George Gerry, and James W. Cameron, 
three of the best known lumbermen in the 
pioneer days in this section of the country. 

When, in 1887, George Gerry sold his in- 
terest in the company to the other two part- 
ners, and the company was reorganized and 
incorporated as the Sherry-Cameron Co., Mr. 
Kellogg became a stockholder, and secretary 
of the new corporation, serving in this ca- 
pacity until Jan. 1, 1893, when he sold his in- 
terests and came to Wisconsin Rapids to enter 
the wholesale and retail lumber business with 
his brother, William F. Kellogg, who died last 
October; and John Daly and Henry Sampson, 
incorporating as the Centralia Lumber Co. 

The Kellogg brothers bought out the in- 
terests of the other stockholders in 1899, and 
in 1901, the corporate name was changed to the 
Kellogg Bros. Lumber Co., which exists 
today, operating two retail yards in Wiscon- 
sin Rapids and seven branch yards in central 
Wisconsin. 


Surviving Mr. Kellogg are his four chil- 











dren, Elbert C., treasurer of the Kellogg com- 
pany; Edgar secretary; Georgia, wife of 
Elmer A. Hannon, of Waupaca; and Kath- 
erine, widow of the late Warren G. Fisher. 
Mr. Kellogg was prominent in the State 
and national councils of the lumber retailers 
association. He was affectionately known as 
“Uncle Charley” to many in the Wisconsin 
Retail Lumbermen’s Association, having 
served as president of the body for two 
terms, and being a director for many years, 
until he was honored with the unique and 
signal title of director-emeritus. Many lum- 
bermen from all parts of the State. were in 
attendance at his funeral. Full Masonic 
funeral services were held at his home, and 
at the grave in Forest Hill cemetery. The 
Stevens Point (Wis.) commandery and local 
Masons attended the funeral in a body. 





FREDERICK C. HENDRICKSON, secretary 
and treasurer of E. Bailey & Son, retail lum- 
ber dealers of Patchogue, Long Island, N. Y., 
died Saturday, May 30, at his home, 44 First 
Avenue, Bay Shore, L. I. He was 53 years 
old and death was caused suddenly by heart 
disease. Mr. Hendrickson had been connected 
with FE. Bailey & Son, one of the old-line 
Long Island yards, for thirty-five years. He 
had been clerk of the Bay Shore board of edu- 
cation for twenty years. Funeral services 
were held from the residence on June 1. Mr. 
Hendrickson was a member of Meridian 
Lodge, F. and A. M., at Islip, and Pentaquit 
Chapter R. A. M., of Bay Shore; Patchogue 
Commandery, Knights Templar, and _ Fire 
Island Lodge of Odd Fellows. His wife, one 
son, Glenn, and twin daughters, Gladys and 
Venus, survive. His parents, Mr. and Mrs. 
Platt Hendrickson, also are living. Burial 
was in Oakwood Cemetery. 


JOHN M. SNOOK, Civil War veteran and 
for many years County Commissioner of 
Warren County, Ohio, and father of D. C. 
Snook, president of the Snook-Veith Lumber 


Co., of St. Bernard, near Cincinnati, died last 


week and was buried at his home, South 
Lebanon, Ohio, last Monday. He was just 
five days more than 90 years of age and 


highly esteemed in his county. 
C. Snook, is a prominent member of the 
Luinber & Millwork Association (Inc.), of 
Cincinnati, and well known in the retail lum- 
ber field. 


His son, D. 


CHESTER A. ROBINSON, a _ nephew of 
Edward Townsend, in Seattle, Wash., passed 
away Saturday morning, May 23, at Hotel 
Admiralty, Port Ludlow, Wash., from an acute 
heart attack. He was born at Poughkeepsie, 


N. Y., thirty-five years ago. He had been 
employed by the Pacific Lumber Inspection 
Bureau for about twelve years. Funeral 


services will be at Poughkeepsie. 


JOSEPH WHITWORTH died at Deer Lodge, 
Mont., May 10. He was educated in the pub- 
lic schools of Boxalder County, Utah. About 
1886 he became connected with the Montana 
Improvement Co., of Deer Lodge, as manager. 
This concern was later succeeded by the E. L. 
Bonner Co., of which Mr. Whitworth became 
a member. At the time of the death of E. L. 
Bonner, in 1902, Mr. Whitworth assumed 
charge of the lumber yards of the Bonner 
company, which were separated from_ the 
parent company and became the Bonner Lum- 
ber Co. They were operated by this company 
until one year ago, when they were sold to 
the Interstate Lumber Co. Mr. Whitworth 
became vice president, treasurer and general 
manager of the Bonner Lumber Co. when it 


was reorganized, a relation that he since 
maintained. He had been the main factor of 


its success until eight years ago, when ill- 
ness prohibited him from taking an active 
part in the management. 


61 


F. L. LINK, Westmoreland, Tenn., a promi- 
nent lumberman, aged 72, died at his home 
there May 5. He is survived by his widow 
and three married daughters. 


ALBERT W. RAWLINS, president and 
owner of the Rawlins Lumber Co., Spring- 
field, Ohio, died May 23, aged 82. He was 
born in Frankfort, Ohio. He had retired 
about six years ago. An enthusiast about 
music, he had taken active part in local 
choral work. He was a member of _ the 
Methodist Episcopal Church and of the Elks. 





JOHN JACKSON HENRY, Hillsborough, 
Calif., a retired lumberman aged 71, died 
May 20 at a San Francisco sanitarium. He 
was formerly president of Henry Bayard & 
Co., a Philadelphia (Pa.), lumber firm, but 
for the last ten years had been living in 
California. 


JOHN BLACK, secretary of J. 
(Ltd.), Ottawa, Ont., died May 26. 
been a prominent figure in 
lumber industry. 


R. Booth 
He had 
the Canadian 


GEORGE MILLER, general manager of the 
Seymour Planing Mills, Seymour, Ind., died 
May 23, aged 56, at the Schneck Memorial 
Hospital, where he had been operated on for 
appendicitis. He had been connected with 
the company for more than thirty years. 





FRANK TAYLOR, of Warren, IIl., while 
on a trip to Louisville, Ky., was stricken 


with appendicitis, and failed to survive an 
operation. He was 78, having been born in 
Galena in 1853. He operated a lumber yard 
at Warren, and was known as the city’s old- 
est businessman. 


ALLEN KELLER, manager of the Keller 
lumber yard at Winamac, Ind., and son of 
O. H. Keller, manager of the First National 
Bank, died at an age of 29. Injuries he 
suffered in an automobile accident a week 


before were considered to have caused his 
death. 
W. S. ROUSE, who for years had operated 


lumber mills in Alabama but recently pur- 
chased a supply business and machine shop 
at Linden, Ala., was found dead in this shop. 





Cc. F. BABCOCK, of the Babcock Lumber 
Co., Bainbridge, Ga., died there May 27 at 
an age of 75. 


J. L. RIPPLE, president of Thomason- 
Ripple Lumber Co., of Whiteville, N. C., 


shortleaf manufacturing concern, died May 
26 in hospital after an operation for appendi- 
citis. A large number of friends paid their 
last tribute to the deceased at Whiteville 
Cemetery, where he was interred under a 
bower of beautiful flowers. Mr. Ripple had 
a cheerful disposition, and is greatly missed 
by his business associates and the public 
that he served. 


FRED FORCHT, corporation attorney and 
an official in a number of the lumber and 
other companies controlled by J. Graham 
Brown, of W. P. Brown & Sons Lumber Co., 
Louisville, died in St. Louis, on Sunday, May 
31. He had been in ill health since April, 
1928, and went to St. Louis a week ago. 


ERNEST H. CORNISH disappeared from 
the offices of the State Line Lumber & Sup- 
ply Co., South Bend, Ind., last December, 
and his body was found in the St. Joseph 
River, Thursday morning. Mr. Cornish had 
been informed that a successor aS manager 


had been selected, but that he could remain 
in some other capacity, and it is believed 
that he became despondent and threw himself 
in the river. 


A. E. CLIFT, president Central of Georgia 
Railway, died at a Savannah hospital on 
Saturday morning. He was a native of 
Urbana, IIl. 





ARTHUR BEALL FOSTER, pioneer North- 
west lumberman of Tacoma, Wash., died 
May 24 at a Seattle Hospital. Mr. Foster 
was the nephew of the late United States 
Senator Addison G. Foster. He was 61 years 
of age. Mr. Foster was identified with vari- 
ous lumber interests in Tacoma including 
the St. Paul & Tacoma Lumber Co. and the 
Modern Millwork & Supply Co. Of late years 
he had retired from active participation in 
ew and made his home at the Tacoma 
notel. 





“TNGERSOLL-RAND Solid Injection Diesel En- 
gines” is the title of a new bulletin just issued 
by Ingersoll-Rand Co., 11 Broadway, New 
York. It discusses the advantages of Diesel 
power and contains a general description of I-R 
Diesels ranging from 150 to 1,200 horse power. 











f[ How to Figure Costs for Advertising 
In Classified Department 


Par GD WER cccccccctscccccesses 30 cents a line 
For two consecutive weeks...... 55 cents a line 
For three consecutive weeks..... 75 cents a line | 
For four consecutive weeks...... 90 cents a line 
For thirteen consecutive weeks..... $2.70 a line 


For twenty-six consecutive weeks. .$5.40 a line 
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For fifty-two consecutive weeks. ..$10.80 a line 


Seven words of ordinary length make 


one line. 

Count in the signature. Heading 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 











WANTED 
Employees 














WANTED MAN FOR OFFICE WORK 


At yard and factory of company engaged in strictly 


industrial work pertaining to mining industry. 
Must be experienced in pricing material from 
working orders and able to keep cost records. 


Knowledge of estimating, detailing and billing es- 
sential. Reply in own handwriting, stating age, 
experience and salary expected. Location—Western 
Pennsylvania. 

Address “‘W. 


159,” care American Lumberman. 





Salesmen 





WANT INDUSTRIAL SALESMEN 


For Chicago, New York. Pacific Coast wholesaler 
who will give real co-operation, wants active sales- 
men, sell Fir, Spruce, Hemlock, Cedar and West- 
ern Pines, exclusive territory, commission or profit 
sharing basis. 

Address “K. 160,” care American Lumberman. 





CYPRESS SALESMEN 


If you can sell bandsawn tidewater red cypress and 
need a connection who can generally meet legiti- 
mate competition write us giving full particulars 
self, territory and present representation. 
Address “‘W. 157,” care American Lumberman. 





SIDE LINE MEN 
To sell the HIATT EXPERT PIECE PRICER and 
POCKET SIMPLEX PRICE BOOK to lIbr. mer- 
chants. Easy to sell, big demand, liberal commissions, 
L. W. HOLLY & SONS CO., Des Moines, Iowa. 





WANTED—REPRESENTATIVE 


To call on contractors and builders. Have a 
money making proposition for a_ hustler. No 
money to invest. Every builder a prospect. 

G. B. MARTIN, Dresden Rd., Zanesville, Ohio. 





WHY WAIT WHEN YOU WANT SOMETHING? 


When you want a new stock of lumber or shin- 
gles, new or second-hand machinery, engines, 
boilers, electrical machinery, locomotives, cars, 
rails, business opportunity, timber and timber 
lands, or anything used in the lumber industry, 
you can get it at a small cost by advertising in 


the “Wanted Columns” of the AMERICAN LUM- 
BERMAN, Manhattan Building, Chicago, Ill. 











Employment 


WANTED POSITION AS MANAGER 





In yard where ability is needed. Will consider 
assistant position in sales, estimating or account- 
ing. 11 years varied retail experience. Present 
and past employers consider me thoroughly ex- 
pert in all phases of the business. Age 31, mar- 
ried, best of references. 

Address “A. 5,’’ care American Lumberman. 





1ST. CLASS BOOKKEEPER-ACCOUNTANT 


With 6 years’ experience manufacturing both hard- 
wood and pine, 6 years’ millwork, retail lumber 
and building materials. Can assume full charge 
responsibilities; know cost; conversant with all 
‘round duties. A-1l reference well rated organiza- 
tions; make bond; go anywhere. At present em- 
ployed. Legitimate reason fcr change. 
Address “B. 9,"" care American Lumberman. 





EXPERIENCED YOUNG MAN 

Desires connection. Familiar all 
assistant sales manager. 
Address “B. 10,” care 


details, including 


American Lumberman., 





DETAILER & BILLER DESIRES POSITION 


10 years 














Retail Lumber Yard 


PPP 
WTD. TO PURCHASE RETAIL LUMBER YARD 
In town not smaller than five thousand population 
Kansas, Oklahoma, Missouri, or Iowa. : 

Address “‘W. 56," care American Lumberman, 











CAN PAY CASH FOR GOOD YARD 


Desirable residence town in corn belt. 
Address “L, 151,’" care American Lumberman. 








WOULD LIKE TO INVEST $100,000.00 


In retail 
“i. 1G. 


lumber business. 


Address care American Lumberman, 





Lumber and Dimension 


ESTABLISHED, RELIABLE CHICAGO CO. 


Desires to represent exclusively one reliable South- 





ern and one Western mill, hard and soft woods, 
Chicago, Wisc. C. F. Territory. Splendid refs, 
Address “Bb. 7,’ care American Lumberman, 











: drafting, 5 years mill experience. Can HAVE ORDERS DIRECT SHIPMENT 
ist quantities from architects’ plans. Some ex- All grades inch poplar and gum an w j 
. . - . o e . - < bs 4 te 
perience in estimating. Age 35. Married. Ref- | shop. Send list — wien L . romnuer 
erence. “a |} 140 S. Dearborn St., Chicago, 111. 
Address ‘“‘B. 5, care American Lumberman., | 
| 
| 
| 
ACCT.-BOOKKEEPER-GEN’L OFFICE MAN S d H d M hi 
18 yvears mfg. and retail lumber experience, books, econ an ac inery 
payrolls, costs, inventories, office management. | 
Now in Wis. Report at once. 
Address “B. 6," care American Lum >Derman. WANTED 
| One good second hand, six or seven foot Band 
| Mill and Carriage complete. Must be in first class 
B = , al ge p i r class 
OOKKEEPER TWELVE YEARS’ EXP. condition and priced right. Might consider com- 
In lumber business. plete mill including Power Plant. 
Address “‘B. 1,’" care American Lumberman Address “‘B. 2,’’ care American Lumberman. 





MILLWORK SUPERINTENDENT 


Competent detailer and biller. 21 yrs. exp High- 
est references; reliable, steady. Central West pre- 
ferred. 

L. C. SIBED, 1517 W. New York S8St., Indianapolis. 





WANTED POSITION AS SALESMAN 


Practical lumberman. Traveled Ohio and Indiana 
for fifteen years. Well acquainted with both yard 
and industrial trade in Northern, Southern, West- 
ern woods; also hardwood. Best of references. 
Address “A, 20," care American Lumberman, 





ESTIMATOR, DETAILER & BILLER 
position, 10 years’ experience, 
millwork Cost Bureau graduate Cost Book 
“A” and detailing and billing. References. Ad- 
dress CHAS. W. SURAN, Box 32, Enid, Okla. 


Wants 
age, 


28 years of 





POSITION AS MANAGER OR YARD FOREMAN 
The best of references. 
Address ‘A. 17,” care American Lumberman. 





A-1 CIRCULAR SAWYER & FILER WANTS JOB 
8 years’ experience on right and left hand portable 
sawmills, sawing 25 varieties of timber. I can do 
my own dismounting, setting up etc. Will go 
anywhere. A-l references. 

Address “S. 154,” care American Lumberman. 


WANTED POSITION 


circular sawyer and filer. 





By first-class 
hammerer. 
Address “W. 152,” care American Lumberman. 


Good 





SALES MANAGER PONDOSA PINE 


Eighteen years’ experience, sales and manufactur- 
ing, including box shooks and cut stocks, ac- 
quainted with trade all consuming districts includ- 
ing Southwest. Will take any position with pros- 
pects prompt advancement. 

Address “W. 150.” care American Lumberman. 





BOOKKEEPER-STENO.-GENERAL OFFICE MAN 


34—About 8 years lumber mfg. experience—books, 
payrolls, costs, credits, correspondence, collections, 
inventories, office management. Available at once. 
Any locality. Consider moderate salary. Excellent 
references. 

Address “W. 160,” care American Lumberman. 


WANTS SUPPLIED 


Large number of wants supplied each week through 
the classified section. We do it for others, why 
not for you? AMERICAN LUMBERMAN, 431 §. 
Dearborn Street, Chicago, Ill. 








SAWS WANTED 
Straight cylinder cooperage saw; must be 
inches long. Also 54-inch 8-9 gauge inset tooth 
saw blade. Will consider other near size. 
FRANK PRIEWE, 1220 19th St., Monroe, 


38 or 40 


Wis. 





FOR SALE 


Lumber and Dimension 


~—rve—rrw——r' + 














a ha 


HARD MAPLE DIMENSION STOCK 


Any size and quality; specializing in straight- 
grained stock for Bending purposes, also selected 
white wood for special work. Solicit your lumber 
enquiries. 
CANADIAN HARDWOODS LIMITED 
Casselman, Ont., Canada 





LISS 





50,000 FT. 
50,000 ft. 
25,000 ft. 
20,000 ft. 
CROSBY 


4X4 MAPLE HEARTS 8 TO 16 


2x6 maple hearts, 8 to 16. 
3x6 maple hearts, 90% 16. 
3x6 maple hearts, 8 ft. 
HARDWOOD LUMBER CO., 
Rhinelander, Wis. 





WHITE ASH LUMBER AND DIMENSIONS 
We are specializing in tough textured White Ash 
Lumber and long length straight grained Ash di- 
mensions. Write us. TEXAS ASH COMPANY, 
Houston, Texas. 





—— 


SECOND GROWTH ELM, OAK, MAPLE, WALNUT 


Bolts. 400 cords any length, Michigan-Ohio de- 
livery. 8/4 dry oak, maple, elm, walnut lumber. 
HILL LUMBER CO., Box 165, Adrian, Mich. 





— 


45,000° AIR DRIED WHITE ASH 


Second growth handle quality. 1%” squares or 
1%,” rounds any length up to 9’. Located Ashta- 
bula Co. Ohio. Priced for quick action. Address 
H. L. GILL, 303 W. Ill. St., Urbana, III. 








SURPLUS WHITE ASH 
About 100,000 ft. 1”, 1%”, 1%” and 2” Ohio white 
ash. Would grade about 50% FAS, balance No. 1 
common & selects, air dried, ready to ship. Must 
move at only $48 per M. Here’s a buy! Answer 
quick. YOHO & HOOKER LUMBER COMPANY, 
Youngstown, Ohio, 
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